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The Circulator 
The Hydronics 
=— . _ Industry 

Has Asked For 





The combination of many years of design knowledge, 
manufacturing skill, and field experience has made pos- 
sible the development of the Watts 1000 Circulator 
an unusual contribution to the science of heating and 
cooling with water. Outstanding features set new stand- 
ards for the industry, new concepts in performance. 


With Representatives in Over 40 Cities from Coast to 


QUIET-SMOOTH PERFORM- 
ANCE achieved by eliminating 
electrical, mechanical and hy- 
draulic sounds common to 
other circulators. 


UNITIZED CONSTRUCTION 


eliminates bearing bracket, 
coupling and impeller shaft, 
minimizing service. 


COMPACT DESIGN for mod- 
ern package boilers and small 
utility rooms. 


CORRECT HYDRONIC PER- 
FORMANCE CURVE meets flow 
design standards of modern 
piping and zoning. 


MOTOR DYNAMICALLY 
BALANCED—specially selected 
and matched to circulator de- 
sign for long life and depend- 
able performance. 


NO LUBRICATION RE- 
QUIRED IN PUMP. Motor 
requires no oiling on installa- 
tion or during first operating 
year. 


BUILT TO THE HIGHEST 
STANDARDS of design, manu- 
facture and quality control. 


PROVEN under toughest on- 
the-job conditions and exhaus- 
tive laboratory tests. 


PREMIUM PERFORMANCE 
at no premium cost. Ample 
starting torque assures reliable 
operation at all times. 


TIME-PROVEN DESIGN 
PRINCIPLES of rugged, depend- 
able component parts. 














You pay no more for unequalled SLOAN quality... 


ore than just a diaphragm! 


¢ Research is constantly employed at Sloan finding ways to 
make our Flush Valves better. The Segment Diaphragm is one re- 
sult. This diaphragm costs a lot more to make, but we know it is a 
superior product which adds to that bonus of quality you expect 
from Sloan. 

© Called the A-56-A, it is made of natural rubber vulcanized 
with brass reinforcements. Rubber? Yes, we’ve found it best by far. 
Rubber is actually preserved by water—not deteriorated by it—and 
the flexing action prolongs its life. 

e Not all the improvements we adopt from research make 
our headlines, but the Flush Valves we make today are better than 
ever. We know they've got to be to merit the continued confidence 
of those who specify, select and install them. And since you can 


have Sloan quality at no extra cost—why not make sure you get it. 


SLOAN FLUSH VALVES 
cS 


SLOAN VALVE COMPANY + 4300 WEST LAKE STREET + CHICAGO 24, ILLINOIS 
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Each valve 
individually tested 


Before it leaves the factory, each Hammond Bronze Valve is 
individually pressure-tested for perfect closure. For example 
the Number 619 gate valve above is rated for 150 lbs. Before 
passing final inspection it must prove drop-tight under an 
individual hydrostatic test at 300 lbs., as shown. This indi- 
vidual testing is typical of the many rigorous checks and in- 
spections that verify Hammond quality—quality second to 
none in the valve industry. 


Hammond manufactures bronze valves exclusively —and rig- 
orously controls every step from the melting of the virgin 
ingot to final individual testing. High volume production, in 
a modern, ‘“‘automation” factory, permits economies which 
are reflected in moderate prices for valves of outstanding 
quality. 


Write today for your copy of our new catalog 
No. 158 describing Hammond’s complete line. 
Address Hammond Valve Corporation, 
Hammond, Indiana. 


-~< ‘ . » < kg . a z 
ai hey: * ; OTe os m 
c an) 4 . ‘ . 


Hammond Number 413 globe valve is rated for 
steam service up to 150 lbs., 300 lbs. W.O.G. 
Has slip-on composition disc, union bonnet, 
stuffing box, gland follower. Complies with Fed- 
eral spec WW-V-51A, Type 1, Class B. 


HAMMOND &R/7TE-KOTE> BRONZE VALVES 
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SPEEDWAY, FLEXIBLE WATER SUPPLIES 


QUALITY-STEP 


Nv > 
% 

sank b 

1st STEP 2ND STEP QUALITY-STEP 


BE SMART! 


SELL QUALITY 
TRIPLE-PLATE 
== eo 

caer ieee canoe “JUST CHROME” 


ADHESION FOR DURABILITY FOR BEAUTY 


i 
: AG 
madll 


TRIPLE 
PLATE 


»)D)D)B 
a 


' 


? 
UCC 


BE SAFE! 


INSTALL A 
NOSEPIECE 


| THAT WON'T 
INSERT HIGHEST QUALITY 1 PIECE COLLAPSE 
BRASS INSERT CONSTRUCTION NOSEPIECE 


BE PRACTICAL! 


QUALITY yi feel ® = 
TC en A ne 


BRASS-CRAFT 


PRECISION CLOSE TOLERANCE ONLY THEN ARE MATERIAL 
MACHINING INSPECTION THEY TRADEMARKED 


Packaged complete in 
® 
Brass BCaft takes Speedway Supplies hae Guay aner pee Ga Her 


warehouse savings 
H i H H af y~ . .. ease of handling 
through extra, finishing steps in production e a fprin nortan 


to deliver the highest quality, best made 
supply in the industry. 


QUALITY-STEPS mean a faster, more 
permanent hookup to lavatory, closet and 
sink at the lowest possible cost. 


*QUALITY-STEP is the exclusive property of Brass-Craft Mfg. Co. It is trademarked, registered and copyrighted. All rights reserved. 


SPEEDWAY SUPPLIES hy Bocas Caft 


DETROIT 1 MICH. 
WRITE DEPT. D, BRASS-CRAFT MFG. CO., DETROIT 1, MICH. FOR YOUR COMPLETE WATER SUPPLY CATALOG 
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Streamline: 


TUBE AND SOLDER-TYPE FITTINGS 
CAN SAVE YOU UP TO 15% AND YOU 
GET A BETTER INSTALLATION TOO! 


COPPER 


*(DRAINAGE, WASTE AND VENT) 


You can install STREAMLINE DWV COPPER TUBE AND FITTINGS at savings up to 15% and get the most modern 
drainage system possible . . . a compact, space-saving system that's lightweight, sanitary, non-rustable and clog proof. 


COMPARISON WITH RUSTABLE MATERIAL PROVES INSTALLED COST 
OF STREAMLINE DWV COPPER TUBE AND FITTINGS IS LOWER!* 


3” ALL COPPER DWV DRAINAGE 
INSTALLATION 


cosT TO 
PLUMBING 
CONTRACTOR 


Stack Fittings and Tube $62.46 
Drainage Branch Lines 50.89 
Solder and Flux 1.31 
Labor 60.00 


TOTAL COST OF * 


INSTALLATION 


3” GALVANIZED AND DURHAM 
DRAINAGE INSTALLATION 


COST TO 
PLUMBING 
CONTRACTOR 


Stack Fittings and Pipe $53.01 
Drainage Branch Lines 30.91 
Lead and Oakum 1.00 
Labor 120.00 


TOTAL COST OF * 
INSTALLATION 


*This comparison is based on actual 


material and labor costs in effect on 
in a mid-west metro- 


January 7, 1960 


3” IRON DRAINAGE INSTALLATION 


cosT TO 
PLUMBING 
CONTRACTOR 


Stack Fittings and Pipe $26.52 
Drainage Branch Lines 30.78 
Lead and Oakum 4.87 
Labor 120.00 


TOTAL COST OF * 
INSTALLATION 


Complete technical information on Stream- 


ine DWV Copper Tube and Solder-Type 
Fittings is included in big, new 32-page 
Bulletin D-459. Send for your free copy today. 


politan area of 75,000 population 


BRASS CO., PorRT HURON i MICHIGAN 


294 
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Frigidaire Dishwasher fast installation features 
save your time and temper-—increase income! 








eso Soe * — 














In dishwasher installation, time is what you have to 
sell. The faster you can install a unit, the more units 
you can install per day and the greater your volume 
and income, Frigidaire Dishwashers are engineered for 
easy, fast installation. Look at some of these features: 


An accurate floor template is provided with every unit. A 
simple diagram for every connection. Advance copies available 
for estimating sub-contracts. 

A well-designed pressure discharge drain for the flexibility 
you need to meet existing drain conditions—plumbing to sink 
or food disposer, to a high wall outlet or gravity drain. 

Separate plumbing connections on left side of compartment, 
electrical connection at right. Eliminates accidental damage. 








And new for 1960... 


!. A flexible drain elbow to make connections from any angle. 
Snap-off front panel. No screws to loosen or lose. 


Dish-Minder Control is on the door. No working around 
multiple electrical connections. 
These are just representative features. After roughed-in 
wiring and plumbing, you merely move the dishwasher 
into position, tighten drain hose clamp and flare con- 
nection at fill valve and make electrical connections. 
Nothing could be simpler. And servicing is just as 
easy. Frigidaire Division, General Motors Corporation, 
Dayton 1, Ohio. 


The same thoughtful 
engineering on the 
new Frigidaire 


Laundry Pair! 


Installation and service on new 
1960 Frigidaire Automatic Washers 
and Dryers is made easier by just 
such care in design and engineer- 
ing. Examples: Easy access to all 
connections, recessed washer back 
for flush-to-wall mounting even with 
stand pipe as drain, built-in leveling 
guides, no necessity for bolting 
down either Frigidaire Appliance. 


FRIGIDAIRE /Wdvanced Appliances designed wilh you in mind 


PRODUCT OF GENERAL MOTORS 
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News of the Month 


Tax Relief Bill Passes Senate Hurdle; 
P-H Contractors Urged to Back It 


Law would allow retirement fund tax deductions 


Wasuincton, D.C.—The House- 
passed bill to provide income tax 
relief for self-employed persons 
moved a step closer to reality last 
month as the Senate Finance Com- 
mittee voted 12 to 5 to pass it on to 
the Senate. The bill (S. 1979 and 
H.R.10) would allow plumbing con- 
tractors and other small business- 
men to make yearly deductions of 
up to $2,500 for retirement funds, 
up to a maximum of $59,000. In- 
come tax on these funds would not 


CAST IPON 
On ww | 
~~. 7 


. 


* 


have to be paid until returned to 
the contractor or his beneficiaries 
as retirement payments. 

Originally known as the Smath- 
ers-Keogh-Simpson bill, it has 
been modified and amended by the 
Senate, incorporating certain 
changes suggested by the Treasury 
Department. The most significant 
Treasury-backed would 
oblige self-employed persons to set 
up retirement plans for their em- 
ployees before they could take ad- 


change 


Chicago Contractor 


vantage of the measure themselves. 
The Senate 


however, 


Finance Committee, 


added a proposal that 
would permit withholding the plan 
from employees for an initial three- 
year period of employment. 

In a letter to officers and secre- 
taries of state and local associations, 
Frank Inscho Jr., 


legislative committee of 


chairman of the 
the Na- 
tional Assn. of Plumbing Contrac- 
tors, urged all members of the as- 
sociation to write their Senators on 


behalf of the bill. 


= The NAPC, along with the Amer- 
Thrift 


business 


ican Assembly and other 


had been 
active in getting the bill introduced 


organizations, 


and pushed as far along toward 


passage as it is now. 


Hits Red Tape in 


Permits; Says Code Violations Result 


Sues local building commissioner for “illegality” 


Cuicaco—“The almost unbeliev- 
able red tape, delay and expense of 
securing a permit for even the sim- 
plest work is discouraging many 
building trade contractors from 
even applying,” said Luke Keefe, 
president of the Plumbing Contrac- 


tors Assn. of Chicago. The group 


New Training Device 


LABOR SECRETARY, James Mitchell, 
watches Ralph Farwell, Chicago dis- 
trict manager of the Cast Iron Soil 
Pipe Institute, demonstrate a new train- 
ing device used to teach apprentices 
how to calk a cast iron pipe joint. 


recently filed suit against George 
Ramsey, commissioner of buildings, 
claiming that he was illegally with- 
holding building permits. 

“In addition,” he said, “contradic- 
tory regulations and an utter fail- 
ure of the Building Department to 
communicate with groups repre- 
senting these trades has brought 
about the type of misunderstand- 
ing that results in violations.” 

To aid the city Keefe urged that 
a council be established, to include 


all 


and trade asociations, for the pur- 


representatives of local labor 


ose of seeking by which 
| § » 


these groups and the Building De- 


ways 
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Court Upholds Briggs 
in Suit Against Crane 


CuicaGo—Crane Co. appeared to 
be no further along in its bid to 
take Briggs Manufacturing 
Co. last month than when it first 
announced it wanted to buy the 
Warren, Mich. fixture manufac- 
turer. Following a court ruling, 
requested by Briggs, that Crane 
could not vote its 241,000 shares of 
Briggs stock at the annual meeting, 
Crane appealed to a higher court 


over 


and was again turned down. 


a What Crane 
remained anybody’s guess, but no 
one is talking. As this story was 
being written, the Briggs annual 
meeting was still a week off. (See 
At Press Time for any late news.) 

Briefly, the events of the past few 
months 


intends to do now 


include an bid by 
Crane to buy outright the Briggs 
facilities, a refusal by Briggs and 
then a threat by Crane’s chairman 


open 


and chief executive officer, Thomas 
Evans, to stage a proxy fight to gain 
control. Briggs turned around and 
filed a suit against Crane alleging 
(Please turn to page 13) 


partment could try to cooperate to 
hold down violations. The purpose 
of the council, according to Keefe, 
“would be to assist and help enforce 
the building code; to act as a liaison 
group between the Building De- 
partment and the building trades 
in order to propose and consider 
up-to-date changes in the adminis- 
tration of the department; to pro- 
vide a forum where building trade 
groups could air their grievances 
concerning operations of the de- 
partment; and to inaugurate an ed- 
the 
members of the trade organizations 
of the requirements of the building 


ucational program to inform 


code and to encourage compliance.” 

Keefe declaved that his associa- 
tion as wel) as other building trade 
groups are eager to assist the city 
in reducing building violations, but 
that their offers have been ignored. 
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STAR OF THE SHOW, Day & Night Manufacturing Co.’s new Armored Jetglas 
water heater line, was unveiled in St. Louis by these shapely beauties during 
the La Puente, Calif. firm’s annual sales meeting. The new line’s warranty fea- 
tures a $20 re-installation allowance for contractors. (See story, page 131. 


Local Groups Performing ‘Miracles’ 
in Boosting Hydronic Heat—Doherty 


SEATTLE, WaSH.—“Many local 
Better Heating-Cooling Councils 
are performing miracles in the in- 
crease of hydronic heating system 
sales,” R. S. “Shep” Doherty, na- 
tional BHC president, told the Pu- 
get Sound Council. 

“Hot water heat is the most re- 
spected heat today,” added Doherty, 
attributing its success to the work 
being done by local councils, “ 
with the help of the national BHC, 
with its research people, its pro- 
motional people and its widespread 
distribution of information.” 


a While in the Puget Sound area 
he also spoke at the 65th annual 
convention of the Associated 
Plumbing & Heating Contractors of 
Washington at Port Angeles, shar- 


Remodeling Stimulator 


HOME IMPROVEMENT IDEAS are be- 
ing pushed intensively by Better 
Homes & Gardens magazine with this 
attractive display center. With a chair 
at the desk-high counter, it becomes 
a self-contained “display room” to 
stimulate remodeling sales. 


ing the rostrum with Irvin Rech- 
kemmer, president of the National 
Assn. of Plumbing Contractors. 
According to Doherty, who is also 
vice president of the A. W. Cash 
Valve Manufacturing Corp. of De- 


(Please turn to page 12) 


Wew Homes and Home Improvement Ideas 





News . . . continued from 


page 


DEALERS 
USER BENEFIT 
PROGRAM 


“WATER SYSTEM KING” plaque is presented to Arlo O’Connor of Wayzata, 
Minn. by J. H. Hulse Jr., manager of water system sales for Barnes Manufac- 
turing Co., Mansfield, O. From left are Don Mample, in charge of dealer de- 
velopment for the Burman Co., Faribault, Minn., wholesaler where the award 
was made; Hulse; O’Connor; and Charles Hoppe, Barnes local sales supervisor. 


Mayor Wagner Cites Health Reasons 
in Fight for More Baths in Gotham 


New York City — 
that would require rooming houses 
to install more bathrooms has been 


A new law 


recommended to the City Council 
by Mayor Robert Wagner. It would 
affect the city’s 14,235 rooming 
houses and 750 single-room 
cupancy buildings. It would re- 
quire that after January 1, 1962, 
there be at least one water closet, 
one lavatory and one bath or show- 
er for each six persons residing 
on the premises. It is estimated 
that about half of the rooming 
houses and practically all of the 
single-room occupancy buildings 
would be compelled to install one 
or more additional bathrooms. 

a The mayor declared that the bill 


oc- 


he submitted is a part of his fight 
to eliminate slums and unhealthy 
conditions in the city. He pointed 
out that under present conditions 
the high ratio of people that use 
each toilet facility is directly re- 
sponsible for the extremely unsani- 
tary and unhealthy conditions 
found within these dwelling units. 

The Assn. of Plumbing Contrac- 
tors of the City of New York said 


Local BHC’s Performing 
‘Miracles —Doherty 


(Continued from page 11) 


catur, IIL, “local council success is 
usually based on these basic fac- 
tors: an market research 
committee to keep the group 
abreast of industry happenings; an 


active 


active speakers bureau of well in- 
formed persons who have the use 
of effective visual aids provided by 
the national council, such as the 
cartoon film, You Earth People; an 
active builders whose 
members do some grass-roots pro- 


committee 


motion; and an investigative com- 
mittee that is informed of costs of 
hydronic installations, their com- 
ponents and other details.” 


it is actively supporting the mayo! 
in his program. It sent him a tele- 
gram stating that the 
“is greatly impressed by your ob- 
vious understanding of the very 
definite 


association 


relationship of adequate 
sanitary facilities to good health,” 
and, further, “your latest effort to 
improve the health of the people 
of our city and bring its sanitary 
facilities to a reasonable standard 
is another indication of the splen- 
did work you are doing.” 


Gas Water Heater 
Sales Dip 15 Percent 


New York Crity—Sales of gas- 
fired automatic water heaters dur- 
ing the first four months of 1960 
dropped 15 percent below ship- 
ments for the corresponding period 
of 1959, the Gas Appliance Manu- 
facturers Assn. reported. April ship- 
ments were 18 percent below those 
of a year ago. 

April sales totaled 214,000 units, 
compared to 261,300 a year ago, and 
the four-month total this year was 
just under 900,000, compared with 
more than a million units sold in 
the same period last year. 


Hot? Not with Air Conditioning, Display Says 


MR. BEAR’S ON TOP to tell the public that the air conditioning season has ar- 
rived. He’s atop a stack of ice floes and York Division air conditioners on 
display at the Borg-Warner Corp. building in Chicago. 


DomEstTIc ENGINEERING, JuLY 1960 





HIGH-TEMPERATURE PLASTIC PIPE is demonstrated by the B. F. Goodrich 
Chemical Co. in this steamy bathroom scene. Hot water lines are made of the 
New York City firm’s new hi-temp Geon, a plastic “capable of withstanding 


temperatures of up to 200 degrees and pressures 


up to 150 pounds.” 


New Plastic Pipe Carries Hot Water: 
Maker Says It Will Challenge Metal 


New York Criry—A new vinyl 
plastic that “can withstand temper- 
atures 60 degrees higher than con- 
ventional vinyls”—so that it can be 
used for domestic hot water plumb- 
ing and even in industrial hot-acid 
piping—was demonstrated here re- 
cently by the B. F. Goodrich 
Chemical Co. 

Harry Warner, president, told 
members of the press that the new 
material, a polyvinyl dichloride 


called hi-temp Geon, represents 


“the first significant breakthrough 


since the development of the first 
rigid vinyl 12 years ago.” 

The company demonstrated that 
the new material retains all the 
qualities of strength, light weight, 
impact resistance, non-flammability 
and corrosion resistance that have 
made vinyl the second-largest sell- 
ing plastic. 

“The addition of high heat re- 
sistance opens new horizons for 
vinyl,” Warner said. “Among other 
things, the high-temperature factor 
means that vinyl can take over 


Court Upholds Briggs 
in Suit Against Crane 


(Continued from page 11) 
that Crane’s public reports of ac- 
quisition attempts had caused 
Briggs to lose some $350,000 in 
orders. The suit is seeking triple 
damages under the government’s 
anti-trust laws. 

Meanwhile, the Federal Trade 
Commission has charged Crane 
with violating the anti-trust laws 
by “acquiring the assets or stock” 
of five industry firms. Briggs is one 
of the firm’s named in the FTC 
charge. The others, all of which 
have been acquired by Crane, are 
Chapman Valve Co., National-U.S. 
Radiator Corp., Swartwout Co. and 
Pipe Fabricators Inc. No further 
developments have been revealed 
in the FTC action. 


functions that previously were the 
exclusive domain of metals. 

“In view of the initial price of 
this new material, it is expected 
that the price of pipe made from 
the new plastic will be no more 
than or slightly less than that of 
copper pipe,” Warner said. 

The plastic is compounded to 
withstand operating temperatures 
from 180F to 200F, along with pres- 
sures up to 150 pounds per square 
inch, Warner said. 

He added that he sees a big po- 
tential for the new plastic in pre- 
fabricated plumbing walls and 
called attention to an installation 

(Please turn to page 14) 


See answer, page 14 


Must company pay all employees the same hospitalization benefits? 





WELCOME BACK 
FROM THE HOSPITAL, 


YOu DIDN'T 
PAY ME 

ENOUGH 
BENEFITS ! 

















WE HAVE 
RAISED BENEFITS 
FOR MANAGEMENT. 

PEOPLE ONLY 


YOU CAN'T 








ITS NOT FAIR WHY NOT ? 
TO PAY HIGHER/ UNION BENEFITS 
BENEFITS To | ARE LIMITED 
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News ... continued from 


page 


GRANDFATHER'S CLOCK had nothing on this vintage Maytag washer. The elder- 
ly owners, James Ballantyne and his wife of Lethbridge, Alta., were given a 


new automatic in exchange for the still-operating 1911 unit. 


The Maytag 


Co. Ltd., which conducted the search in Canada for the oldest working model, 
made the presentction through Bruce Durfee of Lethbridge Appliance Co 


Sees Centralized Oil Heat Service As 
One Answer to Competitive Squeeze 


Reno, Nev.—“The keystone of the 
future of oil heating depends upon 
the ‘integrated’ dealer,” the annual 
convention of the Pacific Coast Oil 
Heat Institute was told by Charles 
Burkhardt, managing 
the national OHI. 


director of 


= He explained that by integration 
he meant the consolidation of in- 
stallation and servicing facilities by 
groups of dealers: in a given area. 
“It is the prime responsibility of 
Here's answer to the labor- 

relations question, page 13 


ARBITRATOR'S 
DECISION 





JO, COMPANY 
DOES NOT HAVE TO 
GIVE UNION EMPLOYEES 
SAME BENEFITS AS 
NON- UNION 


Based ona /959 
Connecticut Decision 











the heating oil distributor,” Burk- 
hardt declared, “to that vast 
additional! amounts of oil burning 
equipment are installed so that the 
total gallonage in any area can be 


see 


increased. It is also his responsi- 
bility that all existing equipment be 
properly serviced so that the public 
will not be goaded or aggravated 
into changing equipment which 


Says New Plastic Will 
Challenge Metal Piping 


(Continued from page 13) 
made in a two-story house at the 
National Assn. of Home Builders’ 
research house in Lansing, Mich. 
At the research house, an entire 
wall both raised 
with a small crane. The wall con- 
tained all the necessary hot and 
cold water supply lines as well as 
drain, waste and vents. 

Warner pointed out that the 
new plastic is not available from 


for stories was 


Goodrich since the company only 
makes the raw materials for other 
manufacturers. He added that suf- 
ficient quantities of the material 
would be manufac- 
turers sometime in 1961, at which 


available to 


time finished pipe products would 
appear on the market. 


utilizes a competitive fuel.” 

He particularly suggested that 
dealers look into the feasibility and 
economy of banding together and 
setting up central service and in- 
stallation agencies which would op- 
erate for a number of dealers. 
Burkhardt pointed to a recent sur- 
vey the 
division in a 


institute’s dis- 
300-home 
development. He said that service- 


made by 
tribution 


men from 21 different companies 
made calls in the area on one and 
the same day. An analysis showed, 
that 
could 


one-half 
the 


he said, three and 


men have done same 


(Please turn to page 16) 


Business Management Problems? New 
Course to Seek Answers Next Month 


RicHMonp, Va.—The Virginia As- 
sociated Plumbing & Heating Con- 
tractors will conduct a two-and-a- 
half-day management institute 
August 22-24. The course will be 
held at the Virginia Polytechnic 
Institute and will be under the 
direction of Bert Kinzey, executive 
vice president of the association. 


= Subjects slated to be covered in- 
clude: What Is Management?, Res- 
ponsibilities of Management, Man- 
agement Problems of the P-H-C 


Industry, Records, Overhead, An- 
alyzing Records for Profitable 
Management, Required Govern- 
ment Reports, Credits and Collec- 
Customer Relations, Sales 
Promotion, Advertising, Business 
Letters and Personal Salesmanship. 

Registration fee for the course, 
which is open to all members of the 
industry, is $15. Room and board at 
the school is $8.60. Advance regis- 
trations may be sent to the associa- 
tion office at 303 W. Franklin St., 
Richmond 20, Va. 


tions, 
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‘Chuckg, if its a full [ine you wants 


SPECIFY U-BRAND FITTINGS.” Why waste valuable 
time buying from different sources? When you stock and 
use U-Brand fittings you are assured a complete, 
top-quality line from one source. All fittings are 
conveniently packaged and marked for immediate use. 


FOR ALL YOUR FITTING NEEDS: e Galvanized and Black U-Cote 
Malleable Fittings « Unions e Plugs and Bushings e Steel and 
Brass Nipples and Reducing Nipples e Steel and Brass 

Insert Fittings e Poly-Plus Blue and Nylon Plastic Insert 
Fittings e Dielectric Fittings « Sanitary Well Seals. 








The Union Malleable 


Manufacturing Company 


Ashland, Ohio + Vernon, Calif. 


SOLD THROUGH WHOLESALERS ONLY SHIPPING DEPOTS IN PRINCIPAL CITIES ASSURES OVERNIGHT SERVICE 
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News . . . continued from page 


BATHROOM OF THE FUTURE? This is a rendition of what American-Standard’s 
Plumbing & Heating Division visualizes the bathroom of the future will look 
like. All piping is in one wall. A model of the bathroom will go on display 
in Cleveland this summer at the Ferro Research House. 


Style and Construction Innovations 


Highlight ‘Bathroom 


New York C1iry—Radical style 
and construction innovations in 
bathroom design will be on display 
this summer when the Plumbing 
& Heating Division of American- 
Standard will install its research- 
developed “bathroom of the future” 
in Cleveland. 

The bathroom will include the 
firm’s Contour bathtub, wall-hung 
water closet and countertop lava- 
tory. All the fixtures have been 
co-ordinated to produce a high- 
style bathroom adaptable to small 
or large areas. 


a The bathtub will be installed be- 
hind sliding translucent doors 
which extend from the front rim to 
above the shower head. Adjacent 
to the tub will be a 54-inch, one- 
piece vitreous china combination 
lavatory and countertop extending 
the entire length of the wall. The 
lavatory will be equipped with a 
single-lever faucet. Underneath the 
bowl will be a cabinet for storage 
which will form the back panel for 
the wall-hung closet. The cabinet 
structure will completely enclose 
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of the Future’ 


the supply and drainage piping and 
serve as a special support for the 
wall-hung closet. While the whole 
structure gives a one-piece appear- 
ance, concealed plumbing is acces- 
sible through a front panel. 

The bathroom will be installed 
in the Ferro Research House, cur- 
rently under construction in a 


Cleveland suburb. 


Need Centralized Oil 
Heat Service: OHI Exec 


(Continued from page 14) 
work in considerably less time, us- 
ing fewer vehicles, tools and in- 
struments 

“In the centralization of service,” 
Burkhardt said, “there is only one 
service manager, one or two dis- 
patchers and a limited number of 
servicemen for all the companies. 
This eliminates a great deal of over- 
lapping and overhead and results in 
more efficient operation.” 


DE’s Haglund Moves 


into Missouri Home 


Cuicaco—After many years as a 
field representative for Domestic 
ENGINEERING, Bob Haglund has ful- 
filled his lifelong ambition to go 
into business for himself. Last 
month, DE announced that Bob had 
been appointed manufacturers’ 
agent in eastern Missouri and 
southern Illinois for the Medalist 
Tank Division, Metal Coating Corp. 

He recently moved into his new 
home at 1825 South Florrisant St 
Mo. 
conduct his agency. In addition to 
Metal Coating, Bob will handle 
Crescent Plastics Inc. (plastic 
pipe), Walter E. Selck Co. (Hudee 
sink frames) and Triangle Pump 
Co. (sump pumps). He will also 
continue to represent DE in Mis- 
and will with the 
magazine on sales planning. 


in Florrisant, where he will 


souri consult 


PBI Praises Stand on Imports Taken 
by Massachusetts Contractor Assn. 


PITTSBURGH—A resolution passed 
by the Massachusetts State Assn. 
of Plumbing Contractors drew the 
unanimous applause of a manufac- 
turers’ association recently. The 
Plumbing Brass Institute at its 
spring meeting publicly com- 
mended the state group for a reso- 
lution urging wholesalers “that 
under no circumstances should 
materials manufactured by foreign 
countries be substituted for domes- 
tic-made materials, unless the mas- 


ter plumber is so notified and 
accepts same.” (See DE for June, 
page 140.) 

In commending the state group, 
the PBI also called attention to its 
own continuing fight against “unfair 
trade practices by foreign manufac- 
turers.” Last fall, the association 
sent a letter to the President of the 
Senate and Speaker of the House of 
Representatives advising them that 
some foreign manufacturers of 

(Please turn to page 124) 
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SPAnyAN 
WON'T LET 


en A LITTLE THING 


LIKE A WASHER 


FOUL-UP 
OUR REPUTATION 
FOR PERFECTION 


We like to pay extra attention to the little things. 
In the development, manufacture, inspection 
and shipping of every Spartan product, no detail 
... even the smallest... is overlooked. That’s why 
you'll find it such a pleasure to sell SPARTAN 
products ... they’re built for complete customer 
contentment. 


SPARTAN 
SPARTAN SHOWER STALL CO., INC. 
SPARTAN CONVECTOR CO., INC. 


SPARTAN ELECTRIC RADIATOR CORP. 
52-55 74th ST. + MASPETH 78, N.Y. 


Write for illustrated literature 





ey 
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Journeyman Collects on 


18-Month-Old Injury 


A journeyman asking work- 
man’s compensation doesn’t al- 
ways have to file immediately 
after his injury. 

In one case, a contractor’s em- 
ployee filed a claim more than a 
year and a half after injuring 
himself lifting a bathtub. In the 
intervening months, some of 
which he worked, he underwent 
medical treatments, paid for in 
part by his employer. 

The compensation board re- 
fused his claim because of the 
time lapse between his injury 
and his filing. However, the state 
supreme court reversed that rul- 
ing. It said that the usual one- 
year limitation on filing referred 
to the time between the last med- 
ical treatment and the applica- 
tion for compensation. 

C. Rose Plumbing Co. v. Gor- 
don, 317, P. 2d 917. 


The Case of the 
Fraudulent Contract 


Some contracts are all “con.” 
But the law protects plumbing 
contractors victimized by frau- 
dulent agreements. 

A plumbing contractor signed 
a contract with an alleged build- 
ing corporation to install plumb- 
ing in 30 new homes. 

After completing the job, the 
contractor was unable to collect 


Legal Decisions of Interest to Contractors 





payment. He sued for a lien on 
the land and asked the court to 
declare the “president” of the 
corporation— the man who 
signed the original contract — 
personally responsible for pay- 
ment of the amount due. The 
“»resident” and another “officer” 


of the supposed corporation tried 
to defeat his lien by pointing out 
that, contrary to the plumbing 
contractor’s impression, no 
“corporation” legally existed and 
that, therefore, the contract en- 
tered into was worthless. 

The court was not deceived. 
It said the “corporation was a 
subterfuge through which the 
two defendants intended to de- 
fraud the plumbing contractor. 
He, acting in good faith under 
the terms of said contract, held 
an absolute lien for labor done 
and materials furnished.” 

The court also ruled that the 
“president” of the alleged corp- 
oration, who the 
original contract, was personally 
responsible for full payment. 

* Citation: Benton Co. v. Benton 
Plumbing Co., 310 S.W. (2d) 
483. END 


entered into 








YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

A plumbing contractor joined a local group of contrac- 
tors and union officials in a program to promote the in- 
dustry through institutional advertising. For two years 
he paid his assessments, then stopped. The group brought 
suit, but the contractor said his agreement was with indi- 
viduals only; the group itself was not a contractual party 
and couldn’t sue. Was he right? 


The court noted that the promotional group had been 
established for the good of all in the industry and that 
its organizers, including the defendant contractor, ex- 
pected it to act for all. Therefore, the group was a recog- 
nized entity and could sue the contractor. 

(Citation wpon request from Domestic Engineering.) 
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SOLID 


to tip 
profit scales .# 
your way 


MUELLER 
CLIMATROL 


Hot Water or Steam 


GAS BOILER 


Tips sales heavily in your favor — with solid, quality 
construction. Features a gleaming white, heavy-gauge 
steel cabinet. Built-in draft diverter—no extra head- 
room needed. Cast-iron drilled-port burners. Section- 
al design for even distribution of water and quick 
heat response. Heavy boiler sections of cast iron for 
maximum heat radiation. Vertically-ribbed flue pas- 
sages surface-ground for gas-tight, iron-to-iron fit. 


The Complete Oil and Gas Boiler Line 


2025 W. Oklahoma Ave., Milwaukee 1, Wis. 


DomEstIc ENGINEERING, JULY 1960 


1024 Westminster Ave., Alhambra, Calif. 


a @ 


Built to standards of ASME. AGA-approved for 
mixed, natural, manufactured, or propane gases. 
Steam and hot water units available up to 3,360,000 
BTU gross output. Mueller Climatrol gas hot water 
boilers up to 8 sections available pre-assembled. 31 
separate tests and checks made on all boilers before 
shipment. See your Mueller Climatrol representative 
or write direct to our main office for details. 


Mueller Wana Climatrol. 


O'irviSsSion orf WORTHINGTON 


2490 Bioor St., W. Toronto 9, Ont, 
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GENERAL Zone Valves bear the GF symbol of 
PRODUCT RELIABILITY .. . feature QUALITY 
CONSTRUCTION throughout. For data on auto- 
matic multiple zone control second to none. . . 
request bulletin on General zone heating systems. 
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for business ? 


GENERAL Zone Valves key to 
reliable, low cost zone heating installations ! 


Sell zone heating comfort at prices that make potential markets of almost all new or 
existing heating systems. Zoned heating benefits are many...expand your business 
with reliable, economical General Zone Valves. Reliable zoning can build new business 
for you... eliminate costly call-backs for breakdowns or adjustments. 


GEMERAL ZONE HEATING SYSTEMS 

* provide greater comfort, save fuel 

* require only one circulator, one relay 

* cut costs of fittings, piping, wiring, labor 

* suit new or existing heating systems 

* meet FHA requirements for zone-heating split level homes 


* permit use of smaller pipe sizes and low voltage wiring 


EASY INSTALLATION 

Valves easily installed in supply lines ...in any position 
... by simple sweat-type connections. Thermostat terminals 
conveniently marked for easy wiring. Entire system can be 
quickly, inexpensively installed ...each valve and thermo- 
stat combination making that zone independent of others 
in the system. 


COMPLETE PACKAGE 


General offers a variety of thermostats, transformers, and 
thermostat conversion units to suit specific application needs 
and tastes. Bulletin upon request. 


GENERAL Baumaulal(cy}-metelasl i-lab 4 


EAST GREENWICH +- RHODE ISLAND 
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CS&B steps ahead in labeling, too! 


The BRAND NEW CS88 label instantly identifies every item, saving you 
time and money by eliminating costly errors and lost time in the stockroom. 


The contents of each box are clearly illustrated and the labels are 
color coded for finish: 


Blue for Polished Chrome 
Yellow for Satin Chrome 
Red for Unplated or Rough Brass 


This new label is another example of CS&B's constant effort to supply 


you with Tubular Brass Products that are easier for you to BUY, STOCK 
and SELL at a larger net PROFIT. 


THE CONNECTICUT STAMPING & BENDING CO. 
NEW BRITAIN, CONN., U.S.A. 
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No. C-720-W Single Horizontal UNITRON No. C-715-W Double Horizontal 


No. 835-W Single Vertical UNITRON 


Closet Fitting and Carrier UNITRON Closet Fitting and Carriers Closet Fitting and Carrier 


No. C-858-W Single “‘Close’’ Vertical 
UNITRON Closet Fitting and Carrier 


No. C-850-W Double ‘'Close”’ Vertical 
Offset UNITRON Closet Fitting 
and Carriers 


No. C-745-W Long Barrel Single UNITRON No. C-011 Residential UNITRON No. C-015 Adapter Type Residential 


Closet Fitting and Carrier 


Closet Carrier with vertical 
cast iron fitting 


UNITRON Closet Carrier for 3” standard 
brass drainage fitting 


PORTRAIT OF COMPLETE SATISFACTION 
FOR EVERY TYPE OF WALL-HUNG FIXTURE 


Josam Unitron Carriers are the choice companions to modern 
off-the-floor closets because they portray a ‘‘portrait of com- 
plete satisfaction’ for every type of installation — commercial 
or residential! Because of their special design features that 
save installation time . . . save valuable space . . . and meet 
all construction requirements, they make the use of wall-hung 
closets more desirable than ever before! The facts showing why 
Josam Unitron Carriers are the most advanced in the field 
today are given in Manual F-2. Write for your copy now. 


JOSAM MANUFACTURING CO. 
General Offices and Manufacturing Division 
MICHIGAN CITY, INDIANA 
REPRESENTATIVES IN ALL PRINCIPAL CITIES 


West Coast Distributors 
JOSAM PACIFIC CO. 


765 Folsom Street San Francisco 7, Calif. 


Josam Products are sold through plumbing supply wholesalers. 
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® 


UNITRON 


also for 
SINKS + HOSPITAL FIXTURES 
URINALS + LAVATORIES 


JOSAM MANUFACTURING CO. 
Dept. DE-7 Michigan City, Indiana 
Please send free copy of Manual F-2 


By 


Address 





Wholesaler hits Reichle plan; says it 
turns contractor into hired installer 


DE’s June issue report stirs up a storm 


. . . . The response to DE’s June 
issue report on the “Reichle plan” 
for direct-to-consumer selling by 
wholesalers has been running heavy 
from all branches of the industry. 

Generally speaking, contractor 
opinion is almost solidly against 
the plan, wholesalers are about 
evenly divided and manufacturers 
are, for the most part, either non- 
committal or tend to see some good 
on both sides of the issue. 


= The following letter was received 
from a West Virginia branch man- 
ager of a His 
firm’s policy prohibits branch per- 
sonnel from submitting statements 


wholesale chain. 


for publication on controversial is- 
sues, so his viewpoints are given 
anonymously. The letter follows: 
a “The plumber protects the health 
of the nation” is as true today as it 
ever was. He is a professional man 
in his community and not someone 
to be pushed into the background 
just because he does not do enough 
(in someone’s opinion) advertising 
and selling. 

The Reichle plan does push into 
the background the good customer 
who the wholesaler’s 
bread and butter for possibly many 
years. It is, in effect, a substitute 
for the wholesaler’s admission of 


has been 


failure to help his contractor friends 
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to do an adequate job of selling. 
The only wholesalers who will ap- 
prove of such a plan are those who 
have been Dtu-ing under cover and 
gratefully the oppor- 
tunity to legitimatize their opera- 


appreciate 


tions under the guise of a “modern 
trend.” (Editor’s DE’s 


search showed no evidence of 


note: re- 


sub rosa retailing by wholesaler 
Walt Reichle prior to his inaugura- 
tion of the plan.) 


We, as wholesalers, depend on 


these plumbing contractors to in- 
stall the equipment we sell. The 
best bathtub in the world is the 
worst headache if it is not installed 
correctly. Therefore, the quality of 
our merchandise depends upon the 
quality of the installation. We can 
best help the during 
these crucial years by keeping our 


contractor 


wholesale operations as clean as 
possible and helping him to devise 
better methods of selling. 

We agree fully with one of the 
premises discussed in your article, 
namely that the Reichle plan, if 
expanded nationally, “will reduce 
the the status of a 
‘satellite plumber,’ not a full- 
fledged retailer but a hired installer 
of pre-sold 


contractor to 


equipment.” Every 
word of this statement is true. 


NAME WITHHELD By REQUEST 


Why All the Noise? 
It's Been Done Before 


Granp Rapips, Micu.—We have 
been associated with the plumbing 
and heating industry since 1914 as 
master plumber, distributor, man- 
ufacturer and so-called illegitimate 
operator. 


And I'd like to ask, why all the 


He'll warn the public about jackleggs 
moving in on the water heater market 


MempPHis, TENN.— Thomas Mc- 
Dermott, whose letter you pub- 
lished on page 25 of your April is- 
sue, is so right when he says there’s 
a definite need for a campaign to 
upgrade the industry and 
jacklegg installations. 

We’re having a lot of trouble with 
jacklegg mechanics installing water 
heaters here. In 


fight 


fact, we’re con- 
sidering a newspaper campaign to 
combat this practice and thought 
perhaps you might be able to help 
us since you have conducted a pro- 
gram on behalf of quality installa- 
tions for years. 


What we have in mind is possibly 


some photographs of actual explo- 
sions caused by improper water 
heater installations and information 
pertaining to same. 

Anything you can send us will 
certainly be appreciated. 

WILLIAM BRowN 

Brown & Epstein Plumbing 
& Heating Co. 


e Mr. Brown was sent a DE Qualified 
Contractor kit, plus actual photos and 
other information. The kit contains 
sample newspaper ads, publicity re- 
leases, a speech outline, posters, etc., 
for use in carrying out a local cam- 
paign against plumbing and heating 
installations by poorly trained or 
otherwise unqualified persons. 
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noise about the Reichle plan? 

This type of operation is not new 
to our industry. Many have used it 
in the past, including our own firm. 

In our opinion, it is a waste of 
time and money under our econom- 
ic setup to try and change definite 
trends. Look what’s become of the 
neighborhood grocer, the milliner, 
the drug store with its oil lamp 
behind the large glass urn filled 
with colored water, and many other 
lines of endeavor that are no longer 
the same as they once were. 


Says "Big Three" Is Indifferent 


The so-called “big three” have 
been very indifferent to the plumb- 
ing contractor who maintains a de- 
cent display. They give him a 10 
percent discount for display, paint 
a truck or two, then go sell to the 
backyard plumber the same sup- 
plies at the same price as to the 
contractor with a large overhead. 

We have in our city a supply 
house that a few years ago was a 
small building wrecker, selling used 

















e Letters continued on page 26 


North Dakota contractors denounce Reichle plan, 
point to Sears “failure” in selling plumbing... 


Minor, N. D.—At our recent 1960 
convention, this association utterly 
condemned the Reichle plan, 
pledged all-out support of the 
NAPC in its opposition to it and 
also pledged to expel any member 
consenting to become a party to 
any such plan. 

This plan is nothing new, of 
course. The two major mail-order 
organizations of this country have 


lumber and used plumbing parts. 
Today this supply house has a 
plumbing volume in excess of the 
big three. It pays no attention 
whatever to the Central Supply 
Assn. or contractor groups. 

So I repeat, why all the noise 
about the Reichle operation? 

MARTIN SLAGER 

Slager Supply Co. (wholesaler) 

















‘Here’s your trouble—you've been following 
a crease in the blueprint.” 
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tried endless variations of the same 
thing for at least 30 years, dating 
from the time they established re- 
tail stores throughout the nation. 


aIn our town, the major mail- 
order operator first tried getting 
installers on a flat price for labor 
only, then for labor and a “com- 
mission,’ and most recently as a 
direct employee on the payroll, 
providing a pension and other 
“fringe” benefits. Project house 
builders have tried the same thing; 
one operator here currently is 
reputed to have retained a rather 
sub-standard master plumber for 
$8000 per annum plus housing and 
expenses. 


w After 30 years or more of major 
effort, the world’s largest retailing 
organization (Sears) was forced to 
reduce its controlling interest in a 
plumbing fixture manufacturing 
concern as the first step in changing 
the “public image” of the fixture 
manufacturer. 

The fixture manufacturer’s Mad- 
ison Avenue agency is currently 
engaged in a massive campaign to 
ingratiate this manufacturer with 
the regular plumbing industry. This 
was deemed absolutely necessary so 
that the manufacturer’s output 
above the “break-even” point could 
find a profitable market. 


if Sears Can't Do It, How 
Can the Wholesalers? 


If this skilled major retailer, in 
which this writer has stockholdings, 
could not solve the problem of mer- 
chandising plumbing and heating 
as it does ladies’ dresses or men’s 
shirts, is it reasonable to expect 
that relatively inexperienced indus- 
try wholesalers, if they 
called such, can do it? 

RosBert WILEY 

Executive Secretary 
North Dakota Assn. of Plumbing, 
Heating & Mechanical Contractors 


can be 
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Letters . . . continued 


More comments on the Reichle plan 


Says Distribution Setup 
Was Wrong from Start 


TRENTON, N. J.—I have studied 
your material on the Reichle plan 
very carefully, and want to make 
the following comments. 

I feel that our national, state and 
local contracting associations have 
all been very lax in not enforcing 
the existing laws pertaining to the 
distribution of plumbing fixtures. 

Under the Fair Trade Practices 
Act, the wholesaler who sells di- 
rectly to the consumer is not en- 
titled to wholesaler prices. If this 
act was enforced, it would elimi- 
nate the Reichle plan, as well as all 
other ill-advised and illegitimate 
plans of distribution. 


a I have always felt that our ex- 
isting method (of distribution) has 
been wrong from the very begin- 
ning, but at this late date it would 
be very difficult, if not impossible, 
to put it on the right track. 

May I cite, as an example, the 
automobile industry. Various man- 
ufacturers of automobiles set up 
one agency in the cities of 50,000 
to 100,000 population and a greater 
number in the larger cities. These 
agencies must have a proper size 
showroom and must have a com- 
plete line of cars on display. And 
their markup permits them to have 
an efficient sales organization. 

There may be 50 automobile re- 


What Colleges Offer 
Plumbing Courses? 
NortH Vancouver, B. C.—Thank 


you for your very interesting and 
informative magazine. I particular- 
ly enjoy reading your “letters to 
the editor” section. 

Your April issue (page 26) states 
that a list is available on schools 
that teach plumbing as a major or 
as part of mechanical engineering. 

I would appreciate this informa- 
tion if it is available. 

JAMES PARK 


@ The list has been sent to Mr. Park. 
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pair shops in a small city that do 
not sell cars, and they are obliged 
to purchase parts from the local 
dealer. 

In the plumbing industry a con- 
tractor cannot afford to have a 
modern showroom with trained 
salesmen, spend considerable mon- 
ey on advertising and at the same 
time do a good construction job 
because any small contractor doing 
ordinary repair work can purchase 
the same merchandise at practical- 
ly the same price. 

As I said, it is too late at this 
time to revise our system of distri- 
bution, but there is no question in 


my mind that the error made in the 
beginning is the cause of our diffi- 
culties. However, there is no rea- 
son why the present method of 
distribution should not be enforced 
in accordance with the Fair Trade 
Practices Act. 

Thanks for your efforts toward 
improving our interests. 

ALBERT SCHOELLER 


Says Riechle Plan Will 
“Wake Up” Contractors 


(The following letter was 
received from the executive secre- 
tary of a leading midwestern 
plumbing 


He 


contractors association. 


asked to remain anonymous, 


(Please turn to page 30) 


The jackleggs are at it again 


Homeowner buys oil burner over the counter. Friend 
installs it. P-h contractor untangles the mess 


Mippteport, N.Y.—I thought you 
might be interested in seeing and 
perhaps printing the enclosed snap- 
shot I took recently of an oil heat- 
ing installation I was called in to 


service (see photo above). A 
“friend” installed the system and 
the complained it never 
worked efficiently. Any wonder? 


Epwarp BUTLAK 


owner 
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COMPLETE LINE OF 
STEAM TRAPS 


Hoffman Traps are specially designed and 
constructed to give economical removal of 
condensate from steam lines, long in-use 
life, and easy access for servicing. Traps 
illustrated are typical of Hoffman’s compiete 
line; each has removable cover, pin and seat 


for quick inspection and cleaning. 


en corte 
WWASSNS 
\ QUESTS Ss. 


QOhw> 


* 
RENEWABLE THERMOSTAT, VALVE PIN & SEAT. 


50 Series Float and Thermostatic Trap for Steam Systems 
and Equipment. For quick access and ease of serv- 
icing, all working parts of Hoffman Float and 
Thermostatic Traps are attached to trap’s remov- 
able cover. Once installed, cleaning and repairing 


is possible without breaking pipe connections. 


600 Series Inverted Bucket Traps for Intermittent Draining 
of Condensate and Air from Steam Equipment. Hoffman 
Bucket Traps are flexible in capacity; various sized 
valve seats are available for operation over a wide 
range of pressures. Valve seats and pins are easily 


changed to suit uses and service applications. 


VIE 


SPECIALTY MANUFACTURING CORP. 
1700 West 10th Street, Indianapolis 7, Indiana 


LOW, MEDIUM 
AND HIGH 
PRESSURE 
THERMOSTATIC 
TRAPS 


es 


“40 comt® 


50 Series F & T 
Traps feature 
quick access to all 
working parts... 
low maintenance 
costs. 


600 Series Bucket 
Traps feature 
straight-through 
pipe connections 
and changeable 
valve seats and 
pins. 


VALVES, TRAPS, VACUUM & CONDENSATION PUMPS, FORCED HOT WATER HEATING SYSTEMS, STOCKED & SOLD BY LEADING WHOLESALERS OF HEATING & PLUMBING EQUIPMENT. 
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Dynametric. 5’ length, 16" high. Recess. Left outlet, K-515-F. Right outlet, K-516-F. 


Mayflower. 48" x 44" x 14’. 
K-215-F. 
Right outlet, K-216-F. (Corner 


Recess. Left outlet, 


type available.) 


Minocqua. 414’ 
2914" wide; 14 
outlet, K- 
K-726-E. 


Standish. Showering Bath. 
42" x 36" x 14". Recess. Left 
outlet, K-305-A. Right outlet, 
K-306-A, 


Kohler enameled cast iron baths 


are easy to sell, easy to install 


Easy to sell— Kohler baths—distinguished, 
symmetrically styled, offer a wide selection 
in style, size, price—for any room arrange- 
ment, space requirement or budget. Ample 
bathing, showering comfort—rapid draining. 

Heavy, durable enamel! finish—in seven 
colors and white— produces a smooth lustrous 
surface that’s easy to clean. 

Matching Kohler fittings are all-brass, for 
long dependable service. Brass has maximum 
resistance to wear and corrosion, takes and 
holds chrome-plating best. 


Easy to install— Machine ground ends and back, 
uniform dimensions, insure fast, accurate tub 
setting, wall finishing. Four cast-on bottom 
supports provide firm base, save leveling time. 
Integral flange tiling-in rim makes possible 
leak-proof installation with wet or dry walls. 
Overflow is machine ground and drain out- 
let machine reamed at the same time—for 
fast, accurate fitting alignment. No sharp 
corners or curves at apron bottom to hamper 
application of floor covering. 


KOHLER Co. Established 1873 KOHLER, WIs. 


and 5' lengths. 
" high. Recess. Left 
), Right outlet, 


Always install KOHLER fittings on KOHLER fixtures —they’re made for each other 


ENAMELED IRON AND VITREOUS CHINA PLUMBING FIXTURES 


* ALL-BRASS FITTINGS « ELECTRIC PLANTS « AIR-COOLED ENGINES + PRECISION CONTROLS 
28 
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greater 
pressure 


greater 
benefits 


a new 
submersible 
series with 
new sales 
features 


DEMING 


@ SMOOTH, corrosion-proof Fianite®, ex- 

clusively Deming, is used in diffuser and 

other important components. Water fric- 
tion is reduced. 


® STAINLESS steel pump shaft is 
flatted on two sides for a positive 
drive of the impellers. Spline shaft 
couplings keep pump and motor 

shaft in perfect alignment. 
® SEND today for your free bul- 
letin on Deming Submersible 
Pumps and Water Systems 

— Bulletin No. 6700-F. 

The 


DEMING 
Co. 


786 Broadway 
Salem, Ohio 
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ROCK AND ROLL? 
Not with Allis-Chalmers Utility Tractors 


To get better balance, you spread your feet ... that’s just what 
Allis-Chalmers has done with a longer wheel base, and you still 
get the most maneuverable rig in its power class. 

For maximum stability, you keep weight low . . . Allis-Chalmers 
does just that, the low profile shows it clearly... yet there’s 
plenty of clearance under the axles. 

When you choose an Allis-Chalmers utility tractor, you get a 
clean rig, free from frills, easy to service ... and set for the job 
in minutes. Put your investment in working design that saves 
money on every job. 

Get all the facts on Allis-Chalmers utility tractors. It doesn’t 
cost to find out! 


D-10 ¢« D-12 « D-14 ¢ D-17 


Utility tractors from 34 to 63 engine horsepower 
with companion eauipment to match your needs! 


ALLIS-CHALMERS 


ALLIS-CHALMERS MFG. CO 
Utility Tractors & Equipment, Milwaukee 1, Wisconsin 


Please send me more information about Allis-Chalmers utility 
tractors with [] backhoe [J loader [(J fork lift 


Name 





Firm 





Address 





City State 





SOLD BY ALLIS-CHALMERS DEALERS EVERYWHERE 
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(Continued from page 26) 
“since I like my job, and some of 
my views may not be popular with 
the membership.”) His letter fol- 
lows: 

.... The Reichle plan, if it be- 
comes national in scope, will tend 
to wake up and alert contractors to 
the problem of merchandising that 
they seem to be reluctant to face. 
Many holler only when their toes 
are stepped on even though they 
themselves are unwilling to come 
up with or promote any aggressive 
selling of their own. 

I believe that the plan would, 
in the long run, tend to reduce the 
contractor to a mere installer of 
equipment. I believe it tends to 
lead him away from the position 
our trade publications are attempt- 
ing to put him in, namely, an ag- 


gressive merchandiser. 


= I am happy to know that the 
Reichle plan has at least brought 
to the attention of contractors the 
fact that they must change their 
ways and become merchandisers to 
survive or else they will be down 
graded to the role of labor purvey- 
ors and subsequently gamble on 
surviving 

NAME WITHHELD By REQUEST 
e For more comments on the Reichle 


plan issues, see the feature beginning 
on page 83. 


Want to Tag Those 
Valves and Switches? 


CHAMPAIGN, ILL.—We have a new 


product—an identifying tag for use 
on valves, switches, etc.—that we 
think contractors would be inter- 
ested in. 

The purpose of the tag is to in- 
dicate the service (steam, etc.) re- 
ceived from a valve or switch and 
what area it serves. The tag is par- 
ticularly useful for big-job installa- 
tions. We think it makes the con- 
tag with a 
wall 


ventional numbered 


schedule on the near the 
equipment obsolete. 

The material used for these tags 
is stainproof, weather-resistant and 
paint is used. 
Each one is individually produced 
to provide any words, numbers or 
instructions to make it easy for the 

(Please turn to page 32) 


noncorrosive. No 
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Type 820 low voltage, heat antici 
pating thermostat with easy-to- 
read slide-set dial and separate 


thermometer scale. Need not be 


leveled ... is easy to mount and 
wire ... simple to adjust. 








50 60 70 80 oF 
: fA tea { 








A TRIM, THIN-LINE 
ROOM THERMOSTAT 


with PENN “dependable quality” 


Here’s a new heating thermostat . . . superbly styled in neutral beige 
and brown to complement any interior... with more features that make 
it easy-to-sell, easy-to-use! 


Your customers will like especially the large easy-to-read thermome- 
ter and setting scales, separated for clarity ... the easy-to-adjust sliding 
selector ... and the slim contemporary design that goes with any decor. 


You'll like the time-tested mechanism with positive snap-acting con- 
tacts that can’t chatter to cause vibration complaints ... the one piece 
installation that requires no mounting bracket — no leveling ... and 
the simple, positive ring-type heat anticipator. 


And, the new Penn Type 820 does an outstanding job of control... 
responding rapidly to any temperature change . . . holding temper- 
ature within a fraction of a degree of selected level . . . giving the 
accurate, dependable service you’ve come to expect from Penn controls. 


PEMNM CONTROLS, VC. es, iis 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 








WITH THE NEW 


HINGED 4-WHEEL 


PIPE CUTTER 


® Closed Frame Construction 
assures complete rigidity 
with less weight. 


® 4-Wheel design needs mini- 
mum swing of handle. 


® 4-Point pipe guide aligns 
cutter for perfect tracking of 
wheels and a right angle cut. 


® Quickly interchangeable 
wheels for steel or cast iron. 


Needs only 3” space to pass 
under 12” pipe. 





For ditch work or similar close- 
quarter operations these new Reed 
Cutters are practically indispensable 
and fully justify replacing whatever 
cutting equipment you are now using. 

You can, for example, cut 8” steel 
pipe in less than five minutes, and cast 
iron pipe even faster. 

Available in five sizes for steel or 
cast iron pipe from 1” to 12”, 


— oe ee ee 
— 
~ 
— 


FOR FAST TURNING IN TIGHT SPOTS— 


~_ USE THE IMPROVED REED CHAIN WRENCH 


Handles range from 
10” to 60” in length. 
° 


You can tighten up or 


“back off” without taking wrench from pipe. 





These improved chain wrenches will 
do anything an ordinary pipe wrench 
will do... and do it easier, better and 
faster. Ideal for ditches or tight corners. 

Grip securely with no play, yet they 
have a ratchet-like action. 


Letters 





(Continued from page 30) 
maintenance man to determine 
which valve or switch should be 
closed in an emergency. The tag has 
a glossy white background with 
engraved black letters; so it can 
easily be seen in dark places. 

We think contractors will want 
to offer these tags as an additional 
part of their services. 

QUENTIN SCHWAB 
F. R. Inskip & Co. (contractor) 


e Contractors interested in more in- 
formation about the tags should write 
to Mr. Schwab at the Inskip Co. 


A Short Course 
in Estimating 


Austin, Tex.—We have read 
with interest your series of articles 
on estimating (“A Short Course in 
Estimating”) that appeared in Do- 
MESTIC ENGINEERING last year. 

Are reprints of the entire series 
of four articles available? If so, 
how much would 100 copies cost? 

It was a well-prepared series 
just the thing that lends itself to 
group discussion by estimators. 

WILLIAM BRIDGES 

Executive Director 
Associated Plumbing & Heating 
Contractors of Texas 


e The series has been reprinted in 
booklet form. Single copies are avail- 
able to subscribers without charge. In 
quantities, there’s a small charge. 
Write to the editor, Domestic Engineer- 
ing, 1801 Prairie Ave., Chicago 16 


Hydronics on the 
Move in Chicago 


Cuicaco—DE’s coverage of the 


Chicago Better Heating-Cooling 
Council’s plans to increase its ac- 
tivities to promote hydronics cer- 
tainly is appreciated. 

Since you mentioned our plans to 
make cooperative ads and editorial 
features available to contractors 
(April issue, page 14), we think 
you'll be interested in other related 
promotional activities that we've 
scheduled. 

Recently we sponsored a quart- 
er-page ad in a local newspaper in 
cooperation with the pipefitters 
union. In addition, through June, 
we ran a weekly spot ad that was 

(Please turn to page 34) 
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LOVE WY 


“4 h.p. GOULDS 
SU SM ERSIBLE 


Only *165% 


COSTS LESS TO BUY, LESS TO INSTALL— Use with 

,-inch drop pipe. Packaged plug-in cable saves time, pre- 
vents wrong connection at pump. Use this pump for 
‘shallower’ deep-well settings. Make greater profits with 
Goulds Silent-Flow Submersible Water Systems. 








This unit has all the famous Silent-Flow features. HEX- 
A-DRIVE shaft provides most positive drive. No impeller 
keys. BYRITE parts offer smooth non-corrosive water 
passage. Proven Franklin water-filled motor. 

TO SELL PEOPLE, SHOW PEOPLE—Unit comes in 
colorful display carton, complete with supply of consumer 
literature. Order a pump for display right away . . . from 
your nearby Goulds distributor. 


Goulds Pumps, Inc., Department DE-70, Seneca Falls, 
New York. 








$ more water 
165. om 


higher pressures 
Ys H.P. PUMP-MOTOR UNIT 


GOULDS FAMOUS we, buy on easy 
SILENT-FLOW credit terms 


SUBMERSIBLE 


NEW WATER 
GOULDS SUBMERSIBLE SYSTEM | 





















































FREE DISPLAY CARTON 


Comes in colorful display carton 
with a supply of descriptive folders 


GOULDS © PUMPS 


AO. Ee Ge© @) 


GOULDS SUBS FROM 


“TO 40H.P 





Saves 6 time-wasting 
installation steps! : 


‘DONOBILT’ 


PACKAGED OIL BOILER 


The ‘DONOBILT’ Oil Boiler Unit saves 
you time on every job. You don’t have 
to assemble the boiler, install the 
tankless heater, mount the burner 
and pump, attach and wire the con- 
trols and put on the jacket. This pre- 
assembled and pre-tested unit comes 


to you in a sturdy crate, ready for 


your piping and wiring hook-up. In- 
stallation time is drastically reduced! 


Compact...‘table-top’ height 


Operating parts are concealed within 
the handsome jacket. Low height and 
rear flue connection make it ideal for 
installation in kitchen, utility room or 
game room. The unit is rated by 
1=B=R at 83,000 Net Btu/hr. Water. 


The ‘DONOBILT’ has all these superior features! 


Burner, Pump, Controls 
are conveniently mounted 
on the front of the boiler 
inside the jacket for easy 
inspection and servicing. 


COMING SOON! ‘DONOBILT’ Gas Fired Package Unit with new economy features! 





NEW Tankless Heater 
has pre-heater feature 
with 26 feet of unre- 
stricted Trufin copper tub- 
ing that extends across 
the entire top of boiler 
sections. Heater contacts 
the hottest boiler water 
for greatest efficiency. 


Uh iter Way Voir Wael: 





Sturdy ‘Lifetime’ Cast Iron 
sections have no top 
nipple, can expand all 
ways freely, resist thermal 
shock. Wet base and ver- 
tical flue absorb heat fast. 


CORPORATION 


UTICA, NEW YORK 


| 
| 
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(Continued from page 32) 
rotated among the four leading 
Chicago daily newspapers. 

In June we also ran a separate 


| eight-page rotogravure section de- 


voted entirely to hydronics as a 


| supplement to one of the Chicago 
| daily newspapers. 


Actually, our over-all plans call 
for utilization of many of the same 
techniques that our executive sec- 
retary, Ed Dostal, has been able to 
put to such good advantage in the 
successful Milwaukee campaign de- 
scribed in your article, “The Mil- 
waukee Story: How Hydronic 
Heating Made a Comeback.” (DE 
for March, page 90.) 

This means that in addition to 
furthering our efforts to sell the 
public on quality heating, we'll be 
giving more and more publicity to 
advancements made in the direc- 
tion of reducing costs to make our 
prices competitive. 


s I might add that we feel we've 
good reason for being optimistic 
about the future of hydronics in the 
Chicago area. In fact, from talking 
with local building and heating 
contractors, we’ve found our efforts 
to gain acceptance for this type of 
heat are already paying off. 

Many builders who once consid- 
ered it too expensive now are giv- 
ing it consideration. Others are 
offering it to the prospective home 
buyer for the first time. 

We look forward to reading DE 
each month and especially enjoy 
the articles on heating and cooling. 

GEORGE BORNQUIST 
President 
Chicago Better Heating-Cooling 
Council 


The “Book of Ideas” 
Goes Abroad 


MuncHEN, GERMANY—Being an 
editor of catalogs and periodicals 
for contractors and wholesalers in 
the sanitation field, I like to read 
DomESTIC ENGINEERING, 

I think my readers would be in- 
terested in some of the cartoons 
you’ve run and also in the ideas 
you've been reporting in the “Book 
of Ideas.” May we have your per- 
mission to use them? 

Upo PrRIEMER 
e Permission granted! END 
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Thermally Protected 


NOES) Patented Flexible a | 
Coupling i com—e— ¢ 


\ 


— 


Interchangeable 
Bronze Flanges 





Four Sizes: 
3%” thru 12” 


prin, 


All Bronze 


Ceramic Seal 


THRUSH =< 
= jlo) > 4 med] tole) m@-Wee).. 


for fresh water use... 


re’s the newest member of the Thrush 


m= COLD INLET family of highly efficient Water Circulators 


HOT WATER 
TO FIXTURES 


ah dalm o)gelapa-maleler-iiarem-lalem-limer-lac-miamerolan 


with water, non-corrosive. Detail at left 


tg MODEL B 


THRUSH CIRCULATOR 
ve proved them- 


ag MODEL B 


n Tal Ff yirt are m 
THRUSH CIRCULATOR seive } lapie Ove thirty years. See 


t 
SUPPLY 


TO BOWER OR HEAT EXCHANGER TYPICAL HOOK-UP your wholesaler today r write Dept.A -7 


Quality Hydronic Heating Specialties 


TH RU StH H.A. THRUSH & COMPANY 


PERU, INDIANA 


Domestic ENGINEERING, JuLyY 1960 











His sideline adds up to extra profits—and 


brings in potential buyers 


sideline and 
journeyman selling program is 
proving to be highly lucrative 
for Horace Porter, a Gainesville, 
Ga. p-h contractor with over 800 
service accounts. 

The sideline is the sale and 
installation of chain-link fences. 
Porter’s journeymen out on re- 
pair jobs spot leads and in many 
cases do the actual selling. Then 
they make the installations dur- 
ing slack periods. 

Setting up the department 
called for almost no initial in- 
vestment and little sales train- 
ing and installation know-how, 


A COMBINATION 


PORTER FINDS his 
sideline potential- 
ly so profitable 
that he advertises 
in the newspaper 
periodically (actu- 
al size of ad, 3% 
by 4% inches). The 
ad carries his 
plumbing and 
heating logo; so 
customers identify 
him with this ex- 
tra service as well 
as plumbing and 
heating. 


of big-ticket items 


Porter says. But it’s paying off. 

Porter first got the idea when 
he was looking for a line that 
would keep his men busy during 
off periods—but which wouldn’t 
be too cumbersome to set up and 
keep going. He didn’t want to 
get into a line that potentially 
could take up too much of his 
men’s time or keep them off 
their main repair jobs too long. 

“I wanted to continue to de- 
liver topnotch, prompt repair 
service to every one of my 800 
accounts,” Porter says. “There 
were many sidelines I considered 
and discarded because I felt they 


Idea File | 


MANAGEMENT TIPS FOR CONTRACTORS 


might infringe too much upon 
our main business.” 

Porter decided 
stallation for 
His repairmen call constantly on 


on fence in- 


several reasons. 
homemakers who want to keep 
their children in and dogs out 
of their yards—so they can be 
sold fairly easily on the idea of 
putting up fences. The men don’t 
have to be particularly fluent 
salesmen in order to talk well 
to prospects on this subject. 
Some initial instruction from 
the fence wholesaler’s represen- 
tative was all the training the 
(Please turn to page 45) 








Protect Your Children..... 
with 


NOTHING DOWN -— FREE ESTI 
LE. 2-1332 


Phone LE. 
PORTER fintind co, 


“Exclusive Factory Dealer” 
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85 billion gallons of oil have been 
reliably pumped to burners equipped 


with Sundstrand fuel units 





Sundstrand fuel units on 
the oil burners you manu 
facture, sell, or service 
mean reliable performance 
and customer satisfaction 





SUNDSTRAND 


An estimated 6,000,000 American 
homes today are being reliably heated 
by oil burners equipped with Sund- 
strand fuel units. Since the first one 
was shipped more than 20 years ago, 
itis estimated that the millions built to 


date have pumped more than 85 billion 
gallons of fuel oil. 

The Rely-Ability of Sundstrand fuel 
units starts with an original design 
concept—the Rota-Roll pumping ele- 
ment—and is carried through by pre- 
cision manufacturing, exacting quality 
control, and comprehensive follow-up 
in field application and service. 

Easy installation and service, low 
maintenance requirements, long life 
and a consistent record of insuring 
reliable burner performance “as spe- 
cified"’ have kept Sundstrand “‘first in 
fuel units" year after year. Our Bul- 
letins Nos. 1102 and 1106 tell about 
Sundstrand fuel units. Write for your 
copies today. 









SUNDSTRAND HYDRAULICS 


DIVISION OF SUNDSTRAND CORPORATION 


2210 Harrison Ave., Rockford, Ill Eastern Sales Office: 89 Summit Ave., Summit, N. J. Made in Canada 
by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by Sundstrand Hydraulic AB Stockholm; in 
France by R. S. Stockvis et Fils, S. A, 20-22 Rue Des Petits - Hotels, Paris 


Longer Lengths—Fewer Joints 


Unretouched photo of 3’ dia. copper tube removed after 13 years’ service in a soil line. 


WASTES FLOW FREELY IN COPPER DRAINAGE SYSTEMS 
AND YOU SAVE MONEY. Compare the condition on the inside of 
this copper tube with what you might expect to find in ordinary piping 
after 13 years in service. Rust-caused troubles such as reduced flow or 
stoppages do not occur inside copper drainage lines. That is why many 
plumbing codes allow the use of 3” diameter copper tube for soil line and 
vent. Material costs are reduced and, because a 3” copper tube stack with 
fittings fits inside a standard 4” partition, the need for expensive, space- 
consuming plumbing walls is eliminated. Save time, effort, and money— 
install the: modern drainage system with Anaconda copper tube and fit- 
tings. For information, write: The American Brass Company, Wate rbury 
20, Conn. In Canada: Anaconda American Brass Ltd., New Toronto, Ont. 


6001 


® COPPER TUBE AND FITTINGS for soil, waste and vent lines 
Available through plumbing wholesalers. Products of The American Brass Company 


Compact Connections—Save Space 
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method of heating in 


od that electric heat 
in the new homes of 
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installation ld to date seem to have 
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7 . . . " 
the basis of these exaggerated claims. 


CLAIMS FOR ELECTRIC This conclusion was drawn by Douglas Grewer, manager of 
HEAT EXAGGERATED the commercial and industrial division of the national Better 
uw d tS 5 ‘ g 72 : oa = “I s e S — ‘ 

BHC OFFICIAL SAYS Heating-Cooling Council, as he reported on a three-month 

study of electric heating by the council. 
Though the study dealt primarily with the "vital area 

school heating, it was tied in with an over-all program to 
combat the threat of electric heat to the hydronics industry 
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This DOLE 
Shower Control 


maintains constant 
vate of flow 


A spite pressure 


variations 


Here's a simple, dependable valve that will 
effectively control the flow of water at any pre- 
determined pressure from 15 to 125 psi. No 
matter how high the line pressure may build 
up or what its variations, the flow at the 
shower head remains the same. On multiple 
shower installations the flow is exactly the 
For Motels . . . 


same all along the line regardless of the num- 
ber of showers in use. 
Hotels... Clubs... 


A B ‘Id Dole Shower Control Valves cut water bills as 
partment UNGINGS much as 50% ... prevent overloading septic 
tanks. They’re easily installed. Can be used 


with any shower head . . . are trouble-free 
CUTS WATER BILLS 


. and require no maintenance. 


Ask your jobber or write to us about Dole 
Shower Control Valves. They’re equally ef- 
fective on urinals, drinking fountains, water 


EASY TO INSTALL 


softeners, or other hydraulic applications 


IMPROVES SHOWER 
OPERATION 


Contro/ with 


AS PRESSURE } 
, INCREASES ; 
DOLE FLOW __ 
/ CONTROL NARROWS «7 
. : RATE OF FLOW ¢ 
7 4 
ll REMAINS THE SAME ® 


THE DOLE VALVE COMPANY 


6201 Oakton Street * Morton Grove, Illinois 
(Chicago Suburb) 





What type of water softener do your cus- 
tomers want... manual... semi-automatic 
... or automatic? 

* Regardless of their needs, with com- 
petitively priced Duro softeners available 
in three basic designs—you can satisfy 
every preference ...and establish valuable 
* good-will at the same time. 

Dealers in every hard water area of the 
country. report rapidly growing softener 
sales. You, too, can share in-this profitable 
business by selling Duro softeners. 

You'll be surpflsed how easy it is to sell 
the Duro line . . . all models carefully as- 
sembled with heavy gauge steel tanks, hot- 
dip galvanized inside and out; and two 
coats of refrigerator-type white enamel 
baked-on to form the most enduring pro- 
tective- finish ever devised for a water 
softener. 

Yes, this is a high quality line .. . with 
every.unit competitively priced and a 
leader at it’s job. Furthermore, to back up 
this quality, Duro offers a lifetime warranty. 

There’s no question about it! Duro is 
the best value for both you and the user. 
Get your share of this lucrative business. 
Write for more information or see your 
distributor today! 


The Duro Co., 537 E. Monument Ave. 
Dayton 1, Ohio 


THE OURO CO - DAYTON, OHIO 


SOFTENERS 





1 _ THE POPULAR, BIG VOLUME, SEMI- 
AUTOMATIC DURO MON-O-VALVE! 


































197” 


RETAIL 


F.0.8. Factory 


IF IT’S GOOD...DURO’S GOT IT! Jets... Submersibles... Multistage . . . Centrifugals ... 








2 NOW, A FULLY AUTOMATIC SOFTENER 3 THE DURO MANUAL SOFTENER, A BIG 
AT A COMPETITIVE PRICE! VALUE AT A LOW PRICE! 


- 


RETAIL 


F.0.B. Factory 


$9890 


RETAIL 


F.0.B. Factory 








Cellar Drainers .. . Reciprocating Pumps .. . Swimming Pool Filters and Skimmers 





With a draft diverter these 


nothing but smoke stacks. 


“Bahan oie 


Specify instead a 
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nt, unfailing 
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Engine yring Works, ine Ota, lilinois 
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(Continued from page 36) 
men needed. And Porter doesn’t 
have to maintain much of an in- 
ventory because his wholesaler 
can make overnight delivery 
when he needs additional fencing 
material. 

Also, Porter adds, “the fence 
business is among the most un- 
dersold in the entire home im- 
provement field.” 

Porter has found his sideline 
so profitable that he advertises 
it in the local newspaper peri- 
odically. Since his firm is gaining 
public identity with the sideline, 
it’s getting even easier for his 
servicemen to sell while they’re 
out on a job, he says. 


s Naturally not every contrac- 
tor’s type of business or market 
area lends itself to this kind of 
sideline—or any for that matter. 
Contractors engaged chiefly in 
new work, larger-scale remodel- 
ing or big-job installations, for 
example, probably wouldn’t find 
maintaining a secondary “depart- 
ment” feasible. 

But many contractors, partic- 
ularly those in farm and rural 
nonfarm areas, find it’s lucrative 
to have a sideline that increases 
store traffic and exposes poten- 
tial customers to big-ticket 
plumbing or heating sales. 

Hardware, paint and garden- 
ing equipment departments are 
favorites in the suburbs, contrac- 
tors say. In decidedly rural areas, 
feed or farm machinery depart- 
ments often pay off. 


=» Even the big-city p-h store 
often finds that a do-it-yourself 
department can result in addi- 
tional heavy showroom traffic. 
It’s important, of course, that 
such a department be confined 
to items of the type that any 
amateur can install safely. 

One important thing to keep 
in mind when considering a side- 
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line, say contractors who have 
had experience with them, is 
that it not be detrimental to your 
main business in terms of per- 
sonnel involvement, inventory 
maintenance, etc. This, of course, 
is in addition to the sideline’s 
value as a business-builder, both 
directly and indirectly. END 


The “Old Country” 
Modernizes 


The Babbitts who used to visit 
Europe and ignored its beauties 
to complain about ancient heat- 
ing and plumbing had better 
leave their sneers at home now- 
adays. Europe is modernizing. 

Merchandising efforts by the 


oil industry, reports the Oil Heat 
Institute, have led to modern 
heating installations in such 
buildings as the House of Parlia- 
ment and Westminister Abbey 
in London, the Versailles Palace 
in France, and many other his- 
toric showplaces throughout the 
continent. The oil heating peo- 
ple aren’t snobbish, of course. 
They also installed 213,000 new 
oil heating systems in Western 
Europe last year, mostly in small 
homes that some Americans will 
remember as drafty and chilled. 


« They’ve even put up-to-date 
heating in Hamlet’s famous cas- 
tle at Elsinore. We can just hear 
the dramatic Dane crying: 

“For this relief much thanks; 
tis bitter cold, 

“And I am sick at heart.” 

(Act I, Scene 1, Line 8). 


For the p-h industry's most complete new product 
roundup, see the Service Section—page 135 
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"Mind if | pay you in pennies. . . ?" 





Trane announces 
of efficient, versatile . 


























Here’s why it will pay you to specify and install 
the versatile new TRANE air-to-air heat pump: 


Compactness. [nside unit takes no 
valuable floor space, tucks away in 
attic, crawl space or utility room; 
for commercial jobs, may be sus- 
pended from the ceiling. Casing for 
inside unit is only 18” high, in 
lengths of 24” and 29”. 

Quiet operation. The large capac- 
ity, belt-driven centrifugal blower 
fans are sized for smooth, quiet oper- 
ation. The efficient compressor is 
designed for heat pump duty—at 
outside temperatures as low as 0°. 
New coil design. Exclusive TRANE 
Sigma-Flo Coils provide more coil 
surface and fin spacing. Coil in out- 
side unit has wider fin spacing to 
minimize icing, to provide proper 
evaporative surface in heating season. 
Built-in sub-cooling. The last two 
tubes in the condenser and evapo- 
rative coils function as a sub-cooling 
section. Provide added capacity, 
minimize possibility of liquid to 
gas flashing. 

Simplified controis. Low voltage 
control package provided for easier 
wiring, superior operation, more 
accurate temperature control. Stand- 


ard on every unit is a mild weather 
control that prevents overloading 
of compressor at higher than normal 
outdoor temperatures. Cuts off out- 
door fan on heating cycle, reducing 
the load on both evaporator and 
compressor. 

Automatic defrost cycle. System 
momentarily reverses itself to the 
cooling cycle so hot gas is directed 
to outdoor coil, melting frost. De- 
frosting accomplished automatically 
in 2 to 3 minutes. 

Auxiliary heaters. Electric heater 
packages available for all TRANE 
inside (fan-coil) units. Furnished 
with control panel and thermostats. 
Provide necessary additional] 
heat for extremely cold weather 
conditions. 

Versatility. The air-to-air heat 
pump systems are available in 2, 3, 
5 and 7\% hp capacities. Water-to- 
air heat pumps in 5 sizes: 3, 5, 7%, 
10 and 15-ton units. Water-to-air 
heat pumps in same modern cabi- 
net design as De Luxe Self-Con- 
tained Climate Changer shown at 
right. Electric auxiliary heaters come 
n 5, 10 and 15 KW sizes. 














Cool stores, offices with a TRANE 
De Luxe Self-Contained Climate 
Changer. Air or water-cooled models in 


3, 5, 74%, 10 and 15-ton capacities. 











... anew line 
air-to-air heat pumps 


Another quality addition to the TRANE packaged line; 
for commercial and residential jobs, in any climate! 


Newest addition from the TRANE lab- 
oratory —‘““The House of Weather Magic’’— 
is an air-to-air heat pump that’s engineered 
with features that assure simplified installa- 
tion, peak performance, no unnecessary call- 
backs! These new TRANE Heat Pumps are 
compact; they’re versatile: designed for a 
wide variety of your commercial and resi- 
dential jobs. Units are produced in the new, 
modern TRANE factory, built exclusively for 
the production of packaged equipment. This 
assures you of rigid quality control, high 
manufacturing standards, accurate ratings. 
And all components are produced together 


for use together—making possible the selec- 
tion of perfectly matched units from one 
responsible source. 

Read the detailed description of the new 
TRANE air-to-air heat pump on the opposite 
page. You'll see why it’s your best choice 
for any job, commercial or residential! 


Want more facts? It’s easy to find 
out about all the advantages of becoming 
a TRANE Dealer for the complete line of 
packaged equipment. Just call your near- 
by TRANE Sales Office. Or write TRANE, 
La Crosse, Wisconsin. 


For any air condition, turn to 


TRANE 


MANUFACTURING ENGINEERS OF AIR CONDITIONING, 
HEATING, VENTILATING AND HEAT TRANSFER EQUIPMENT 


FE TRANE MPANY.L R ew 
CLARKSVILLE. TENN. * TRANE COMPAN 


For larger jobs, make it a TRANE Com- 
mercial Self-Contained air conditioning 
unit. Air or water-cooled, 20 to 50 tons. 
Quiet operation, simplified installation. 


en ed 


Heat and cool with a TRANE Residen- 
tial Climate Changer. Oil or gas-fired. 
Cooling unit may be added later—or 
installed with existing warm air furnace. 


CRANTON.PA ° LARKSVIL MF v 
TORONTO « 1 S AND 19 CANADIAN OFFICES 


Separate cooling system. Fan-coil 
unit fits in attic, basement, utility room. 
Refrigeration unit, installed outside, 
features upward discharge. 





New Honeywell RA816 and RA817 
Protectorelays* 


Stack-mounted oil burner primary controls for constant or 
intermittent ignition. Both models are equipped with low 
temperature coil and transformer to reduce operating tem- 
perature within the case. New RA816 has a magnetic pyro- 
stat for faster response. 


New two-piece Oil Burner Control Series 


Dependable RA816—RA817 components are separated for 
convenient mounting. R868 Relay provides constant igni- 
tion. R869 Relay provides intermittent ignition. Available 
with line-voltage lead wires or screw-type terminals. Burner 
relays are designed for burner, furnace or boiler manufac- 
turers who have their own UL listings and provide their own 
covers. Two other models, R866-67 are similar except that 
they come complete with J Box and cover. The C550 pyro- 
stat mounts separately for convenient pre-wired package 
furnaces and boilers. 


48 
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CHOICE of a Honeywell stack relay 


or a Honeywell two-piece relay with 


stack detector for your next job. 


Honeywell’s one and two-piece oil relay 
systems both recycle on flame failure to 
prevent nuisance shut-downs. Both have 
proven, reliable relays with press-back and 
wipe for more dependable service and longer 
life. Open-style safety switch is easy to check 
and observe. Yet these are but a few of the 
benefits you gain by installing Honeywell 
control systems. For when you deal with 


For information on Honeywell’s complete 
line of control systems for heating and 
cooling, call your local Honeywell office, 
or write: Honeywell, Dept. DE-7-138, 
Minneapolis 8, Minnesota. In Canada, 
write Honeywell Controls Limited, Toronto 
17, Ontario. 


P GREERING THE FUTURE 


Domestic ENGINEERING, JuLY 1960 


Honeywell, you’re backed by Honeywell. 
Backed 100% by the best service in the in- 
dustry and a complete line of quality prod- 
ucts. You get reliability—easier installation 
—simplified inventories—training school for 
your crew—plus really fast help when you 
need it. The kind of help that’s instantly 
available from 112 sales and service offices 
as near to you as your telephone. 


* Trademark 


Honeywell 





Crane curbs price without cutting quality. Even low-cost Crane 
fixtures have the luxury look. The Westgate Lavatory is vitreous 
china, has beveled panel shelf back, front overflow, semi-oval 
basin...sturdy, gleaming metal legs, shown with towel bars. The 
Fairfax Recessed Bath is brand new. Just 5 feet long, with a safe 
and convenient iow side and outer edge wide enough to sit on. 
Water Closet is the Drexel, a close-coupled combination in vitreous 
china, with siphon-jet, whirlpool action. 


930 
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Quality in plumbing workmanship is hard to demon- 
strate to the average consumer. 


You have to illustrate quality in terms he under- 
VOUrs stands. And buyers think in terms of brand. The 
eee 


brand they think best is Crane. Surveys prove it. 
Not only do they think Crane plumbing represents 
highest quality, they think it costs more and is worth 
when VOU it. A quick check of the prices will show you Crane 
quality costs no more than other brands. And the 
other kinds don’t match Crane’s quality standing. 


M So without increasing your costs, you can make 
SDPeCcl ¥y Crane your proof of quality. You can use the name 
... the styling .. . the mechanical features to repre- 
sent your skill and quality standards. And make Crane 
your proof of quality when it’s up to you to specify 

brand. Crane makes fixtures to fit your budget. 
Get your Crane wholesaler to talk cost. He’ll 
prove you can add proof of quality at no extra cost. 
Get in touch with him now so your next homes will 

be easier to sell. 








Crane’s finest for your finest homes. Symbolize 
all that you put into your outstanding homes with 
luxurious Crane plumbing, like the Criterion 
Tiled-in Lavatory. Rectangular basin, vitreous 
china, with Dial-ese trim in brush-finished chrome 
plate. Clear Lucite handles. Bath is Crane 
Criterion Recess type, with wide seat rim, Dial- 
ese trim to match lavatory, Accesso Waste and 
flat bottom. Available in 60 or 66 inch length for 
right or left hand installation. Closet is Crane 
Walsan, a new and compact off-the-floor model 
to help conserve space. 


proof of quality—at no extra cost 
PLUMBING-HEATING-AIR CONDITIONING GROUP - P.O. BOX 780, JOHNSTOWN, PA. 
VALVES + ELECTRONIC CONTROLS + PIPING + PLUMBING + HEATING - AIR CONDITIONING 
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They Struck It Hot 


Hot water means cold cash to 
the people in Cegled, Hungary. 
They’ve struck a natural hot 
water heater beneath the earth 
149F. 

One swimming pool has been 
built and another is planned. Be- 
cause year-round swimming is 


which delivers water at 


now possible, the city expects to 
become a hot-spot for vacation 
spenders. 

Hungary has many thermal 
springs, which may explain to 
the Russian why the 
people get such a head of steam 
up every so often. 


bosses 


Hot Weather Note 
Reflecting back on the history 
of air conditioning, we get the 
picture of a group of harried men 
telling one another 
boys, keep cool!” 
Certainly a cool temperament 
was needed in those old days 
when man first tried to improve 
his environment. Ro- 
man emperors had slaves bring 
snow down from the mountains 
and pack it in hollow walls. 


“Keep cool, 


climatic 


s American Indians soaked blan- 
kets in mountain streams, then 
hung them in the entrance to 
their tents. wielded 
fans to stir up a breeze. 

But you'll notice none took 
into account the importance of 
humidity, which today’s mechan- 
ical air conditioners handle as 


Victorians 


o2 


e Highlights of the month in our industry 


thoroughly as temperature. 

It all took patience, though. 
Yet the most impatient guy in 
the world is the American spend- 
ing 30 minutes commuting from 
his air-conditioned office to his 
air-conditioned home. 


Stickler for Details 

The freezer compartment of a 
refrigerator is where ice cubes 
stick together and ‘postage 
stamps come apart. 

That’s a recent decision of 


the Brooklyn (N. Y.) Post Office 





it under your hat. 


element also.) 





Iced Topping 


There’s a new air conditioner on the market—but keep 


The unit was developed by a California company to 
help construction workers, farmers and laborers keep a 
cool head even in the most hectic work periods. It con- 
sists of a light glass fiber headpiece with a tube that con- 
nects to a hermetically sealed cooler. 


It operates from 


batteries in the tractor or machine the worker is using. 


= The unit is an outgrowth of research on space suits by 
Jamieson Laboratories of Santa Monica. 
cooling, it removes dust and pollen from the air being 
breathed. (As this issue was going to press, DE received 
word that the unit is being equipped with a heater 


In addition to 


The cost will be about $325 per head—the rest of the 
body, we understand, will just have to go soak. 
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which experimented in methods 
of detaching stamps which have 
stuck together because of hu- 
midity or other types of mois- 
ture. Three or four hours in the 
freezer compartment loosens 
them without destroying ad- 
hesive qualities. 

For Brooklyn, this was a major 
research breakthrough. Num- 
erous Dodger fans have stock- 
piled postage stamps for their 
daily poison-pen letters to Walter 
O’Malley since he moved the 
bums to Los Angeles. 


Gas Lights the Way 


Gas light went out about the 
same time airplanes came in. 
Now, after half a century, the 
two are getting together to pro- 
vide greater service and safety 
for America. 

The lights, manufactured by 
Arkla Air Conditioning Corp. of 
Evansville, Ind., are being used 
to illuminate a 3,100-foot runway 
at Benton, Ark., and will soon be 
used at fields in North Little 
Rock and Lewisville, Ark. 

The gas system is controlled 
by a photo-electric cell that re- 
sponds to light changes from 
normal nightfall to heavy over- 
cast. As darkness increases, the 
cell increases gas pressure 
which, in turn, raises the flame. 


Detergents in Your 
Drinking Water? 

A modern detergent may be 
the housewife’s pet, but to the 
sanitation expert it’s just a prob- 
lem child. 

Jesse Cohen, a sanitation en- 
gineer for the U. S. Public 
Health Service, says modern de- 
tergents cannot be completely 
removed from sewage by treat- 
ment or natural processes. Bac- 
teria that consumes ordinary 


(Please turn to page 56) 


Domestic ENGINEERING, JULY 1960 








THE TELEP 
THAT NEVER RINGS 


If you have ever wondered why your competitor never 
seems to be called back for service calls on residential 
boiler installations, it may be that he’s using the 
amazing new Mt. Hawley 600 Series Boiler. 


You see, the heating surface of the crown sheet in 
the 600 series is spread out over an area 7 times 
larger than most boilers, eliminating hot spots. And 
the no-baffle flue channels absolutely can not clog! 
Stack temperatures are much lower too, so that the 
600 series operates at maximum efficiency all year 
‘round. No wonder the 600 series is setting a new 
standard in the field of residential boilers. 


Available in both gas and oil and in either standard 
or deluxe package. 


- Mt. Hawley Mfg. Co. 
1209 W. Alta Road 
Peoria, Illinois 


Please send additional information regarding Mt. Hawley 600 Series 
Name Company 
Address 


City ___ State 











It’s comfortably cool in this strikingly modern 
church—even with the Texas sun burning against 
its tall and beautiful glass wall. The system is the 
most modern, too—an Arkla-Servel gas air condi- 
tioning unit. 


After careful study backed with successful experi- 
ence in previous jobs, the architect specified gas 
and Arkla. “The main reason is performance. What 


now we're cooling... 


could be easier. You just set it, and forget it. Of 
course, economy plays a big part, too... but basi- 
cally it’s the trouble-free operation.” 


You or your clients can have this same efficient year 
round operation. For specific information, call your 
local gas company, or write Arkla Air Conditioning 
Corporation, General Sales Office, 812 Main Street, 
Little Rock, Arkansas. American Gas Association. 
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with GAS! 


Arkla-Servel Sun Valley 312 and 5-ton gas air con- 
ditioners are compact, central units that eliminate 
the need for fans, window air conditioners or sep- 
arate cooling units. They cool, heat, 
clean, dehumidify and distribute air 
for year ’round comfort at low cost. 
For larger installations: Arkla- 
Servel 25-ton gas absorption units 


3% and 5-ton 


i ae iy “Ey ae 


t. James Episcopal Church, Dallas, Texas. Designer: Jack Hemphill 


use low pressure steam from a gas-fired boiler as 

the source of energy for the chillers. They’re com- 

pact, easy to install and adjust automatically to 
heat loads. They do not cut out at 
high loads, since capacity increases 
with rising temperatures. 


FOR HEATING & COOLING 
GAS IS GOOD BUSINESS! 


GAS-OPERATED ARKLA-SERVEL AIR CONDITIONING UNITS 
lowest operating costs + fully automatic operation + long dependable service 


packaged construction 
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*compact size + easy installation 





Between Ourselves 


(Continued from page 53) 
soaps in water can’t break down 


detergent molecules, which 
eventually seep back into the 
No. 88-M-M.1. watershed. 

This means, says Cohen, that 
TEMPERATURE some of the detergent that goes 
down the drain today may come 
& back in drinking water in the 
future. 

Just a few parts of detergent 

PRESSURE VALVE in a million parts of water will 

cause foaming at the household 

| Vv N.B faucets, he said, adding “The 

— water tastes poorly and con- 
ceivably could be unhealthy.” 

gives you Detergents that incorporate a 


sugar base now are being stud- 

ied, Cohen says. Bacteria chews 
THE MOST up the sugar—and rids the water 
supply of the detergent. But 
such a product is just in re- 
A.G.A. 1,1 10,000 BTU/hr search, and so far detergent 
molecules have resisted all ef- 
for forts to clean them up. 

















Reservoir of Surveys 
THE LEAST 


A survey may quench a thirst 
for knowledge, but it isn’t much 
help in satisfying anything else. 
Some 2-million householders in 


7 Y Saigon, Viet Nam, can testify to 
A valve designed and built for: that as they line up each day for 


BETTER SERVICE & LONGER LIFE | pager pails of water 


The scarcity of water has long 
cursed this southeast Asian cap- 
ital, but all the government has 
done is order a series of surveys. 
34” inlet 34” outlet The problem, it seems, is wheth- 
#88-M-M.1. has 6” O.A. Extension | er to choose a system based on 
PRESSURE—MAX. 165 Ibs. deep wells or dams and pipe- 

‘ : lines. Two American commer- 
TEMPERATURE—210 ‘ cial firms are advocating their 
own special systems, but govern- 











ment indecision is leaving the 


ESTABLISHED 1894 Viet Namese high and dry. 


THE BEATON & 


=» The government has almost 
== decided to give the water system 
? | contract to a third firm without 


recommending either system. 
MANUFACTURING cx. CADWELL NO. 75 The 
NEW BRITAIN, CON 


iii} QE, coemeetyae 


new fir as an ncec 
Adjustable 25 to 175 Ib. pres- m has announced 


sure relief, with or without what its first official step will be 
nome plug fer temperature if it gets the contract. Another 


survey! END 


TAIN, CONN 
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U.S. FIRE-BALL OIL 
ECONOMY BOILER 


Although low in cost, 
this unit gives out- 
standing performance 
because of proven de- 
sign advantages and is 
guaranteed for 10-years. 
Three sizes available 
with optional domestic 
hot water coil. Each is 
fully approved by 





1 
ji 
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| 
} 
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U.S. FIRE BALL 
GAS-FIRED BOILER 


Extra high efficiency 
from aluminum-clad 
corrugated steel fin, low 
cost operation, quick 
“packaged” installation, 
and 10-year guarantee 
Four sizes are A.S.M.E. 
and A.G.A. approved 
for all types of gas. 
Available with optional 
tankless domestic hot 
water coil. 


Each U.S. Boiler will eliminate 
the need of a separate Water Heater. 


TODAY IT PAYS TO GO 
U.S. ALL THE WAY! 


With U.S. you can cut 
the cost of doing busi- 
ness by ordering all 
plumbing and heating 
products together in one 
Consolidated Shipment 
Write today for list of 
items you can order in 
a single U.S. shipment. 


go0t!04, 














NEW! 


. and now the 
quiet elegance of 
SAHARA TAN 
makes the sixth 
lovely pastel color 
available in vit- 
reous china or 
enameled cast-iron 
bathroom fixtures 


by U.S. 











ee UNITED STATES 


TEMES 


PLUMBING FIXTURE 


HEATING AND COOLING CORPS. 
1130 CITY PARK AVE., COLUMBUS, OHIO 
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A DIVISION OF HARVEY ALUMINUM 


’ Warehouses in Atlanta, Boston, Chicago, 
Dallas, Los Angeles, Minneapolis, New York 
GENERAL OFFICES: TORRANCE, CALIFORNIA 
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At the end of the day, steel pipe brings the 
comforts of home to the airmen of tomorrow 


Saturday’s parade ends a schedule-filled week for 1,500 
cadets at the U.S. Air Force Academy near Colorado Springs. 
From the parade grounds the cadets return to their quarters 

. . the world’s most modern in comfort and convenience 
for housing the nation’s air-leaders of tomorrow. 

Steel pipe contributes much to making the Academy the 
world’s finest. For radiant heating over five miles of steel pipe 
were used. In the 17,800 acre Academy Complex, the plumb- 
ing, vent and drainage lines were fabricated from steel pipe. 
And, it was used because—in an evaluation of service life, 
ease of fabrication, availability and cost—steel pipe proved 
superior to any other tubular product. 

At the U.S. Air Force Academy, as in buildings throughout 
the nation, steel pipe is the perfect, low cost tubular conductor 
of water, gas and oil. The high thermal conductivity and 
structural strength of steel pipe make it ideal for many appli- 
cations including radiant heating, cooling, refrigeration, ice 
making, snow melting, electrical conduit and myriads of 
residential, commercial and industrial applications. 


STEEL PIPE IS FIRST CHOICE 


Low cost with durability ¢ Threads smoothly, cleanly 

Strength unexcelled for safety ¢ Sound joints, welded or coupled 
Formable—bends readily e Grades, finishes for all purposes 
Weldable—easily, strongly e Available everywhere from stock 


INSIST ON PIPE MADE IN U.S.A. 


Prefabricated steel pipe sections resulted in quick and 
easy installation for the radiant heating system at the 
Academy. Because the coefficient of expansion of steel 
pipe and the concrete slab in which it's embedded are 
compatible—long service life is assured. 


COMMITTEE ON 
STEEL PIPE RESEARCH 


150 East Forty-Second Street, New York 17,N.Y. 
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Actual photograph of 25 different Mueller Brass Gas Stops — 
just a portion of the comple le line available, 


your “standard of quality” for Brass Gas Stops 


Mueller Co. produces a full line of ground key brass Flat Head, Tee Head, Square Head or Socket Head 
gas stops that are ideal for use with appliances; LPG : 

; Lever Handle or Lock Wing 
systems ind individual tanks; and many other resi- 


dential, commercial and industrial piping apy lie itions, With Check or Without Check 
Kach key is pre isely machined to fit a specific stop Straight Way, Round Way or Drilled Solid Key 


body and is carefully lapped and ground to a seat in Low, Medium, High or Extra High Pressure 
that body. ’ ’ 


Gas Hose Stops and Appliance Stops 
All Mueller stops are fully tested in both the open 


and closed positions with air pressure under water. Side Inlet Pattern and Angle Pattern 
This is a much more exacting test than a hydrostatic : ; : 
Inside or Outside Iron Pipe Thread 


test. An pressure will readily show leakage where 


water will not. 


Union Coupling with Inside |. P. Thread 


* snetggaemaneenen co. 
c or comple le speci i “I rOns He . DECATUR, ILL. 
/ pl ] fications, 4 / > 


Factories at: Decatur, Chattanooga, 
Los Angeles; In Canada: Mueller, 
Limited., Sarnia, Ontario 
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How to give continuity to your merchandising: Use a 
company symbol on your 


ONE OF 
chandising 


THE STRONGEST mer- 


devices a_ business 
can use is an identifying symbol 
or trademark that lends continu- 
ity to the firm’s every public 
contact — whether it’s a store 
sign, truck sign, newspaper or 
TV advertising or a letterhead. 
When the prospective custom- 
er is exposed to a new piece of 
advertising from a company with 
a well-publicized trademark, he’s 
already pre-disposed to accept- 
ing it because the symbol and 
hence the company name al- 
ready mean something to him. 
This trademark can be simply 


letterhead—and elsewhere 


a clever symbol “created” for 
the firm and given identity and 
meaning by its continuous use. 
Or, as in the case of the logo DE’s 
Letterhead Design Clinic created 
for N. W. Stein of Lion Supply 
Co., it can be a pictorial repre- 
sentation of the company name. 

This type of company symbol 
is particularly effective because 
of the direct connection between 
the printed word “lion” and its 
pictorial counterpart. This con- 
nection is apt to strike the be- 
holder immediately. As it reg- 
isters in his mind, the company 


name also is implanted 


there 








-—_- 
Le id 


— 
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SUPPLY CO. 
WHOLESALE DISTRIBUTORS 


Plumbing - Heating - Hardware Specia 





more firmly and permanently. 

Gaining a strong company 
identity in the customer’s mind 
is naturally important toa 
wholesaler. But it’s even more 
important to the plumbing con- 
tractor since his potential clien- 
tele is the public — and hence 
much larger. 


But 


nevertheless 


Stein’s 
strengthens his 
identity with his contractors be- 
cause of his symbol. In addition, 
it carries all the necessary busi- 
ness information—his name and 


wholesaler logo 


the address and phone numbers 


of his three branches. END 





-—_ 








A COMPANY SYMBOL, especially a pictorial representa- 
tion of the firm name, registers strongly with prospective 


60 


advertising 


customers. They’re then predisposed to accept the firm’s 
claims 


because they recognize the name. 
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lew BORMICA® ad theme 


Lominated Plastic 


f readers of Formica national advertising are being stimu- 
improve their living through colorful practical idea rooms 


is Show Case Kitchen. 


He 


Whether they buy, build, or remodel, they are being presold on tl 


benefits of beautiful, carefree Formica and the new 10” x 10” Formica 


Wall Tile 


M any 


hind tk 


readers are sending for the plans of these rooms. You may 
it some of your customers wish you to duplicate these rooms, 


use modifications or just a single feature. 


The reverse side of this sheet shows 
floor plans and offers free blueprints, 
bill of materials, and fabricating 


laminated Plastic details. 


2 Guaranteed 


\ Good Housekeeping 


>. 


a 
1 product of CYANAMID 











RMICA' Materials and Sources: 
O 7 CABINET TOPS: Formica Tidestone #7-ST-1 
tominoted Plastic WALL CABINETS & BAR FACE: Formica Primrose #893 
‘ BASE CABINETS: Formica Royal Walnut #17-BG-44 

; "ae ‘@) Nn st r u fon a ‘@) n END WALL: Formica Wall Tile—Royal Walnut #17-BG-44 

FLOOR TILE: Kentile Vinyl Forsythia (R-24) 
: REFRIGERATOR AND FREEZER: Revco with Formica front 
i n 1 Xe) r aa ati © a RANGE: Youngstown Kitchens 

SINK: Eljer Corp. 
DISHWASHER: A Formica front is a practical decorating idea 


Formica faced cabinets and counter tops should be shop constructed for nearly all dishwashers. 
according to fabricating details furnished free with plans for this CABINET HARDWARE: Simons Hardware Co. 
room. The 10” x 10” Formica Wall Tiles are applied on the job BRASS STUDS: Clovos, Inc. 


over drywall using special Formica Wall Tile Adhesive with thin 
line of Formica Seam Finish between tiles. The best possible under- 
layment for Formica laminated plastic is Formica Flakeboard— 
assures smooth, non-telegraphing surface, better screw-holding 
and machinability. 





Additional Free Information: 


1. Blueprints covering construction details of this kitchen 


2. Swatches of complete Formica color line TT 





3. Model Home merchandising materials 


Write Formicce Corporation, Dept. B-3, Cincinnati 32 FAMILY ROOM 
Ohio, for any or all of these items. 
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CHEVY’S PUT TOGETHER TO STAY TOGETHER 
TO CLAMP DOWN ON COSTS! siecsc-svessonsus se somone: ooo 


.assembled lastingly, with care and craftsmanship. It’s Chevy’s way of making sure you get 


maximum truck life; extra assurance of higher profits because of far fewer maintenance and repair charges. 


NEW STRONGER CAB CONSTRUCTION. New steel braces 
reinforce cab underbody, help keep cab tight and solid. 
Husky new box-section pillars frame door openings, 
keep doors in lasting alignment. New 
double walled for extra strength. 


NEW STURDIER CHASSIS COMPONENTS. New stronger 
frames with rigid box-section rail design increase torsional 
stiffness up to 1100°%! And brakes are bigger for longer 
brake life and safer stopping. Bigger capacity axles and 
suspensions boost load-carrying ability. 

TRUCK-BUILT V8’s AND 6’s. Components such as brawny 
forged steel crankshafts, long-lasting precision bearings 
and oil bath air cleaners provide sure dependability that 
keeps your maintenance costs down. 

NEW HEFTIER SUSPENSION smooths the ride; protects 
everything from wear and tear. Independently suspended 
front wheels, rigid control arms and strong torsion bar 
springs take tough runs with strength to spare. 


1960 CHEVROLET 


roof panel is 
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i@ Chevrolet’s building ’em these days, even 
tougher than ever before. And that’s saying something 
when you consider how Chevrolet trucks have stood 
up over the years. Here’s a typical example: 


tough 


101,000 miles on a truck-busting 
job—and still going strong! The 
strength and stamina f this Chevy 
pickup has paid off handsomely for 
the Mitchell Insecticide Company, 
Inc., of Fairfax, S.C. In rugged 
service, hauling maximum loads 
of nitrogen throughout the south- 
eastern states, this Chevy has 
logged 101,000 miles with no 
mechanical trouble at all. 

That kind of performance has been Chevy’s stock-in- 
trade for years; and the ’60’s are designed to put out 
even more of it. See your dealer for all the details. .. . 
Chevrolet Division of General Motors, Detroit 2, Mich. 


TRUCKS Azciaersar 
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PLASTIC PIPE IN WATER SERVICE LINES 


Elmira, N.Y. reports on tests of 
Republic SRK: no trouble after 4 years 


It has been almost four years since the city of Elmira buried experimental water 
service lines of Republic SRK”. 

Elmira Water Board General Manager, John Copley, says, “So far, periodic 
spot checks have failed to reveal any trouble. The SRK put in service four years 
ago has measured up to our expectations for ease of installation, conformance to 
manufacturer’s specifications, resistance to deterioration, and overall economy.” 

Similar findings from across the country point to one thing: good plastic pipe 
more than meets requirements for water service lines. That is why you are seeing 
Republic Plastic Pipe approved—and used—in more and more areas. 

Republic SRK (Semi-Rigid) Plastic Pipe is available in sizes from %” through 
8” with a complete line of solvent-welded, socket-type fittings. Republic also 
offers FE® Flexible Polyethylene Pipe. Both types are stocked by your Republic 
distributor. For helpful, experienced advice on plastic pipe . . . and immediate 
delivery ... this is the man to call. 


REPUBLIC Mastic Pipe 
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THE NEW, BAYCE-HEET RADIATION LINE... 














Finger-tip Provision 
control for return tube — 
Damper standard bracket 

(no rating change) 














Square Fins - Exclusive Back Plate — 
Rounded Corners Slide-0-Matic Rolled bottom 


Bracket (eliminates floor 


Install any side) moulding) 


(Noiseless) 


O abheew a GIVES SUCH 


exclusive installation « design advantages 


Your Brown 

Bayce-Heet 

Distributor 
will tell you how 


APPROVED RATINGS 
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Modern, streamlined, beautiful unbroken-line appearance. 
Fingertip Control. Installation’s a cinch with Bayce-Heet because 
no special tools are needed — everything snaps on... 
standard fittings used throughout. Noise-Free expansion on 
exclusive “Cushion-of-air” brackets, that are die-made 

and designed to grip the element securely as well as provide a 
nest for the tubing to rest on squarely. It “cradles” 

the element for perfect alignment and stability — assuring 
noiseless operation. 


WRITE FOR BULLETIN NUMBER 9360. GET ALL THE FACTS. 


PRODUCTS CORPORATION 


HEATING AND AIR CONDITIONING EQUIPMENT 


1080 SPRINGFIELD ROAD UNION, NEW JERSEY 





% 
f 
: 
‘ 
a 
i 
i 
Be 


Clean, modern styling. 48” long, 42” wide, 14” high. Six pastel colors and snowy white 


Distinctive beauty—generous bathing area—integral corner seat 
and wide rim seat... these are just some of the preferred 
features found in the new Delray square recess bath by Eljer. 
Nationally advertised to help prese/l your customers, the new 
Delray is currently featured in full-page, four-color ads in House 
Beautiful and Living for Young Homemakers magazines ~_ 


s Three Gatew: Sente 

Straight apron floor line minimizes tile iree Gatew ay C enter 
é : Pittsburgh 22, Pa 

cutting and installation costs—back 

and ends flanged for wall tiling 





Estate de luxe siphon jet toilet is styled 
and color-matched to complement other 


fine Eljer Fixtures. 
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MORE THAN 30 TIMES 


the 100,000 people watching this game 
is the number of BaG BOOSTERS 


now in dependable operation 





Over 3,000,000 Boosters are in service today...clinching 
evidence that their superior quality and performance has 
never been challenged. 

The reasons why B&G Boosters so completely dominate 
the heating market are not hard to find. Above all they are 
quiet—vibrationless...the prime essential of a forced hot 
water circulating pump. They are dependable and profitable 

not a cause of endless service calls and dissatisfied cus- 
tomers. Sound design and sturdy construction of best ma- 
terials assures faithful performance for years. 


B&G Boosters are produced by a manufacturer who stands 
back of his product—who offers help in any problem of de- 
sign or installation—and whose nation-wide distributors 
maintain adequate stocks to serve your needs. 


B&G Boosters are precision-manufactured 34 G & L L & G o s %y i TT 
throughout. Here extremely accurate ; ; 
grinders maintain Booster shaft dimen- ‘ 
sions within .0005 inch limits. G Cc ©) M P A N Y 
; Dept. GG-1, Morton Grove, Illinois 


Canadian Licensee: §. A. Armstrong, Ltd., 1400 O’ Connor Drive,Toronto 16, Ontario 
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CONTRACTOR ASSNS. 


ASSK 


American 


Oct, o- 14 
of the 
Engineering; U, S 
Diego, Calif 


Annu ii 


Soaciety al 


meetin 
Sanitary 


Grant Hotel, San 


Noy, 20e20 


vention of the 


RACCA Annual 

Refrigeration & Ait 
Contractora Asan 
Hotel, Miami 


eon 


ron 


Heach, Fla 


Conditioning 


tainebleau 


Jan, 8-10 CIMW1)-—-NARDA 
eonvention of the National Applianes 
& Radio=T\ Dealer A N 
Hotel, Chiearo 


Annual 


Sheraton 


Towers 


MANUFACTURER ASSNS. 


Aug. 29-31—PBI meeting 
of the Plumbing Brass Institute; Edg« 
water Beach Hotel, Chicago 


Summer 


Oct. 2-6—CIPH—Annual meeting of 
the Canadian Institute of Plumbing & 
Heating; Seigniory Club, Montebello 
Que 


Oct. 10-12—AGA—Annual conven 
tion of the American Gas Assn.; (ho 
tel not yet determined), Atlantic City 
N. J 


Oct. 12-14—SBlI—Annual 
of the Steel Boiler Institute; 
ham Hotel, Washington, D.C 


meeting 
Shore- 


Oct. 26-23—NIWKC—Annual 
vention of the National 
Wood Kitchen Cabinets; 
Point Clear, Ala 


con- 
Institute of 
xrand Hotel, 


Oct. 23-24—TSMA—Annual meeting 
of the Toilet Seat Manufacturers 
Assn.; Americana Hotel, Bal Harbour 
(Miami Beach), Fla. 


Nov. 14-16—PBI—Annual meeting 


68 


..» National 


Feb, 1-16 CibGh) 
nual meeting of the 
of Heating 


citioning 


ASHRAI An 
American Society 


®& Alt 


i (held in eanjun 


Refrigerating Con 
Kneineet 
tion with the 
inet 6A Ain ( 

} 


International 


Lith International Heat 
onditianing Eni 


Arnaphyithe alre 


ynition) 


Chivag 


1N.vo 


convention of the 


June CimMit) NAPC Annual 


National Asan, ol 


Plumbing Contraetor (held in eon 


iunmetion with the mnual Plumbing 


& Heating Exposition) 
Detroit 


(hotel not vet 


cetermined) 


of the Plumbing Bra 
Savov-Hilton Hotel, New 


Institute 
York City 


Nov. 14-17—NEMA 
ing of the National 
facturer Assn 
lantic City, N. J 


Annual meet 
Electrical Manu 
Hotel At 


Tray more 


Nov. 14-17—NWAHACA-—W int. 
convention of the National Warm Ai: 
Heating & Air Conditioning Assn 
Statler-Hilton Hotel, Cleveland 


Nov. 15-17—BRI—Fall meeting of 
the Building Research Institute; 
Shoreham Hotel, Washington, D.C 


Nov. 18-22—ARI—Annual meeting 
of the Air Conditioning & Refrigera- 
tion Institute; Hollywood Beach Hotel, 
Hollywood Beach, Fla. 


Dec. 13-15—BHC—Annual meeting 
of the Better Heating-Cooling Coun- 
cil; Hotel Pierre, New York City. 


Jan. 7-10 (1961)—-NSPI—A nnual 
convention of the National Swimming 
Pool Institute; Hotels Adolphus and 
Baker (exhibits at the Dallas Memo- 
rial Auditorium), Dallas, Tex. 


WHOLESALER ASSNS. 


Oct. 5-7—-CSA—Annual convention 
of the Central Supply Assn.; Palmer 
House, Chicago. 


Oct. 23-26—AI—Annual convention 
of the American Institute of Supply 
Assns.; Americana Hotel, Bal Har- 
bour (Miami Beach), Fla 

Oct. 28-Nov. 2—ACRW—Annual 
convention of the Air Conditioning & 
Refrigeration Wholesalers; aboard the 
S.S. Hanseatic, sailing from Port Ever- 
glades, Fla 


Nov. 26-29—-NHAW—Fall conven- 
tion of the Northamerican Heating & 
Air Conditioning Wholesalers; New 
Hilton Hotel, Pittsburgh 


MAWA—Annual 
Middle Atlantic 
Chalfonte Haddon 
NJ 


Apr, 9-11 (1961) 
convention of the 
Wholesale rs Assn 
Hall, Atlantic City 


Apr -2t CUMGL) 
convention af the 
le Asan 
Harbour 


SWA 


Southern 


Annual 
Whole 
Hotel Hal 
Heach), Fla 


Americana 


(Miami 


Peb, eth CHL) 


ternational Heating 


IIACE 
®& Ait 


(held in 


loth dn 
Ceandition 
itis | postion 


with thy 


eonjpubhetion 
whnual meeting of the Ameri 
Society of Heating, Refrigerating 


& Att 


fer 


ean 
Conditioning Engineers): In 
‘tional Amphitheatre, Chicago 

GAMA—Annual 
Gas Appliance Manu 
Boca Raton Hotel & 


Raton, Fla 


Apr. 13-15 Ciel) 
eeting of the 
facturers Assn.: 
Club; Boea 


18-22 (1961) —PHE—Annual 
Plumbing & Heating Exposition (held 


June 


the annual con- 
National Assn. of 
Plumbing Contractors); (hotel not yet 
Detroit END 


in conjunction with 


vention of the 


determined ) 


An Old New Idea 


In Westchester, N. Y., modern 
heating has made the full circle 
—from individual room heating, 
to central heating, and back to 
individual room heating. 

Some 600 new apartments will 
have separate American-Stand- 
ard heating in closets 
rather than a central system. 


boilers 


The builders say elimination of 
a central heating room will cut 
basic costs; and in case of a 
breakdown, only one apartment 


will be affected. 
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Announcing 


new DW-PAK 


DUNKIRK 
GAS FIRED 
HOT WATER 


BOILERS 


Take advantage of the competitive edge that Dunkirk “DW-PAK” boilers 
give you. Why put up with costly assembly work and time, —simply select 
the Dunkirk “DW-PAK” boiler size you require with standard related com- 
ponents all in one compact unit. 

DUNKIRK “DW-PAK” gas fired, hot water, cast iron boilers are factory 
assembled, wired and tested. They eliminate on-site assembly time. Just posi- 
tion, hook up radiation and fuel piping, connect electrical supply to clearly 
marked terminals, and the “DW-PAK’” is ready for dependable, fully auto- 


matic operation. 


DUNKIRK “DW-PAK” boilers are shipped in sturdy, skid bottom crates, 
completely protected in. heavy plastic cover, assuring arrival in show room 
appearance. 


Available in 4, 6 and 8 section sizes, flush or extended jackets to meet loca- 
tion requirements. Easy to install in new and modernized dwellings. 


Phone your nearest Dunkirk representative or write for fully illustrated cata- 


DUNKIRK 


RADIATOR CORPORATION 
DUNKIRK, NEW YORK 
Member of the Institute of Boiler and Radiator Manufacturers 
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Sales 
methods 
get 
outdated, 
too! 


FLINTOWALLING 


KENDALLVILLE, INDIANA 


= - > 
«@ - » 
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® 
SWIMMING 
POOL HEATERS 


hove opened Up a profitable new market for me” 


* 








“The current trend toward family swimming pools is 
responsible for a substantial part of our business,”’ 
reports Mr. Ariano. ‘‘By working with local swimming 
pool contractors and by contacting the owners of ex- 
isting pools, we installed 12 Burkay swimming pool 
heaters during our first year in the market. 


‘“‘We’ve found that most families who can afford a 
private pool are willing to spend a little extra to keep 
the water at a pleasant temperature and to give them 
extra months of swimming pleasure. Best of all, the 
market is a growing one, and profits are good.”’ 


Ask Joe Ariano why he installs Burkay gas-fired 
swimming pool heaters exclusively, and his answer is 
swift and sure. ‘‘We’re an all-around plumbing firm, 
and we’re well aware of the quality which A. O. Smith 
builds into a// their water heaters—domestic and 
commercial. We naturally expected A. O. Smith to 


Through research 5. ..a better way 


C 5 R 1 i a ee: 
PERMAGLAS DIVISION, KANKAKEE, ILLINOIS Company 


A. 0. Smith International S. A., Milwaukee 1, Wis. Jubtiuns 


A. O. SMITH CORPORATION 
Permaglas Division, Dept. p£-760, Kankakee, Illinois 


Gentlemen: 


Please send me your free booklet on the market for swimming pool heaters. 
Have representative call. 





makers 


of famous 


Permaglas ple lined ita hare. Permaglas fasting ond cooling 


... says Mr. Joseph Ariano, President 
Ravinia Plumbing Company 
Highland Park, Illinois 


have a better swimming pool heater than any other, 
and our experience has found this to be true. Installa- 
tion is quick and simple, customer satisfaction can be 
taken for granted, and call-backs a rare exception with 
the exclusive Burkay flow switch. As a matter of fact, 
some of our best ‘salesmen’ are the pool owners we’ve 
served.” 


Mr. Ariano, like hundreds of aggressive plumbing 
contractors, has found a good thing—and he’s making 
the most of it. If you’d like to know more about this 
expanding market (and the opportunities which it 
holds for you), contact your A. O. Smith-Burkay 
Distributor or simply return the attached coupon. 


Burkay swimming pool heaters are available in a full range of sizes 
.. for use with all gases. Units are completely automatic... com- 
pletely assembled...require no external wiring. All bear the 
A.G.A., A.S.M.E., and C.G.A. seals of approval. 


.. be for the free booklet 
“Hot Water for Swimming Pools.” 


8 


[ 
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The happiest homemakers 
buy Brand Name Appliances 


Why do you buy Brand Names? Because you trust them. You know 
that they are consistently good, that they always meet the high 
standards of quality you’ve set for yourself and your family. You'll 
find Brand Name products wherever you go. No guesswork shopping. 
Like good friends, they’re always there. 

The Brand Name manufacturer has built a reputation. He must MEMBER OF 
maintain it, so he keeps his standards high, and strives constantly BRAND 
to make his product better. He’s always first with new products and 
ideas. He employs lots of people. He helps balance the economy. NAMES 
You depend on him. He depends on you. Know your brands, and anteeaiiaiimmues 
buy the brands you know. You'll find some of them on the pages of 
this magazine. 


LOOK FOR 





CONFIDENCE 


Don’t take a chance...take a NAME BRAND 


Brand Names Foundation, Inc., 437 Fifth Avenue, New York 16, N.Y. 
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To completeness of line and Continental Console Styling, 
Martin now adds a third dimension for volume sales — High- 
Fidelity Heat. High-Fidelity Heat means more economical, 
more effective heat — heat that blankets a given area with 
welcomed warmth. It is the result of 55 years of Martin 
engineering and experimentation in the field of gas 
combustion. It gives you a sales plus that will move more 


Martin Gas Heaters now...and bring back more customers 
NEW DUO-VENT : 
THRU-THE-WALL HEATER in the months to come. 


Available in 2 models, with 25,000 and For more details on Martin Gas Heaters and High-Fidelity 
35,000 BTU input. Saves up to 70% on ‘ , A - mi x 
installation. Vents outside, draws com: Heat, ask your Martin distributor or write direct. 

bustion air from outside. No flues or 


chimneys required 


STAMPING & STOVE COMPANY 
HUNTSVILLE, ALABAMA 


inn 
fe | 


AMERICA'S MOST COMPLETE HEATING LINE 
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VOTE FOR THE COMPLETE LINE! 


Why not save running around time and ordering 
time for the Plumbing Brass you need! Your Sterling 
Wholesaler has the fine Cast and Finished Brass, the 
Tubular Goods, the Valves, and Water Service Prod- 
ucts you need—when you need them! And—he knows 


World’s Largest Independent 
Producer Of Plumbing Brass Goods 1907 





10-421 


his business so it is just good business to know him! 
Best of all, when you specify Sterling you benefit 
through the excellent design that makes the line 
more dependable and more profitable. So play it 
smart—order from your Sterling Wholesaler! 


wv? 


MORGANTOWN ° W. VA. Company 
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NEW MEDONALD 
SERIES 8000 
SUBMERSIBLE PUMPS 


uw Xa 


McDonald Series 4400 
Mi-T-Flo Shallow 


Well Jet System Adapto-Jet 


McDonald Model 
4500 Century Line 


McDonald 
Series 5000 
Multi-Stage Pumps 


McDonald Deep Well 
Series 400 — 600 
Water Systems 


M"DONALD 


McDonald Series 420 
Reciprocating Pumps 
and water systems 


the pumpin’est pumps at the pleasin’est prices! 


NEW McDONALD SERIES 8000 SUBMERSIBLE PUMPS 


— for use in 4” wells and larger. Light- 
weight, strong, perfectly balanced im- 
pellers, with unusually smooth water 
passages. Especially resistant to effects 
of abrasion, or iron or lime in well 
water. Impeller shaft is stainless steel 
and features full length one piece shaft 
key. Motors are hermetically sealed, 
heavy-duty capacitor type. Available 
in 14 to 3 H.P., 8 G.P.M. or 20 G.P.M. 
sizes. Capacities to 1980 G.P.H., depths 
to 750 feet 

McDONALD SERIES 4400 MI-T-FLO SHALLOW WELL 
JET SYSTEM — gives your customers more 
gallons per hour than any other pump 
in its price range. Completely pack- 
aged, ready to install. Available 
mounted on 12, 30 or 42 gallon hori- 
zontal pressure tanks. 

McDONALD MODEL 4500 CENTURY LINE ADAPTO- 
JET — provides immediate convertibility 
from shallow to deep well operation. 
Also higher operating pressures when 
needed for both shallow and deep well 
applications. Completely packaged, 
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Available in three 
models. Capacities dependent on 
model and service. 


McDONALD SERIES 5000 MULTI-STAGE PUMPS — 
high capacity shallow well or deep 
well units. Units include pump with 
capacitor motor and two-pole pressure 
switch. Shallow well models provide 
capacities to 2500 gallons per hour at 
pressure to 60 pounds. Two sizes: 1 
horsepower (2 stage) and 14 horse- 
power (3 stage). 


fully automatic. 


Deep well models, 
stage) and 1 horsepower (3 stage). 
Capacities to 515 gallons per hour. 
Depths to 200 feet. 


McDONALD DEEP WELL SERIES 400 — 600 WATER 
SYSTEMS — for use where total suction 
lift is greater than 25 feet. McDonald 
deep well power pumps and water sys- 
tems are made in two sizes. Series 400 
has a 4 inch stroke and will produce 
from 160 to 684 gallons per hour. 
Depths to 350 feet. Series 600 has a 6 
inch stroke with capacities ranging 


34, horsepower (2 


from 200 to 858 
Depths to 350 feet. 


McDONALD SERIES 420 RECIPROCATING PUMPS AND 
WATER SYSTEMS — for use where total suc- 
tion lift does not exceed 25 feet. Ideal 
for cottages, bungalows, service sta- 
tions, small homes. E quipped with 115 
volt, 60 cycle, single phase, capacitor 
motor with automatic overload pro- 
tection. Sizes 1/6 and 4 h.p. Capaci- 
ties 250 and 350 G.P.H. Pressure 20-40 
pounds. 


gallons per hour. 


yh CENTURY, , 


= al sean) 
é > seix 


ANG 
~ tony Topat 
—. 


ALY. M°DONALD MFG. CO. 


Dept. DE-760, 12th & Pine, Dubuque, lowa 
PUMPS + BRASS GOODS + OIL EQUIPMENT + DRAINS 
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Close-Coupled 


or Base-Mounted Seals or Stuffing Boxes 


Sleeve or Ball 


Centerline Discharge Bearing Frames 


How to please everybody... well almost! 


It’s a cinch you can’t please all users of centrifugal 
pumps with any single line of pumps. But the TACO 
“LP” does give an awful lot of heating engineers precisely 
the pump performance they need. 

The reason is extras . . . extra design features which 
make an “LP” more versatile, more efficient, more de- 
pendable. For example, it’s available close-coupled or 
base-mounted . . . with sleeve or ball bearing frame... 
extra quiet motor... mechanical seals or stuffing boxes. 
It’s an advanced-design pump too. . 
centerline discharge . . . casings adaptable to horizontal 
discharge. And ... it’s a top quality pump. . . with stain- 
less steel shaft sleeves . . . oil slinger lubrication . . 
manently located throttle bushing. 


. with self-venting 


. per- 


16 


For your next installation, pick your pump from the 


line with the extras... “‘LP’’. TACO also manufactures 


1 


a line of high head pumps and circulators. Write TAco 
HEATERS, INCORPORATED, 1160 Cranston St., Cranston 
9, Rhode Island. 


SERVING THE HYDRONIC INDUSTRY SINCE 1920 
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Now, all Spang CW Galvanized Steel Pipe carries this new marking which is your assurance of top-quality domestic steel pipe. 


Look for this marking when you buy steel pipe 


It spells two important turing and thoroughly tested and 
advantages for you: inspected before shipping to assure 
you of a top-quality product, uniform 
throughout, for fast, economical, 
trouble-free installations, 


1. Pipe made in the United States of 
America must meet the high product 
standards set by definite technical 
specifications established for all pipe 
manufacturers. When you buy Amer- 
ican-made steel pipe, you know 
you're getting a fine, standard prod- 
uct with good working characteris- 
tics and assured long life that will 


meet specified service requirements. 


Don’t take chances by making 
second-rate installations with ques- 
tionable foreign imports. It’s worth 
your reputation to buy Steel Pipe 
made in USA. It pays in the long run! 
Look for this Spang marking on 
your next pipe order. You can’t buy 
2. The Spang CW Steel Pipe mark- a better pipe! Your local Spang 
ing indicates that extra measure of Distributor can ' 
quality. When you buy Spang, you give you top- _—- 
know you're getting a product that’s quality service. \~>, we we = 
carefully controlled during manufac- Give him a call! watt 


oe New “Made in USA” marking on Spang CW 
+ aa Galvanized Steel Pipe is applied after pipe has 
been quick-quenched following galvanizing. 


my THE NATIONAL SUPPLY COMPANY 


STEEL PIPE Two Gateway Center, Pittsburgh 22, Pennsylvania 
Subsidiary of Armco Steel Corporation Same, 


pRMCO 





Beauty and high quality plus special services 
help sell Gerber fixtures to the Mighty Middle 


With Gerber Plumbing Fixtures, you can offer your customers the 
smart styling, high quality and special features usually found only 
in more expensive lines, at a moderate price. In addition, you can 
count on Gerber distributor salesmen and Gerber representatives 
for personal selling help in many extraordinary ways when your 
sales problem requires it. 


One of Gerber’s mobile bathroom displays, shown above, is 
available for your sales and home shows. It contains representative 
vitreous china, brass, and enameled fixtures from Gerber’s complete 
line. It represents just one of the many extra ways Gerber goes all 
out to help plumbing contractors boost their sales. Together with 
the greater value Gerber is able to offer as a result of specializing 
production for only the Mighty Middle mass market, Gerber’s 
special service policy can boost your sales and profits. 


Ask your jobber for Gerber’s full line catalog and complete 
information on how you can make greater profits selling Gerber 
plumbing fixtures. Or write directly to us for a copy of Catalog G-9. 


“Plumbing Fixtures for the Mighty Middie” 


Cast Iron Enamelware ® Vitreous China @ Brass ® Steel Enamelware ® Shower Stalls 
Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago, Illinois 


a LTT 


Aa Stung 
& “a 
* Guaranteed by % 
Good Housekeeping 
r. - 
R245 avvennistd HS 
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COPPER DRAINAGE 
IS BETTER THAN 
EVER WITH 


907—QUARTER BEND (90°) 
copper to copper 
1%, 1%, 2, 3, 4 
907-2—QUARTER BEND (90°) 
copper to fitting 
1%, 1%, 2, 3, 4 
906—EIGHTH BEND (45°) 
copper to copper 
14%,1%,2,3,4 


906-2—EIGHTH BEND (45°) 


copper to fitting 3 : N } BCO 


1%,1%, 2, 3, 4 
901—COUPLING Wrot drainage fittings by niBco offer these important 
copper te Copper advantages: REQUIRE LESS SOLDERING TIME. COST IS SAME 
be hata AS FOR CASTINGS. SMOOTHER INSIDE; SAME DIAMETER AS 
PIPE. NO POROSITY, NO LEAKERS. INSTALLATION HAS “PRO- 
923—-ROOF VENT FESSIONAL LOOK." 

INCREASER 


3x 4x 18,3 x 4x 24, Send coupon for Catalog Supplement DWV-2A 
3x4x 30 


or see your NIBCO wholesaler. 


NIBCO INC., Dept. K-5507 Elkhart, Indiana 
Please send your new Catalog Supplement DWV-2A. 








aSeemaica additions to the NIBCO 
miciomeenes represent another 
meiciciens engineering first... 
en further increase the 
value of copper 
plumbing. 


MEMBER 
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UNMATCHED DEPENDABILITY © 


Franklin Submersible Motors are chosen by manufacturers of 
the finest submersible pumps which provide the largest meas- 
ure of performance and longevity. Dealers and installers prefer 
Franklineered submersibles because their unmatched depend 
ability means customer satisfaction, fewer service calls and 
more sales. Franklineered submersibles cost less in the long 
ANKLINEER ISTRUCTION ©) run another reason why they lead in total industry sales 
© BACKED BY NATIONWIDE Tomorrow's business depends on your customers’ satisfac- 
REPAIR-EXCHANGE SERVICE tion today. Get the facts . write for “Franklin FACTS 


brochure” which details features to look for in submersibles. 


Mrecuclelio Ele brie C. inn Inc. 


BLUFFTON, INDIANA 
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NOW you can buy. i 


ene 
© ——o7 soowe f™ 


|amaane 


YARDLEY 


Gold Label 


PLASTIC PIPE 


IRRIGATION AND FITTINGS 


SOLF-FARM-CEMETERY 


WATER SYSTEMS 


\\ 


URBAN AND SUBURBAN) ¥ a 
b ai 


WATER WELLS 
JETS AND “SUBMERSIBLES 


a 
—__ ys 
wt —_ 


... the plastic pipe you’ve always wanted — 


MUNICIPALITIES | |! 
strong enough to replace metal! 


MAINS AND SERVICE LINES 


Gold Label 


RIGID PIPE 


Golden fet. 


FLEXIBLE PUMP PIPE 


Gold Label 


FLEXIBLE PIPE 


Engineered specifically as drop 
pipe for single or multiple-stage 
jet pumps. Sizes 1”, 1%” and 
142”. Backed by a 5-year cost of 
replacement warranty. Use it with 
submersibles, too 


Special heavy-duty, high-strength 
pipe designed to handle all pres- 
ent and future domestic water 
system requirements; sizes 42” 
through 2”, in standard coil 


Maximum strength, heavy-wall 
pipe designed to handle all pres- 
ent and future domestic or en- 
gineered water system require- 
ments; sizes %” through 6”, 
standard length 20 feet. 


Gold Label, a single line of flexible and rigid pipe produced only 
by Yardley, handles all pressure requirements normally en- 
countered in domestic or engineered water systems. These high- 
strength, “‘any-use”’ products can be sold with confidence. They 
stop pipe selection problems, often the cause of field failures 
Insist on Gold Label, the plastic pipe and fittings built to fill 
a need, not to meet a price. Ask your jobber or write: 


YARDLEY PLASTICS CO. 


142 PARSONS AVE., COLUMBUS 15, OHIO 


© @ 


YARDLEY ... PIONEER OF IMPROVEMENTS IN PLASTIC PIPE AND FITTINGS 


Gold Label 


FITTINGS 


For flexible and rigid pipe. Heavy- 
wall design, precision molded 
from special high-strength mate- 
rials by Yardley. The most com- 
plete line of molded fittings in 
the industry 
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COMPLETE 
RANGE 
or SIZES 








you Like to sell 
Bttod of price | 


SS 


...a@ better way 


Extra long life... copper can’t rust or crack as 
does ordinary cast iron. 


Light weight, compact design, no headers to 
fabricate ... two men can install the Permaglas 
Boiler in less than a day. Raiitiieaeaseas 
boilers are available 


MAGIC-HEET Control System raises or lowers the flame at slightest in a wide range of 


F R ‘ styles and sizes 
temperature change to maintain uniform comfort. 110,000... 195,000... 
300,000 and 420,000 BTU 

. : h t. Full 
Unique copper-coil heat exchanger, transfers heat fast—as only copper can. Se ee rene 


: approved by A.G.A., A.S.M.E., C.G.A., and 
There’s no HEAT LAG to cause discomfort and run up fuel bills. C.S.A.; bears the A.S.M.E. seal. 


WRITE TODAY ON YOUR LETTERHEAD FOR FULL INFORMATION 
... OR CONTACT YOUR A. 0. SMITH PERMAGLAS DISTRIBUTOR 
makers 


of famous Permaglas ol hncdwarkextre.. Buwlaay commervialwiter seater 
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In the debate on the Reichle plan... 


Is THE REICHLE PLAN for direct-to-consumer 
selling by wholesalers a genuine “threat” to a 
sound distribution structure in our industry? 
Are the issues at stake vital enough to warrant 
continued national attention? 

Or should we just forget the whole thing, sweep 
the issues under the rug and let the matter die 
a quiet death? Requiescat in pace. May it rest 
in peace. 

A segment of the trade press apparently wants 
to do just that. After making news capital out 
of the plan for an extended period and helping 
to pummel it into national prominence at a time 
when it might have remained a purely local affair, 
these voices have suddenly decreed that the issue 
is now dead and that continued discussion of the 
subject is like beating a dead horse. 


If the Plan Is Dead, What Killed It? 
But is it dead? What killed it? 


Reichle plan so important a year ago or six 


Why was the 


months ago or three months ago, when it was 
confined to the Saginaw Valley—but “dead”’ to- 
day, when imitators have sprung up in several 
places and when other wholesalers are merely 
waiting for the furor around Walt Reichle’s head 
to die down before starting similar, plans of their 
own? 

We have it on good authority that more than 
120 of them would start selling direct under the 
plan tomorrow if the issues were indeed swept 
under the rug and the “furor” permitted to die 
down. What variations the plan would evolve 
into is anybody’s guess. 

We think that, for obvious reasons, the issue 
is much more important today than it was three 
months or six months or a year ago. We don't 
agree either with the National Assn. of Plumbing 
Contractors that the Reichle plan is illegal. But 
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we believe it must be opposed on other grounds. 
We believe that the industry must continue to be 
alert to any techniques that would remove the 
vital aspects of the retail function from the person 
of the plumbing-heating contractor and transfer 
them to the wholesaler. 

Why we think so is spelled out in our 49-page 
special report in the June issue, where we re- 
viewed the possible consequences of the plan in 
all its ramifications. We stated there that we’re 
not arguing for maintenance of the status quo for 
its own sake, but because it’s in the best interests 
of the plumbing and heating industry and of the 
consumer public to do so. 

If the plumbing contractor were no longer the 
retail contact with the public, but became instead 
a hired installer of presold equipment, the quality 
of the installation, guarantee and service to the 
public—which is the industry’s first and final 
obligation—would be severely downgraded. 


Contractors Won't Surrender Their Function 


We've always had the utmost confidence in the 
practical good sense of the plumbing and heating 
contractor. Our faith has been rewarded once 
again by the tremendously analytic and intelli- 
gent response to our special report on the Reichle 
plan—in answers to our questionnaires while the 
report was in preparation, in letters commenting 
on the June report, and in personal conversations 
with literally dozens of contractors at the recent 
NAPC convention in Cleveland, where the 
Reichle plan was the subject of intense interest 
in the halls and corridors, although it was not on 
the official convention program. These contrac- 
tors demonstrated that they have no intention of 
surrendering their vital role in the industry’s 
distribution system. 


Not Everybody Agrees with Us 


We might add that not all contractors agree 
with us on the possible undesirable consequences 
of the Reichle plan. Neither do many wholesalers, 
who have shown the same intelligent interest in 
the basic issues. Neither do all manufacturers. 
Some members of all industry segments favor the 
plan. Opinions on both sides of the issue are re- 
flected on the following pages. 

But there is an unusual and gratifying unani- 
mity of opinion on one thing: The subject is 
important. It can have far-reaching consequences 
for the industry. We must not let it be swept 


under the rug! END 





efor other comments on the Reichle 


plan, see page 24 


The Sound and th 


n Saginaw Valley 





t wobes 
aon industry ioday P 
the hottest new ee 


A on eee 
oa and local inplications: 


val 
This 44-page SPO onal 


the Reichle plan in its 12! 


THE HOTTEST ISSUE at the recent NAPC conven- 
tion in Cleveland was not even on the official 
program. It was the Reichle plan for direct-to- 
consumer selling by wholesalers. In the halls and 
corridors, it was the subject of more intense in- 
terest and discussion than veteran convention- 
goers could recall having witnessed in a decade. 

Much of the activity during the convention 
and related product show was centered around 
Domestic ENGINEERING’S booth in the exhibition 
hall, where the Reichle plan was the theme of 
the display, and where copies of DE’s special 
report on the plan in its June issue were avail- 
able in reprint form. 

While contractors gathered in informal groups 
to discuss the issues involved in direct selling 
by wholesalers, or were being interviewed by 
DE editors (see following pages), the subject of 


84 


Reichle 
Plan 
Report 
Stirs Up 
A Storm 


No punches are 

pulled as contractors 

and others state 

their views on direct 

e Fury selling by wholesalers 


following DE's 
June issue report 





Typical pages from DE’s 49-page report 
on the Reichle plan in its June issue 


the Reichle plan appeared to be officially tabu. 
The formal program neatly side-stepped all at- 
tempts to bring the matter up for floor discussion. 

A resolution condemning the Reichle plan in 
principle—sponsored by the New Jersey delega- 
tion—was quietly moved into oblivion by referral 
to the executive committee. 

At another business session, Andy Miles, presi- 
dent of the Massachusetts state group, called for 
a vote condemning the Reichle plan. In effect, 
what he asked for was a membership vote of con- 
fidence in NAPC officialdom’s action against the 
At that time, Reichle-type 
plans were branded as “illegal,” and cooperating 


plan last February. 


contractors were threatened with expulsion from 
the association. 

Instead of encouraging or welcoming the “vote 
of confidence” from the floor, as might have been 
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expected, chairman Irvin Rechkemmer 
quickly squelched Miles. 
He said the board of directors had 
condemned plans “illegal under the 
anti-trust laws” and that was all the 
association was going to do “as an 
association.” No direct selling plans 
by wholesalers were to be referred to 
by name, he said. 
Only once did the Reichle plan brief- 
ly make its way into the official open 
It was sandwiched into a report of the 
PHCIB committee presented by big 
contractor Walter Ford (six-foot-six) iews on\ t 
of Philadelphia. | J/Pogezinels 
In asking the membership to back i/ 
the PHCIB—which has contractor sales 
training as one of its chief programs— 
Ford criticized contractors for “shad- 


(Please turn to page 86) 


Whats the Real Truth Behind the En “ a 
battled Rewchie Plan ? 
i i 


Ape tp aw, py, 


Here’s how industry opinion is shaping up on the *‘Reichle plan” issues: 





i Se Te a a3 ms | 


“THERE’S NO ROOM for such a plan in our industry for “LET'S ACCEPT THE FACT that this is a free economy, and 


the simple reason that it will turn the contractor into a if a particular method of distribution—such as the Reichle 


labor broker. The simple truth is that contractors will plan—is the most efficient way to get our industry's prod- 


gradually quit supporting the Reichle type of wholesale- ucts to the consumer, let’s not brand it as ‘illegitimate’ 
retail operation. DE’s June report is a tremendous job, just because it’s different. 


1 believe DE has performed 
and it should discourage reasonable people from going 


an outstanding industry service in reporting the plan in 
along with the plan.’—Andrew Miles, president, Massa- such detail.””—William Kramer, 


executive secretary, 
chusetts State Assn. of Master Plumbers, Brockton, Mass. 


Plumbing Fixture Manufacturers Assn., Washington, D.C. 
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Here's how industry opinion is shaping up 
on the Reichle plan issues (continued) 


(Continued from page 85) 
owboxing” Reichle instead of 
working to correct their own ills. 

It’s not fair, Ford said, to ex- 
pect wholesalers to be limited in 
their product sales by poor con- 
tractor merchandising. He said, 
“You can’t blame the wholesaler 
for going through a hole in the 
fence when he’s limited in his 
own sales by poor contractor 
selling.” 


# The studied official silence on 
an issue of such vital concern to 
contractors was at strange vari- 
ance with the NAPC’s action 
earlier this year. After extensive 
publicity in the trade press, the 
NAPC had helped push the Rei- 
chle plan into further national 
prominence by branding it illegal 
‘and, as already indicated, threat- 
ening contractors who cooper- 
ate with such plans with expul- 
sion from the association. 

At that time, official letters 
stating the association’s position 
went to all local affiliates over 
the president’s signature. The 
letter was accompanied by an 
opinion rendered by Cleveland 
attorney C. W. Sellers, who said 
the plan would be “legally im- 
proper and highly dangerous if 
adopted” and that its practice 
would “unquestionably lead to 
a charge of violation of the anti- 
trust laws.” 


aIn his statement, Sellers indi- 
rectly identified the Reichle plan 
by name as a subject of his opin- 
ion by referring to an article on 
the plan as being among the doc- 
uments he examined in arriving 
(Please turn to page 88) 


~ 


“| DON’T APPROVE of the Reichle 
plan. If the contractor has nothing 
to sell but labor, his prices will have 
to be so high they'll be prohibitive. 
Our present system is best for all 
concerned.’’—Bill Readey, contractor 
association secretary, Chicago. 


“MR REICHLE’S ENERGY should be put 
into a@ program to help contractors 
do a better merchandising job on 
their own. More will be accom- 
plished in moving our industry’s prod- 
ucts through this approach.’’—Gerry 
Geisler, contractor, Birmingham, Mich. 





“ANY CONTRACTOR WORTHY of stay- 
ing in business should do his own 
selling and not let the wholesaler do 
it for him. This is another move to- 
ward socialism, under which the con- 
tractor will lose his independence.” 


Ed Neff, contractor, Canfield, O. 





“WHY SOME wholesalers think they 
can do a better job of selling to the 
public than the contractor can is a 
mystery to me. Most of the whole- 
saler personnel I’ve met in 25 years 
are just order takers.’’—Byron Eplett, 
contractor, Johnstown, Pa. 
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“THE PLAN MAY HELP the small op- 
erator because he gets a split of the 
business, but it’s a detriment to the 
merchandising contractor because the 
wholesaler with this type of opera- 
tion becomes a competitor.’’—Andrew 
Yenchko, contractor, Hazleton, Pa. 


“YOUR REPORT is beautiful 
sure it cleared up a lot of the ques- 


and I’m 


tions we all had on the plan. It will 
help each of us to arrive at a more 
intelligent decision on the issues.’’— 
Al Buschel, Slant/Fin Radiator Corp., 
Richmond Hill, N.Y. 


« 
“THE PLAN IS DOOMED in my opin- 
ion because | don’t think it properly 
serves the needs of the industry or 
the public as well as our traditional 
methods of selling and distribution 
do Robert Woodward, contractor 
association secretary, Richmond, Va. 


“YOU KNOW from your visits to Sag- 
inaw how | feel about the plan. | 
don’t want the wholesaler to do my 
selling for me, and | believe every 
self-respecting contractor should feel 
the same way.”—Jim Hoag, contrac- 
tor, Saginaw, Mich. 





“WHOLESALERS WHO SELL direct are 
putting the jackleggs in business. 
There is no code in our city, so any- 
one with a pipe wrench can buy fix- 
tures from one of our wholesalers and 
install them.’’—Frank laquinta, con- 
tractor, Clarksburg, W.Va. 


“WALT REICHLE made a decision 
based on his evaluation of a need— 
this is a businessman’s responsibility 
and prerogative. If he’s right, he'll 
make money; if not, his customers will 
be antagonized and resist.’’—Parker 
Tyler, ad agency, New York City. 
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Heres how industry opinion is shaping up. . . 


(Continued from page 86) 

at his opinion. In recent months, 
however, the word “Reichle” has 
been studiously avoided and no 
further dicta about named or un- 
named direct selling plans have 
gone out from the national asso- 
ciation’s headquarters. 

Many in the industry interpret 
this to mean that NAPC official- 
dom now feels it was too hasty 
in branding Reichle-type plans 
(Editor’s note: DE’s 
June study concluded that the 
plan is legal, but that it must still 
be opposed on other grounds.) 

The strategy now, according 
to reliable sources in the NAPC, 
is to drop the matter as quietly 


as illegal. 


Walter A. Reichle 


as possible rather than publicly 
withdraw its previously an- 
nounced position or continue to 
fight the plan from another tack. 

Others in the industry feel, 
however, that matters have now 
gone too far for the issues in- 
volved in direct selling by whole- 
salers to be dropped. This cer- 
tainly appeared to be the con- 
sensus of contractors, manufac- 
turers and others with whom 
DE editors talked at the conven- 
tion. Some of their strongly 
worded comments appear in ab- 
breviated the 


views of 


form in 

pages. The 
other industry spokesmen will 
appear in future isues of DE. END 


accom- 
panying 


“| DON’T CONDONE ‘fences’ that dis 
criminate against anyone running his 
business the way he sees fit. | be 
lieve in our free enterprise system; 
however, | don’t think the plan will 
solve our industry’s problems.’’—Roy 
Gustafson, contractor, Minneapolis. 


Reichle’s newest ‘plan’—He asks: ‘How 


Sacinaw, Micu.—I have just 
completed reading the article in 
your June issue entitled some- 
thing like “How the Embattled 
Reichle Is Enduring the Plan.” 

After this hits the newsstands 
throughout the United States, 
Canada and various U. S. posses- 
sions, I’m afraid I’m going to have 
to embark on a new program 
which will be entitled — “How 
Can Reichle Acquire and Retain 
Complete Anonymity?” 

« However, in an effort to be a 
bit serious for a moment, I cer- 
tainly wish to congratulate you 
and your entire staff on what ap 
pears to be a most fabulous job: 
I don’t say this because there are 
numerous pictures of my elon- 
gated face—but I do say it be- 
cause of the tremendous compo- 
sition involved in coordinating 


all of the detail and data which 
you and your crew accumulated 
during your two visits to the 
Saginaw Valley. 

Frankly, I don’t think I know 
too much about selling plumbing 
and heating equipment, but be- 
yond that I certainly know noth- 
ing about publishing or preparing 
any type of a subject for the 
printing press. 


= My first compliment, therefore, 
involves the assimilation and ac- 
of this vast 
amount of information into what 


cumulation of all 


I can certainly say is a most 
readable and understandable 
composition. It hardly seems 
that “the plan” 


quite so much attention, but on 


should deserve 


the other hand I believe that you 
perhaps are doing the entire in- 
dustry an 


extremely valuable 
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“ONE OF THE GREAT values that will 
come out of your report regardless 
of which side wins is the fact that 
it points out some of our industry’s 
basic weaknesses that need correct- 
ion Dick Topper, The F.E. Myers & 
Bro. Co., Ashland, O. 





“| DISAGREE with the Reichle plan in 
its entirety. | have a showroom that 
would be of no value to me whatso- 
ever if my customers were to pur- 
chase from the very wholesaler I’m 
buying my materials from.’—George 
Lambert, contractor, New Orleans. 


“IT’S THE COWARD’S WAY out. It 
looks to me as though this is a case 
where the wholesaler couldn't help 
his contractors, so he’s going ahead 
and doing their selling for them. | 
don’t approve of it.’—Dick Corcoran, 
contractor, Hartford, Conn. 


can | acquire and retain complete anonymity...’ 


justice by presenting all of the 
facts so clearly and in such a co- 
ordinated manner. 

Perhaps you are still aware of 
the fact that I am not trying to 
be a crusader, nor am I trying to 
tell anyone else in our whole in- 
dustry what they should do. I 
probably do vicarious 
thought in the back of my mind 
and I believe I have had it for a 
number of years — namely, the 


have a 


fact that something must be done 
with this industry in order to 
make it a decent one and in order 
to make it a growing one. I doubt 
if you will agree with me, but I 
still believe that we have fungus 
growing on our buildings, ter- 
mites in our foundations and I 
suppose to complete that little 
analogy I might as well add, bats 
in our belfrys. 

Obviously there could be no 
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question but what I would more 
thoroughly approve an article 
which blessed me as “The Savior 
of the whole works” — one in 
which there was no criticism of 
what we are doing or trying to 
do. However, this would serve 
absolutely no purpose for again 
it would be prejudiced rather 
than rational and fair. 


»I have absolutely no criticism 
to offer with your editorial han- 
dling of the material which was 
acquired, nor do I find any im- 
portant deletions nor any mis- 
quoting of fact. It is extremely 
interesting to notice the wide di- 
version of opinions from contrac- 
tors, and under no circumstances 
would I expect them to agree 
wholeheartedly with the pro- 
cedure which has been presented 
to them. We are still extremely 


sincere in our desire to upgrade 
all the contractors in this area 
and ourselves, possibly including 
our wholesaler competitors, but 
under no circumstances are we 
going to let grass grow under our 
feet or permit sparrows to roost 
in our eaves. 

If we, and that means DomEs- 
TIC ENGINEERING and ourselves, 
have accomplished anything 
worthwhile then the effort cer- 
tainly was warranted. I shouldn’t 
use the word “was” for, after all, 
our activity is continuing here in 
a most satisfactory manner. 


= We do believe that there are 
still some rough edges, as there 
are bound to be in almost any 
type of project. It is our desire to 
smooth them out to the finest 
salable quality, and we believe 


(Please turn to page 91) 





A team of three DE editors conducted the tape-recorded interview with the Michigan contractors. 


The Reichle plan for direct selling... (continued ) 


What If the "Wrong Type’ of 
Wholesaler Adopts It? 


Michigan contractors take a hard look at possible 
prostitutions of the plan; call them a threat 


How IMPorTANT is the “Reichle 
plan” for direct-to-consumer sell- 
ing by wholesalers to anyone 
outside of Walter Reichle’s own 
business area of Saginaw, Mich.? 

Is the question of its “inherent 
threat” to the sales and distribu- 
tion structure of our industry 
real enough to demand intelli- 
thoughtful 
industry leaders? Or is the threat 


gent action now by 


merely an “academic one,” as 
claimed in some quarters? 

editorial 
study of the Reichle plan we ex- 


plained 


Last month, in an 


what 
be- 


come a reality, and how it might 


why and under 


conditions the threat could 


seriously inhibit the steadily im- 


proving state of contractor mer- 
chandising, the health protection 
afforded to the public by our 
industry's high installation 
the 


over-all service to the public 


standards, and industry’s 

We felt the plan had ceased to 
be a local affair of concern only 
to contractors in the Saginaw 
Valley. We felt this way, in part, 
because of the growing number 
(120 at latest 
who are seriously con- 


of wholesalers 
count) 
sidering a method of direct sell- 
ing similar to Reichle’s. The plan 
had 


soned, in 


to be considered, we rea- 


terms of this possi- 
ble wider application by other 


wholesalers, with all the varia- 


tions of the plan that could thus 
inevitably arise 
The the 


plan in the hands of a man “less 


possible abuses of 
scrupulous” than Walter Reichle 
were heavily underscored by of- 
ficers of the Michigan Assn. of 
Plumbing Contractors when DE 
editors interviewed them in De- 
troit the day after their annual 
convention there. They consider 
the plan’s state and national 
ramifications so important they 
extended their stay at the con- 
DE 


editors in the special interview. 


vention city to meet with 
On hand were president Jim 


Dart, Wilbur 


(Please turn to page 92) 


president-elect 
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These officials of the Michigan association 
answered our questions on the Reichle plan 


Jim Dart 


president 


Edwin Anderson 
secretary-treasurer 


Wilbur White 
president-elect 
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Norm Cameron 
executive secretary 


Maurice Cole 
vice president 


G. Allen Briggs 
vice president, NAPC 


Reichle’s newest plan... 


(Continued from page 89) 

that in the next few months this 
may be accomplished through 
the cooperative effort of those 
plumbing contractors who have a 
reasonable viewpoint of the situ- 
ation, together with our own staff 
and our own efforts in making 
this one of the best merchandis- 
ing areas in the U.S. for plumb- 
ing and heating products. 

I was most impressed by your 
handling of the legal aspects of 
the entire program. This is prob- 
ably one of the most difficult to 
report or write about and any 
time that the subject of inter- 
state vs. intra-state comes up 
there can be a_ tremendous 
amount of fog and smoke before 
any final determination on this 
issue can be made. 


Is the Plan Legal, Or Isn't It? 


The only question I can ask 
you now is, why in hell didn’t 
you just say that the damn plan 
is legal and call it a day? I 
know you couldn’t do this, but I 
must compliment you on the ac- 
cumulation of phraseology which 
in the end really said what I have 
said above 

At any rate, my hat is off to 
DoMESTIC ENGINEERING, its man- 
agement, its managing editor and 
the entire staff. I enjoyed work- 
ing with you and I sincerely be- 
lieve you have written one of the 
best articles about the industry 
that has been written in many 
years—even though I have been 
the victim, or shall we say polite- 
ly, the subject of discussion. 


He's Calling His Attorney 


I am calling my attorney and 
asking him to place a copy of this 
issue in my safety deposit box so 
it may be interred with me when 
my day comes to cross the great 
horizon. 

WALTER A. REICHLE 
President 
Reichle Supply Co. 





What if the ‘wrong type’ 


(Continued from page 90) 
White, vice president Maurice 
Cole, secretary-treasurer Edwin 
Anderson, and executive 
tary Norm 


secre- 
’ Cameron. G. Allen 
Briggs, just elected first vice 
president of the National Assn. 
of Plumbing Contractors, also 
was in on the discussion. 
Here’s the consensus of their 
remarks. For the sake of easier 
reading, we're attributing the 
comments mainly to the associa- 
tion’s president, Jim Dart. Since 
the men were in agreement on 
most of the essential points, this 
is done at no sacrifice to accu- 


racy. The main points brought 


Manu 
a oo 
wholesalers 


MANSFIELD, O.—We have been 
watching the progress of the 
Reichle plan with a great deal of 
interest because of the broad im- 
plications that it portends for our 
entire plumbing industry. 

Basically our problem in 
plumbing as in any other indus- 
try producing consumer goods is 
to be alert to any distribution 
plan that will move more of our 
products to the consumer. This 
responsibility becomes more de- 
manding with the exploding pop- 
ulation growth in this country. 


eQOur problem as an industry 
producing and distributing con- 
sumer goods is one of securing 
proper exposure of our products 
to the public, providing adequate 
installation (in most cases), and 
making available suitable servic- 
ing for these products. 

It seems to me that the intent 
of the Reichle plan is to accom- 
plish just that. 

I have always rigidly believed 


of wholesaler adopts it? 


out by the interview follow: 

“We can talk about how the 
Reichle plan tends to make a 
labor broker or a ‘satellite 
plumber’ out of the contractor— 
and we this is 
Dart said. 


believe true,” 


s “We can also complain that it 
puts the wholesaler in direct 
competition with his contractor- 
customers, especially those who 
are already doing a good job of 
merchandising and have a sub- 
stantial investment in showroom, 
advertising and selling expense. 
It is definitely true that both 
Reichle and these contractors are 


HV 


iJ y 


competing for the same custom- 
ers,” he emphasized. 

“We can object,” Dart con- 
tinued, “to the fact that the plan 
tends to reward the non-mer- 
chandiser by bringing him some 
Reichle 
at the expense of the more ag- 
gressive contractor who may 
have made the sale himself if 
Reichle hadn’t beat him to it.” 

Dart asked: “Is it a good thing 
for the industry to have a whole- 
saler divert part of the money 


referral business from 


he makes on contractor pur- 
chases into avenues of selling 
that take the business away from 


(Please turn to page 171) 


both contractors and 


today s marketing picture 


Fred Hout 
President, Barnes Mfg. Co. 


in the distribution pattern of 
manufacturer to wholesaler to 
retailer to consumer. There are 
specific functions in wholesaling 
and retailing that must be per- 
formed. Regardless of how they 
are juggled, these definite steps 
of moving merchandise from 


manufacturer to consumer must 
be carried out. Any re-arrange- 
ment or adaptation of this basic 
marketing concept is certainly in 
order provided it more efficient- 
ly accomplishes the over-all 
objective to get more of our 
preducts into the hands of the 
ultimate consumer. 


elt is not a matter entirely of 
competing among ourselves but 
with many other industries pro- 
ducing consumer goods—we are 
all working toward an increas- 
ingly larger percentage of the 
consumer dollar. We in our in- 
dustry all believe emphatically 
that our products are fundamen- 
tal to modern living and contrib- 
ute heavily to healthful, conven- 
ient and efficient living. There- 
fore, any distribution pattern 
that better accomplishes the task 
before us is certainly worth con- 
sideration. 

I firmly believe in the basic 
economic function of the whole- 
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saler in stocking, displaying, 
selling and generally servicing 
products he handles. He truly 
represents the outlet in a trading 
area for the manufacturer’s 
goods. Certainly it is impractical 
for a manufacturer to sell to re- 
tailers simply because of the 
multiplicity of them. A manu- 
facturer to wholesaler relation- 
ship is sound because it takes 
into a specific trading area a 
quantity and variety of products 
that then must be redistributed 
to reach the ultimate consumer. 


s Now that redistribution proc- 
ess certainly involves three basic 
requirements of display—where 
to buy and how to select; pro- 
visions forinstallation; and 
continuing service. This redistri- 
bution cost is always there 
regardless of who performs each 
part of it. 

Customers generally like the 
opportunity to select from a wide 
variety of products properly 
displayed. We currently see the 
super market approach spread- 
ing into the automotive field. 
And it’s just as reasonable that 
it has appropriate application in 
the plumbing industry. 

Since most of our products do 
require installation, this, there- 
fore, looms to major proportions 
in the mind of the consumer 
when selecting the new product. 
Assurance of good installation 
facilities is all important. And 
since many of our products are 
mechanical in operation, the con- 
tinuing service factor is always 
with us. Again the customer 
wants assurance in this direction. 


a These functions of redistribu- 
tion are always with us, and it 
is simply a matter of who per- 
forms which. Specialization is 
commendable. This, in a sense, 
is the essence of the Reichle plan. 
The wholesaler is specializing in 
providing adequate and varied 
display and selection, the plumb- 
ing contractor carries out the 
function he performs best in in- 
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Says Reichle plan may lead to price 
cutting; jeopardize code protection 


OKLAHOMA City, Oxia.—In my opinion, 
the Reichle plan is little, if any, better than 
the plan of well known chain department 
stores which have already relegated many 
so-called contractors to the class of installer. 

There are already many “Reichle plans” 
in operation in the country, and it is fairly 
obvious that if they succeed others will be 
likely to follow. They all provide for some 
kick-back ranging from 20 percent down. 


s As competition increases with the addition 
of other plans, it is a good bet that the com- 
missions will decrease, as there will always 
be someone who is willing to install for the 
labor only, as they are doing now for the 


well-known chains. Price of installation is 
bound to play a part in the sale and, even- 
tually, most sales will go to the firm that can 
offer the cheapest installer. 

This may sound like a good thing for the 
consumer. But already we have evidence 
which points to the conclusion that where 
price controls the job, little attention is paid 
to installation regulations and in many cases 

(Please turn to page 170) 


stallation and continuing service. 

It seems to me that the plumb- 
ing contractor can function suc- 
cessfully either and both ways. 
If the wholesaler is doing the 
display and selling direct to the 
consumer, then naturally as a 
participating contractor he must 
receive less of the redistribution 
dollar. If the contractor, on the 
other hand, has the facility and 
the inclination to carry out all 
retail functions he can still do it 
and naturally receive a larger 
portion of the redistribution dol- 
lar. I believe the two are 
compatible. 

Again, the ultimate aim is to 
move more merchandise and do 


it in the most effective and effi- 
cient manner. The Reichle plan 
affords that opportunity and at 
the same time does not negate 
the more conventional approach 
to the problem. 


s The arithmetic of the problem 
gives us the answer. There are 
functions to be performed and 
each must be adequately com- 
pensated. The more effectively 
we move this merchandise to the 
consumer the better we all ben- 
efit in our plumbing industry’s 
marketplace. 

Frep Hout 

President 
Barnes Manufacturing Co. 


Do wholesalers want a change in our 


distribution system? (see next page) 





WHAT 3000 WHOLESALERS THINK OF THE REICHLE PLAN 


Do you approve of the “Reichle plan” Would Reichle’s ‘‘reason’”’ for his 
type of direct selling by wholesalers, plan, namely that his contractors 
whereby contractors who participate are not doing enough merchandising, 
get part of the retail markup? be justified in your business area? 


|Buy DIRECT AND SAVE! | = Pau CONTRACTOR] 





No 
55% 


Yes 
34% 
red No 
opinion eulaten 
11 = 


WHAT ARE THE CHANCES that a Reichle-type 
continued . . plan for direct selling by wholesalers will 


come to your town? 
Is the plumbing and heating industry on 
Do Wholesalers Want the verge of a drastic change in its distribu- 
i tion structure, with the wholesaler emerging 
A Change in Our as a more dominant force in the retail sales 


picture? 

. « « 5 These questions are not merely academic 
Distribution System? ones. A survey of 3,000 wholesalers, made 
by DE as part of its study of the Reichle plan, 
revealed a strong and widespread interest in 
; the plan. 

In its Reichle plan study, DE It showed that wholesalers, like contrac- 
surveyed 3,000 of them to find tors, are reappraising the traditional distri- 
: bution system in the light of the plan. 
out. Here are their answers They’re evaluating it not only in terms of 
their own local situations but in terms of 
its long range effect on the structure of the 
industry and its service to the public. 
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Do you believe the Reichle plan, if 


followed nationally, would reduce the 
contractor to a ‘satellite plumber,” a 
hired installer of presold equipment? 


opinion 


11% 


They’re asking, “Is it good or bad for me and for 
the industry?” In some cases they're waiting to 
see what happens to the Reichle plan in Saginaw, 
Mich.—and in the several other cities where it’s 
been adopted—before deciding whether to emu- 
late Reichle or stick to their present methods of 
selling and distribution. 


s To feel the pulse of the wholesaler branch of 
our industry in depth, DE asked a series of 
searching questions in its survey. We asked 
wholesalers what they think of contractor mer- 
chandising in their areas, whether they think a 
Reichle-type plan is the answer if they’re dis- 
satisfied with the present situation, whether they 
have alternative ideas for upgrading merchandis- 
ing standards, whether they think the Reichle 
plan would drastically alter the distribution 
structure of our industry if widely adopted, and 
whether or not such a change—if it were forth- 
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What effect do you think the plan 
would have on the distribution and 
sales structure of the p-h industry 

if it became widely adopted? 


Opinion 


12% 


coming—would be good or bad for the industry 
and for the public. 

Here, in brief, is what wholesalers who replied 
to the survey had to say: 

Fifty-five percent of them flatly disapprove of 
the Reichle plan. 

Some 63 percent endorsed the reason given by 
Walter Reichle for.embarking on a direct selling 
program, namely “lax contractor merchandising,” 
asserting the same thing is true in their areas. 
Only slightly more than half this number, how- 
ever (34 percent), favor the Reichle plan as a 
means of “correcting” the situation. 

Most of the others believe either that the indus- 
try must go along with the “natural evolution” 
of good merchandisers, or that wholesalers should 
work harder to develop potentially good mer- 
chandising contractors on a selective basis—and 
abandon forever worrying about the 60 to 70 per- 

(Please turn to page 173) 























EXTERIOR of Peter Bach 
mann's 50-year-ald 
home near Sheboygan 
Falls Wis belies the 
radical remeadeling jab 
an the interiar th wall 
get a@ face lifting tat 


ef 


IN THE MODERNIZED KITCHEN, Mrs 
old Jeff, 


cluding the built-in dishwasher at the lower left 


Bachmann gives one of her six children, two-year 
a drink of water from the new double-compartment sink. All appliances, in- 

, are finished in a cool spruce-green 
color to harmonize with the warm mahogany finish of the wall and base cabinets 
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DomEstTk 


A 12-r0oom HousE that only a 
few months ago could boast of 
little more than an outdoor privy 
and a sad assortment of other fix- 
tures now stands as a remodeling 
showcase for the products of the 
plumbing and heating industry. 

The 50-year-old 
standing on a hill overlooking 
Falls, Wis., 


once again how the remodeling 


farmhouse, 


Sheboygan shows 


Betfore-and-atter photos 


show kitchen 


You can use this installation story in pictures 
to show your prospects how planned remodeling can transform 
even the oldest house into a 20th century model home 


of a older 


building pays off—how it pays 


structurally sound 
off in better living for the occu- 
pants and in greater profits for 
the contractor through the sale 
of a wide range of remodeling 
products and services. 

When the job was finished, p-h 
Fred Boedecker 
the Neumann 
Plumbing and Heating Co.) tal- 


contractor 


(president of 


unprovements 


STOVE INTO GRILL: Peter 


lied up this $6,000 list of plumb- 
ing and heating improvements: 
—A sparkling new kitchen, com- 
plete with built-in cooking units, 
a double-compartment sink, au- 
tomatic dishwasher, focd waste 
disposer and all the other com- 
ponents that go to make up a 
20th century kitchen—including 
a white brick charcoal grill. 
—A 


master bathroom in “sun- 


Bachmann charcoal-grills steaks (above 


in about the same spot that was ance accupied by an ald kitchen 


range 


he has his back turned ta an island divider 


kitchen fram the dinette 


BEFORE REMODELING, the kitchen looked like 


this 


with the sink located in a pantry 


The 


area now includes a roomy kitchen, a dining 
family room, powder room and laundry space 
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seen in the phate at left 


area 


Belaw the grill is a built-in aven 


belaw) that separates the 


and cantains caunter-tap caaking units 





OUTHOUSES WERE POPULAR 25 years ago, but former occupants of the Bachmann house were stil! 
using one in 1958 (inset). Sheboygan contractor Fred Boedecker combined two closets and part of an 
adjacent bedroom to create this master bathroom on the second floor. The fixtures are deep yellow 
to complement the walls, floor covering*and Formica lavatory top. The water closet is wall hung 


The “magic of modernization’ is most apparent in the bathroom... 


(Continued from page 97) 

rise yellow” that rivals the most 
luxurious baths in the most cost- 
ly new homes. 

—A child’s bath in “suez tan” 
complete with twin lavatories for 
speeding up rush-hour washups. 
—A powder room on the main 
floor for added family conveni- 
ence. (Incidentally, all 
the 
hung models.) 
—An enlarged boiler with a com- 
plete new heat distribution sys- 
tem of baseboard radiation di- 
vided into three separately con- 
trolled zones. 

—An enlarged pressure tank for 


water 


closets in house are wall- 


98 


the existing water system to take 
care of the increased water needs 
of the family’s modernized kitch- 
en and bathrooms. 

The home was bought and re- 
modeled by a Sheboygan Falls 
family of eight that couldn’t find 
the kind of new housing they 
wanted at a price they were will- 
ing to pay. 

The house itself, a 33 by 48- 
foot edifice on 180 acres of choice 
land, was probably considered in 
high fashion in the early 1900's. 


Its rooms were spacious and 


The 


house had seven bedrooms, an 


high-ceilinged. two-story 


old-time big kitchen and plenti- 


ful storage space in a full base- 
ment and attic 

But when it was purchased by 
the Peter Bachmann family it 
toilet and 
only limited bathing facilities. 


contained no indoor 

Outside of a basement heating 
and water supply plant, there 
were three main plumbing fix- 
tures in the home—a pantry sink, 
a lavatory in a back room cff the 
kitchen, and a solitary tub in an 
bathroom. A 
wooden outhouse was the only 
toilet. 


upstairs small 
Heating was provided by 
a radiator in each room. 
Bachmann, a farm implement 
(Please turn 


to page 100) 


Do TTC 
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AN INVITATION TO CLEANLINESS are these twin lavatories, shared 


BEFORE REMODELING, this upstairs bath- 
room contained the only tub to be found 
in the Bachmann house. There were no 
other plumbing fixtures in the room. 


here by Bachmann’s sons, Jim and Jeff. This fully-equipped bath- 
room was created by the p-h contractor in the old second floor bath 
shown at the right. The fixtures, walls and lavatory top are tan. 


-* 


SPE TS PEPE LES TASER SLEPT RRS 


EXPOSED PIPING and an old lavatory 
without a drain trap characterized an 
oversized washroom on the first floor 
just off the kitchen. The installation of a 
wall-mounted water closet and lavatory, 
as well as a thorough-going redecora- 
tion job (right), changed this shabby 
area into a _ colorful powder room. 
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land alone. So the Bachmanns 
bought it; then they set about re- 
modeling the entire interior from 
top to bottom. 

In the ensuing months, work- 
men ripped down the dark 
stained wood wainscoting and 
wood posts framing archways, so 
typical of the turn of the cen- 
tury. On the first floor, they re- 
moved partitions, joining a bed- 
room, dining room and pantry in- 
to a big L-shaped family room 


and dining area, with an impres- 


sive floor-to-ceiling flagstone 


BACHMANN BASEMENT has yet to be remodeled, but one sec- fireplace ; 9 the focal point. A 
tion was added to the existing boiler, a new jacket was in- parlor, living room and closet 


stalled, and the heating was converted from an open to a 
closed system. The house is divided into three heating zones. 


were combined into one big liv- 
ing room. All are heated by the 
new baseboard radiation. One 
side of the building was pushed 


i out to makea new mai ance, 
Heating, water supply are updated, too tare ut tom 1new main entrance 


(Continued from page 98) 
dealer, had originally planned to 
build a new home elsewhere. He 
and his wife have six children, 
ranging in age from 2 to 13 years, 
so they wanted the home to be of 
ample size. They weren’t too sur- 
prised, however, when builders 
told them the house they had 
in mind would cost in the neigh- 
borhood of $45,000. 

Once they had seen the ancient 
farmhouse, the Bachmanns felt 
they would be getting a better 
home, dollar for dollar, by re- 
modeling the sturdy structure. 

An additional point in favor of 
the big farmhouse was the land 
surrounding it, which Bachmann 
now farms. There was also a 
large machine shed, a 120-foot 
dairy barn and other outbuild- 
ings. The asking price for the 
farm and buildings was little 
more than the going value of the 


100 


facing on the home’s driveway. 


ad 


° . age 
IGS Oot e f ead . 
Siva a 


FIREPLACE WALL, made from stones gathered on the Bachmann farm, domi- 
nates the 33-foot family room. Baseboard radiation (arrow) was installed 
throughout the house except for convectors used in the three bathrooms. 
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The big kitchen and an adjoin- 
ing converted 
into a complex of utility facil- 


washroom were 
ities, dinette space, kitchen cab- 
inets, and a battery of compactly 
arranged cooking units, includ- 
ing the white brick charcoal 
grill. 

In the expanded kitchen area, 
an island counter and hanging 
cabinets now divide the large 
dinette from the kitchen, which 
is complete with built-in coun- 
tertop cooking units, oven, dish- 
refrigerator 


washer, disposer, 


and double-compartment sink. 


tucked 
away in the utility area behind 


» Near the kitchen, but 


folding doors, is an automatic 
washer and dryer. 


Although all 


brought new light and comfort 


these changes 
into the stodgy farmhouse, es- 
sentially they constituted only a 
rearrangement of space for more 
efficient use. The really radical 
changes the 


plumbing and heating systems. 


made were in 

On this work, contractor Boe- 
decker had to start from scratch. 
Where two closets had been, he 
bath- 
room. In an existing bathroom, 


created a roomy master 


which contained the home’s only 


bathtub, he installed a complete- 
ly equipped child’s bath. On the 
ground floor, he converted a 
washroom just off the kitchen in- 
to an attractive powder room. 


«To provide sufficient capacity 
for the water closets, Boedecker 
added an 80-gallon pressure tank 
to the existing 40-gallon water 
system. He hooked the latter up 
with a 34-inch copper main and 
'2-inch branches to supply all 
household needs except for 
water closets. 

The bigger tank was connected 
with the bathrooms through 114- 
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STILL IN GOOD OPERATING CONDITION, this 15-year-old water system was 


continued in service. 


An 80-gallon pressure tank (right) was added to the 


40-gallon tank system to provide sufficient capacity for the flush-valve water 


closets and other fixtures. 


inch lines reduced from 14 inch 
at the 
to 1 
tions. 
The 
first job on which Boedecker had 


tank and further reduced 


inch at the closet connec- 
3achmann house was the 


installed flush-valve closets. He 
was somewhat doubtful that the 
Bachmann’s one-horsepower pis- 
ton pump would be able to sup- 
ply adequate pressure, but the 
system has since worked satis- 
factorily. Boedecker now says he 
doesn’t hesitate to recommend 
flush-valve type closets where- 
ever ample water pressure is 
assured. 

Pressure at the valves is about 
45 psi when the tank pressure is 
at 50 psi, and the pressure regu- 
lator setting for the entire water 
system is 30 to 50 pounds. 

In both bathrooms, the lava- 
tories were set into roomy For- 
mica tops. In the master bath, 
Boedecker used a contour tub 
and in the boy’s bathroom, a 


All photos courtesy of the Kohler Co., Kohler, Wis. 


standard tub. A 


lavatory was installed into the 


wall-mounted 


downstairs powder room. 

All fixtures are in color and 
complement the muted decor of 
the rooms. 

Since the farmhouse had no 
septic tank, Boedecker installed 
a sewage disposal system. 


=» Heating alterations were less 
“striking” but equally up to 
date. The old radiators were re- 
placed with baseboard radiation, 
except for the bathrooms, where 
convectors were used. 
Boedecker added one section 
to the oil-fired boiler and in- 
stalled a jacket. He re- 
moved an expansion tank from 
the second floor and converted 
the entire heating system to a 


new 


closed system operating on 12 
pounds pressure. 
For efficient heat distribution, 
Boedecker divided the home into 
(Please turn to page 164) 





Classy Booklets, Builder Sales Kit Are Here 
to Help You Push Hydronics... 


THE HYDRONIC HOME, a new 
full-color promotional booklet, 
is designed to help contrac- 
tors sell the benefits of hy- 
dronic heating and cooling. 
It's available without charge. 


ONES 
i ASTER 


with 


THE HYDRONIC HEATING indus- 
try—riding the crest of a steadily 
improving sales curve (up about 
10 percent over last year)—is 
aiming for new peaks during the 
second half of 1960. Within the 
past two weeks, three outstand- 
ing new promotional and techni- 
cal aids were announced—two 
by manufacturers and one by the 
Better Heating-Cooling Council. 


= The BHC piece is a complete 
new sales kit which shows build- 
ers “how to sell homes faster 
with hydronics.” It is designed 
for use by individual p-h con- 
tractors or for group use by con- 
tractors, wholesalers and manu- 
facturers representatives in their 
contacts with the builder. 

The complete sales kit (see 
illustration below) is available 
for $1.60 from the BHC at 250 
Park Ave., New York City 17. 


The second piece is a full- 
color, exceptionally attractive 19- 
page booklet, “The Hydronic 
Home.” It was published by Bell 
& Gossett Co. to assist contrac- 
tors in their direct selling efforts 
with prospective home buyers 
and potential remodeling 
customers. Striking illustrations 
show how a modern circulated 
water system for heating and 
both all- 


weather comfort for a home’s oc- 


cooling provides 
cupants and a free hand to the 
decorator. 

Among the features _ spot- 
lighted in the booklet are: more 
beautiful interiors, greater health 
and safety, permanence of invest- 
ment and such plus values as the 
later addition of zone control, 
summer cooling and snow melt- 
ing. 

Readers who wish a free copy 


(Please turn to facing page) 


THE BUILDER SALES KIT includes an outline of convincing sales argu- 
ments for hydronics, a handbook which can help make the builder’s 


salesman a “heating expert,” 
identify the system as the 


“heart of the house, 


baseboard and boiler stickers which help 


‘ 


and several pieces 


of take-home literature pointing up the quality features of hydronics. 
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To the Editor: 


We are planning to install a low- 
pressure steam heating boiler fo1 
service with a vacuum-return sys- 
tem. The boiler is rated at 12,650 
square feet of steam radiation. Ac- 
cording to the manufacturer’s cata- 
log, it will require a chimney 28 
inches in diameter and 65 feet high. 
This chimney size is given for any 
of the usual fuels, such as coal, oil 


or gas. We are going to use gas. 


sSome questions have developed 
in connection with this installation 
that have evoked different opinions. 
We are presenting these questions 
to you with the hope that you can 
guide us correctly. Here they are: 


to be fired by gas? What governs 


Hydronic sales aids... 


(Continued from facing page) 
of this selling aid can get it by 
circling “Hydronic Home Bovk- 
let” on the postage-free inquiry 


card in this issue, page 147. 


The third piece, announced 
as this issue was going to press 
and therefore not illustrated, de- 
scribes a six-point program de- 
veloped by American-Standard 
for “better and more competi- 
tive” hydronic heat installations. 
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i. Would a stub stack be satis- 
factory with this boiler, since it is 





JOB 


PROBLEMS 








the size of a gas fuel chimney? 

2. As this is a vacuum-return 
system, under what conditions 
would a vacuum develop in the 
boiler? Do we need a vacuum 
breaker on the boiler? 

3. How can this boiler rating in 
square feet of connected radiation 
be converted to boiler horsepower? 

4. Should we provide an auto- 
matic water feeder on this boiler 
as well as a low water cutoff? 
Would the boiler water treatment 
back up into and contaminate the 
cold water supply? 

5. What CO. can be developed 
with natural and artificial gas? 

6. How many cubic feet of air are 
required to burn a cubic foot of 
natural gas? A cubic foot of manu- 
factured gas? 


Missouri A.C. 


Included are concise tips on 
heat loss calculations; efficient 
methods of sizing the boiler, 
radiation, pumps and _ piping; 
organized installation proce- 
dures, and a guide to test-rated 
equipment. 

The semi-technical booklet is 
available without charge from 
American-Standard, Six Point 
Program, 39 W. 39th St., New 
York City 18. END 


AND 


HOW TO 
SOLVE THEM 


one of a series 


To the Reader: 

Since the successful burning of 
gas fuel does not depend on the 
presence of a draft, the chimney, 
stack or vent needs only to project 
2 feet higher than the roof, ridge or 
other elevated structure in the im- 
mediate vicinity. Thus in this case, 
if a stub stack satisfies the 2-foot 
rule, a stub stack will be ok. 


aA simple way to size the flue for 
a gas-fired boiler is to figure on 1 
square inch of cross-sectional area 
for each 6500 Btu of input. For this 
particular boiler the cross-sectional 
240 Btu per 
0.80 efficiency 


area needed is 12,650 
square foot 
6,500 = 584 square inches. Since 584 

x R?, R 13.63 inches. There- 
fore, the flue diameter is 2 < 13.63 
or 27.26 inches. For practical pur- 
poses, we'd provide a flue 28 inches 
in diameter. 

This factor of ample flue cross- 
sectional area is a must for gas- 
fired jobs, being far more impor- 
tant than the height of the flue. 


slIncidentally, trade practice is to 
call a masonry chimney a chimney, 
a steel chimney a stack, and a terra 
cotta or similar material when as- 
sembled from jointed lengths, a 
vent. Actually, any passage or 
conduit installed for the sole pur- 
pose of allowing the products of 
combustion to escape to the at- 
mosphere, and which is not re- 


(Please turn to page 104) 





Job Problems 





(Continued from page 103) 
quired to develop draft for promot- 
ing combustion, is a vent in func- 
tion, regardless of the material of 
which it is made. 

What about vacuum in the boil- 
er? This doesn’t worry us. In the 
conventional 2-pipe vacuum-return 
system, the vacuum on the return is 
prevented from entering the supply 
piping by the various traps that 
bottle up the steam on the supply 
side, while allowing the condensate 
to leak through. And if the vacuum 
did somehow sneak into the supply 
channels, the performance of the 
system might approximate, to a 
very limited degree, the nature of 
a sub-atmospheric system (often 
called a system”), and 
sometimes of proprietary design. 


“vapor 


= Vacuums on these vapor systems 
have been measured up to as much 
Conse- 
quently, any vacuum created by a 
leaky trap on a vacuum return, 
where the vacuum seldom goes be- 
yond 12 or 14 inches and normally 
is much less, would be insignificant. 

In short, we don’t consider a vac- 
uum breaker on this type of boiler 
installation to be necessary, and 
we'd rather have a little vacuum 
there than a lot of air that would 


as 25 inches of mercury. 





have to be eliminated eventually 
through the vacuum pump and, in 
consequence, affect the pump’s 
capacity adversely. 

The term “boiler horsepower” 
isn’t used much anymore with 
steam boilers. There are so many 
variables involved in boiler per- 
formance that to buy a boiler on 
horsepower alone may result in our 
ending up with a boiler that is 
either too big or too little for our 
job. The practice of rating a boil- 
er on the basis of connected radi- 
ation isn’t perfect either, but it is 
closer to reality than a horsepower 
designation. 


a The classical definition of a boiler 
horsepower is the ability to evapo- 
rate 34.5 pounds of water at 212F 
into the same weight of dry, satu- 
rated steam, at the same temper- 
ature. Expressed in Btu, this 
becomes 33,523.6. Since our boiler 
in the present problem produces 
12,650 <x 240 Btu per square foot = 
3,036,000 Btu, we could credit the 
unit with a calculated production of 
90 boiler horsepower, apprexi- 
mately. 

A well-known advertisement ef- 
fective over the years shows a boil- 
er operator viewing with alarm his 
empty gauge glass and advises him: 











Og SF 

















“As you'll notice on my application, | have a background 


in abstract art 


4’ 


“Sam, you better scram!” 

We consider an automatic boiler 
water feeder not only as insurance 
against low water but also as a 
labor and worry-saver. A periodic 
check of the feeder is all that it 
needs, whereas strictly manual 
water control involves more or less 
constant concern for the state of the 
water in the boiler. 

We see no reason for boiler wa- 
ter treatment to back up into and 
contaminate the cold water supply. 
A check valve belongs on such 
makeup connections. Moreover, on 
low-pressure jobs the water pres- 
sure is much higher than the boiler 
(it has to be higher to 
flow into the boiler on all jobs), 


pressure 


and that is protection against back 
flow also. 

Perfect combustion and the high- 
est possible CO, are twins. Every 
fuel requires an exact weight of 
oxygen to reach the point of perfect 
combustion where there is no car- 
bon left or escaping as carbon mon- 
oxide, and no excess air. 


a To discover accurately how much 
air is needed for perfect combustion 
involves an analysis of the fuel. We 
must know how much is carbon, 
how much sulfur, how much hy- 
drogen, how much moisture, how 
much ash, how much oxygen, and 
how much of everything else that 
happens to be in it. Apportioning 
the volume of air involved to each 
of these rather 
detailed job and runs into time; so 
we have a short method that is 
within practical limits of accuracy 
in the form of this equation: 

Btu per pound of fuel 

10,000 

approximate pounds of air per 
pound of fuel. 

This formula the 
premise that 7.5 pounds of air are 
needed for the perfect combination 
of 10,000 Btu of carbon. 

To apply this equation to natural 
gas, we'll assume as a demonstra- 
tion of procedures that a cubic foot 
weighs 0.0461 pounds and has a heat 
value of 1,000 Btu per cubic foot. 
Then 1/0.0461 = 21.71 cubic feet per 
pound, representing 21,710 Btu. By 


constituents is a 


is based on 


DomEstTIC ENGINEERING, JULY 1960 





completing the equation, we find 
we'll need 2.171 xX 7.5 16.28 
pounds of air per pound of natural 
gas. 

The next step is to assume that 
the air being supplied for combus- 
tion gets into the burner at a tem- 
perature of 60F, although it will be 
much warmer in summer and much 
colder in winter, and consequently 
have volumes per pound varying 
between about 11.6 cubic feet at OF, 
and 14.1 at 100F. At 60F, 13.1 cubic 
feet will weigh a pound. Therefore 

13.1 xX 16.28 
21.71 
10 cubic feet of air, approxi- 
mately, for the perfect combustion 
of 1 cubic foot of natural gas. 


s Unfortunately, we’ve never been 
able to design a burner and furnace 
that produce perfect mixing. This 
means we must put more air into 
the furnace than theoretically is 
necessary, in order to avoid wast- 
ing fuel in the form of carbon mon- 
oxide and carbon in the ash. This 
extra supply of air is called “excess 
air,” and for gas fuel it may range 
between 20 and 40 percent. 

Our recommendation is to esti- 
mate 30 percent excess as a practi- 
cal value. Consequently a cubic 
foot of natural gas on this basis 
will probably require 13 cubic feet 
of air for satisfactory combustion 
(10 + [10 x .30] = 13). 

Carburetted water gas, a common 
form of artificial gas, is a little more 
dense than natural gas, with not 
much more than half of the latter’s 
heat value. Set into the equation, 
carburetted water gas values are 
likely to show around 8 cubic feet 
of air for a cubic foot of gas, mak- 
ing about 10.4 cubic feet of air 
needed for perfect combustion. 


s CO, at perfect combustion is de- 
termined, as we noted before, by 
the original constituents of the gas 
fuel. A typical natural gas will pro- 
duce about 16 percent CO. by 
weight without excess air. At 30 
percent excess we might reasonably 
expect up to 12 percent. The sig- 
nificance of CO. measurements lies 
in their indicating the presence 
of excess air and other aspects of 
the efficiency of the combustion 
process. Low CO, points to a need 
for improvement. END 
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Let's Quit Selling the 
Medicine Cabinet Short 


By L. F. Wilmhoff 


TAKE A LOOK at the bathrooms featured in con- 
sumer magazines these days and what do you 
often see? A handsome mirror over the lavatory 
where the medicine cabinet should be. 

Now every bathroom obviously needs a gener- 
ous mirror. But it also needs a safe storage space 
for keeping cosmetics and medicines that are po- 
tentially dangerous to small children. 

Around 500,000 Americans suffer from ac- 
cidental poisonings each year. Most of these are 
small children who obtain candy-flavored aspirin 
or other potentially poisonous substances from 
low-level storage areas. Some items can be 
stored “low”—but medicine isn’t one of them. 


= Today’s big medicine cabinet serves a triple 
function that can and should be promoted—to the 
increased convenience of the public and the profit 
of the plumbing contractor. It provides the ex- 
panse of mirror needed for utilitarian reflection 
while grooming. It beautifies the bathroom. And 
it provides that much-needed storage area out of 
(Please turn to page 165) 





*Mr. Wilmhoff is manager of the Bathroom Prod- 
ucts Division of F. H. Lawson Co., Cincinnati. 
























Plumbing industry hi-jinks 5 an 


Here's A Bathtub That's Really Going 


Surrey, Enctanp—Local college students have come 
up with a possible answer to mom’s Saturday night strug- 
gle to get junior into the bathtub. They’ve fashioned a 
self-propelled bath-car, complete with joystick steering 
and a gasoline-fired motor scooter engine. 


The idea was conceived by David Harding, one of the 
students at Kingston Technical College, after the tub 
was dumped into a nearby yard. Nicknamed SAMBO 
(Simply A Motorized Bath Operation) , the technological 
traffic-stopper has a maximum speed of 35 miles an hour 
and boasts an economy of 60 miles to the gallon (of gaso- 
line, that is). 


Reportedly the first mobile bathroom appliance in 
Surrey, its first dry run initiated much speculation. As 
one startled and apprehensive citizen put it, “With bucket 
seats being featured in little cars these days, who knows 


what might emerge next from the once-modest confines NOT BATHING, just outfitting the tub with a 
f the bawth on ieee motor are these British collegians who built the 
or the Dawtnroom. “bathmobile” as a charity fund-raising stunt. 
The job took nearly six months, cost $75. 





Bh a Sa 


Pipes up for plumbers on 
Groucho show—wins $2,700 


GroucHo Marx, the master of the ad lib, nearly 
met his equal recently before millions of television 
fans on his comedy-quiz show, “You Bet Your 
Life.” 

His adversary was a member of the plumbing 
industry, Archie Virtue—general organizer for 
the United Assn. While matching wits with quiz- 
master Groucho, Virtue objected to unkind re- 





marks about “plumbers” made by Groucho on a 





previous show. 


NEW TWIST: Archie Virtue, general organizer of the 
United Assn., takes a pipe wrench to quizmaster Groucho ‘ 
Marx's famous cigar recently after winning $2,700 on went to Groucho, Archie actually had the last 


Groucho’s television show, “You Bet Your Life.” laugh. He and his partner, housewife Sylvia Hayes 


While a slight edge in the war of wisecracks 
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Places! 





THE TUB’S TANK holds % th’s of a gallon of 
gas, enough for a 45-mile trip. The water 
taps are ornamental, and the frame gives 
a ride that only a college boy could bear. 


of Reseda, Calif., answered enough questions cor- 
rectly to wrench away $2,700 from the show’s 
sponsors and thus become the night’s top contest- 
ants. 

Following is a transcript of the interview and 
quiz: 
(the 
week you remember one of our contestants was 


Fenneman announcer): Groucho, last 
a plumber .. 

Groucho: He probably still is. 

Fenneman: Well, that’s problematical, I think. 
You made several observations about plumbers, 
you remember that. 

Groucho: Yes, clearly. 

Fenneman: And a friend of the 


who... 


Groucho: I didn’t know he had any. 


plumber, 


Fenneman: Well this one happens to be quite 
an influential one, the general organizer of the 


International Plumbers Union. He was standing 
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backstage during the time the plumber was out 
here with you, and he didn’t quite agree with 
some of the things you said about plumbers. 

Groucho: Well if he doesn’t like it here, why 
doesn’t he go back where he came from? 

Fenneman: Well you must remember that you 
invited the gentleman to come back this week 
and talk to you. 

I dared him to come back. I didn’t 
(Applause as Archie Virtue and 
Sylvia Hayes come on stage.) 

Groucho: Welcome to “You Bet Your Life.” 
And say the secret word and you'll divide an 
extra hundred dollars. Archie and Sylvia Hayes, 
huh? 
plumber, huh? 

Archie: Yes. 

Groucho: Then why are you angry at me? 


Archie: 


Groucho: 


invite him. 


Which one of you oh, you’re the 


I’m not angry at you, Groucho. As a 


(Please turn to page 160) 





CONVERTING 
STEAM HEATING SYSTEMS 
TO HOT WATER 


by Robert Emerick 
Mechanical Engineer 
North Charleston, S.C. 


CONVERSIONS FROM STEAM to 
hot water heating are considered 
by building owners and contrac- 
tors for one of these reasons: 

1. The existing steam system is 
not doing a good job. 

2. A remodeling of the building 
is contemplated, and the removal 
of old-style steam radiators is de- 
sired from the viewpoint of ap- 
pearance — perhaps a switch to 
baseboard radiation. 

The second reason is justified, 
and the conversion can be han- 
dled as described herein. But un- 
satisfactory steam heating is not 
necessary, and such troubles as 
noise, water-logging and erratic 
circulation are readily corrected 
if we go about the corrections in 


the right way. (Information on 
what to do with a faulty steam 
heating system to make it right 
appeared in the two-part article 
in DE’s March and April issues.) 


= (It should be pointed out that 
in presenting this article, neither 
DE nor the author necessarily 
endorses the principle of con- 
verting steam heating to hot wa- 
ter over the principle of complete 
job replacement. The author’s 
explanation for the procedures 
advanced in the article is given 
in the Questions and Answers 
beginning on page 120.) 

Each of the two forms of steam 
heating systems, namely one-pipe 
and two-pipe, can be converted 


into any of these three forms of 
forced circulation hot water: 
. One-pipe water. 
. Two-pipe water with direct 
return. 
. Two-pipe water with re- 
versed return. 

Which conversion is recom- 
mended? Since any one of them, 
if accomplished properly and set 
amid suitable conditions, will be 
satisfactory, the decision should 
be shaped largely by the econom- 
ics of the situation. An estimate is 
essential as a basis for discussion, 
and the step-by-step procedure 
presented here should help sub- 
stantially in making such esti- 
mates accurate. 

The question naturally arises, 
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FIGURE 2 
RADIATION CONVERSION TABULATION 





Steam 
Radiators (Convectors) 
Number | Capacity, Btu /Hr. 


1 12,000 1%" 1% 
1 4,000 %" 2/5 
1 
1 


Press. Drop* 
In Unit 
Milinches 


Pipe Sizes 
Supply | Return 


Forced 
GPM 


| 
Room 





Living 1700 
225 
475 


250 


Bedroom 
Bath 


6,000 | hs ss) 
3,000 %" 


Etc. 





*Taken from the graph, Fig. 3. 


Always obtain a graph or tabular data on friction 
loss from the manufacturer of the radiation elements that will be functioning on the 
new hot water system. The loss varies with the make of the products. 








what effect will conversion have 
on the domestic hot water sup- 
ply? If an indirect form of water 
heater has been used with the 
steam boiler, it can continue get- 
ting its heat from the water spaces 
of the boiler. Submerged coils 
likewise simply stay as they are. 

The first step in the conversion 
is to decide which form of hot 
water system is desired. The sub- 
sequent steps will be detailed in 
later paragraphs as they apply to 
each of the three forms. Mean- 
while we must recognize that, no 
matter what form of conversion 
is selected, considerable addition- 


Figure 1: Graph of water flow for Btu load 


5 


HOT WATER FLOW VS 
BTU LOAD PER HOUR 
FOR 3 TEMPERATURE DROPS 


TE 


INS PER MIN 


GALL 





al equipment must be provided 
while certain parts of the original 
steam system will be removed. A 
list of the equipment that will 
be added or eliminated—and that 
which will remain the same—is 
given in the supplementary read- 
ing on the next page. 

In regard to the list of steam 
equipment suitable for continued 
use with hot water, watch out for 
excessive corrosion in the steam 
and condensate piping. It could 
make both of these unsuitable for 
water circulation. Caution indi- 
cates that the piping be opened 
for inspection before the owner 


‘4 


GALLONS PER MINUTE 








10 


FIGURE 1 


is told that the piping can be con- 
tinued in use. 

The fact is that much old 
steam equipment will be found 
in deteriorated shape and have 
to be scrapped. It’s also certain 
that the circulating water will 
need flushing periodically dur- 
ing the first year of operation to 
dispose of the scale and other 
foreign material that has accu- 
mulated. This extra service will 
be an uncovered expense if not 
allowed for initially in the 
changeover estimate. 

Also, look out for this: Every 

(Please turn to page 110) 


Figure 3: Graph of friction loss in convectors. 
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NOTE: USE THESE VALUES FOR 
ANY CONVECTOR LENGTH UP TO 
5’—0". IF LONGER ADD PROPORTIONATELY 





THOUSANDS OF BTU PER HOUR 


FIGURE 3 
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Equipment changes when converting 
from steam to hot water: 


e One or more circulators, depending on the size and 
zoning of the system. 


e One or more expansion tanks. 


e Balance cocks to monitor the flow of water through 
the various circuits. For one-pipe water arrangements, 
these usually are set in the main as diversion fittings. 
e A flow control valve at the boiler to prevent natural 
circulation while the circulator is stopped. 

e A new electrical hookup for the controls, needed to 
incorporate the circulator into the operating schedule. 
e Some new automatic air valves and some manual vents 
for the radiators. 

e New boiler water temperature controls, such as a 
thermostat and altitude gauge. 

e New piping at the boiler outlet and on its return to 
accommodate the changed operation. 


e Various condensate drip legs, usually there to serve 
the steam header. 


e All thermostatic traps, whether on radiators or mains. 


e The vacuum return pump or boiler return pump, if the 
system has either. 


e The Hartford return loop. 

e The boiler return trap, if the system has one. 

e Boiler non-return valve, if one is being used. 

e Riser drips to wet return. 

e Boiler water level controller and makeup feeder. 


e Boiler steam safety valves. 


e The boiler and its firing equipment. 

e The radiators, convectors, baseboard or whatever. 
e Most of the steam supply piping. 

e A good part of the condensate return piping. 

e Some valves and fittings, if still in good condition. 
e Insulation, if sound. 


e The boiler makeup and filling connections, if pro- 
vided with a pressure reducing valve and stop valve. 
These must be added if not present. 





(Continued from page 109) 
pound of steam condensed in a 
heating system releases approxi- 
mately 1,000 Btu. By contrast, 
a pound of hot water entering a 
radiator at 210F and going out 
at 190F leaves behind just 20 
Btu. To obtain the equivalent 
heating in a pound of steam, 
we've got to pump 50 pounds of 
water through the radiator 


eCan the radiator and piping 
handle that much water? Let’s 
find out. The first move is to 
switch pounds into gpm, and the 
formula is this: 

Btu per hour 


Gpm : 
Temp. Drop*x 60 x 8 


Btu per hour 
9,600* 


20 degree temperature 
drop. 


minutes in an hour. 


approximate number of 
pounds in one gallon of 
hot water. 

If we have the existing radia- 
tion capacity in square feet 
(EDR) we can switch this to 
Btu simply by multiplying the 
square feet by 240 Btu, which is 
the heating value of each. Even 
quicker, just refer to the graph 
shown in Figure 1. 


What to do with the 
gpm per radiator 

Figure 2 is a typical tabula- 
tion of all the radiators in the 
building, showing their steam ca- 
pacity in Btu per hour and what 
this means in gpm of hot water 
running through each for a 20F 
temperature drop. 

With this tabulation in one 
hand, we pick up a radiator (con- 
vector) catalog in the other and 
start putting down friction loss 
in each unit for the flow going 
through it. These are important 
data to have, since they affect 
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our choice of a pump. It’s sur- 
prising how often designers for- 
get to add in the friction loss of 
the radiator, and in consequence 
the operation of the system can 
be lopsided because there isn’t 
enough pump head to get water 
through all the radiators. 
Steam piping usually is big 
enough. For example, to deliver 
12,000 Btu an hour to a radiator, 
the steam connection will be at 
least 1 in. and probably 1% in. 
The larger piping holds down the 
pressure drop, a desirable aim 
in a low 


pressure system. By 


contrast, to satisfy that same 


heat demand with hot water, %4 
in. is ample. 

This 
throughout as a rule, which per- 
mits us to run hot water through 
the mains as is, without strain. 


relationship exists 


However, we may not be so 
lucky on the condensate side. The 
12 pounds of steam that drop 12,- 
000 Btu in the iron melt into 12 
pounds of going out 
thermostatic trap, 
producing a flow rate of about 
I, oth 
pared to the nearly 1% gpm in 


water 
through the 


gallon per minute com- 


the hot water circuit. It’s prob- 
able, therefore, that we'll find the 


condensate piping too small to 
incorporate “as is” into the new 
hot water system and will be 
obliged to replace it. 

The return mains of the steam 
system are less likely to need 
replacement for size, but they 
should never (repeat never) be 
accepted for re-use with hot wa- 
ter until their capacity and con- 
dition have been checked 
approved. 


and 


These additions, removals, re- 
placements and cautions apply 
to all conversions; now let’s see 
what is needed for the various, 


individual arrangements. 





Case I: One-pipe steam to one-pipe water 


Figure 4 is the schematic draw- 
ing of a one-pipe steam system 
as we frequently find it. Figure 
5 shows how it should look after 
we change the operation to forced 
circulation hot water. 

The steps necessary to trans- 
form Figure 4 into Figure 5 are 
as follows: 

Step 1: Remove from the boil- 
er, if the non-return 
valve (only used when the boiler 


present, 


is one of a battery), the steam 
valve, the water 
liquid level controller and auto- 


safety boiler 
matic feeder, and the steam pres- 
sure gauge. 

Step 2: Provide and install a 
water pressure or altitude gauge 
and a thermostatic temperature 
control for the boiler water. 

Step 3: As miscellaneous work, 
drain the boiler and flush it, in- 
spect it inside and out as practi- 
cal, and replace or repair de- 
teriorated or otherwise defective 
parts. 

Step 4: On the steam distribu- 
tion header and radiator steam 
connections, remove all drip legs 
together with their thermostatic 

(Please turn to page 112) 
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Case I: One-Pipe Steam to One-Pipe Water 


(Continued from page 111) 
traps, if any, and cut out all de- 
teriorated or excessively. cor- 
roded pipe and fittings. 

Step 5: Provide and install in 
the supply side of the system 
one or more expansion tanks as 
needed, diversion fittings as in- 
dicated in Figure 5, a flow con- 
trol valve on the boiler outlet 
piping, automatic air vents at 
high points and the piping and 
fittings necessary to connect the 
system with the expansion tank. 


«Step 6: Remove all existing 
condensate piping that is unsuit- 
able for use as part of the hot 
water system because of size or 
condition. Also, remove the vac- 
uum pump, receiver, boiler re- 
turn pump or boiler return trap, 
the Hartford loop, and unneces- 
sary piping as in lift fittings and 
high vent legs. 

Step 7: In connection with the 
returns, provide and install the 
circulator, sized on the basis of 
the total gpm against the system 
resistance, including head loss 
in the appropriate radiator or 
convector. Also, balancing cocks 
if the system is divided or zoned 
(as illustrated in Figure 5), a 
check valve on the circulator 
discharge, new piping and fittings 
to connect the radiator in each 
case with the main loop and new 
piping fittings to replace unfit 
material. 


aStep 8: On each radiator or 
convector replace the steam type 
air vent with one for hot water 
service; most of these will be 
manually operated. Clean each 
element thoroughly with a vac- 
uum cleaner. This is particular- 
ly necessary with convector and 
baseboard elements where dust 
and lint collect under the cover 
and are not readily noticed. 
Step 9: Complete the re-ar- 


112 





rangement of the electrical con- 
trols and determine that they are 
functioning properly. 

Also observe that piping for 


hot water circulation is sized in 
the conventional way. In most 
cases, the steam supply header 
will be larger than is needed for 


Case Il: One-Pipe Steam to Two-Pipe Water, 


Direct Return 


THE ECONOMICs of using a di- 
rect return arrangement are 
doubtful, since to prevent short 
circuiting we’ve got to use flow 
limiters through each radiator 
circuit. However, there is a defi- 
nite saving of space possible, 
compared with a reversed re- 
turn, and in many installations 
this will be important. It’s a 
good idea to estimate the costs 
of the flow limiters versus the 
extra piping needed. 

Here is the sequence for trans- 
forming Figure 4 into Figure 6: 

Steps 1 through 4: Same as 
for the one-pipe conversion. 

Step 5: Provide and install on 
the supply side of the new sys- 
tem one or more expansion tanks 
as needed, a flow control valve 
on the boiler outlet piping, auto- 
matic air vents at high points 
and the pipe and fittings needed 
to connect the system with the 


expansion tank. (Note: this is 
the same as previously detailed 
for this step, except that the di- 
version fittings are omitted.) 

Step 6: Same as for Case I. 

Step 7: This calls for special 
attention to the returns. Provide 
and install a return pipe from 
each radiator, since none is there 
with a one-pipe steam system. 
Also, a complete return main, as 
shown by Figure 6. Size this 
main and its radiator connections 
in accordance with conventional 
procedures. Provide and install 
a circulator, a balancing cock (or 
other suitable flow limiter) on 
each radiator circuit, mounted 
just ahead of the return pipe’s 
connection to the return main. 
Also, a check valve on the cir- 
culator discharge and insulation 
for the new piping as necessary. 

Steps 8 and 9: Same as that 
given for Case I. 








LEGEND 
rhe 
° 


> 


TWO-PIPE DIRECT RETURN WATER 


FIGURE 6 
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hot water, and some of the con- 
densate return piping will be too 
small. We can continue to use 
the large piping as the hot wa- 
ter main, then step it down for 
the return journey to the circu- 
lator. On a one-pipe loop, the 
point of step-down depends on 
the layout of the system, each in- 
stallation being individual, and 
we must decide on this after a 
field trip to the job. 


alin converting a one-pipe steam 
system to hot water, we recom- 
mend that the selection of a one- 
pipe hot water layout be limited 
to buildings of small to moderate 
size. The reason for this can be 
observed in the steadily decreas- 
ing temperature of the hot wa- 
ter as it travels away from the 
boiler. By the time it reaches the 
most remote radiation, it has 
been well diluted by the cooler 
returns from preceding radiators, 
and some discomfort may sprout 
from this condition. 

Two methods of relief are 
available. First, by stepping up 
the temperature of the boiler 
water, the net temperature at the 
end of the line will be higher. 
Second, we can replace the exist- 
ing radiator, which was chosen 
for steam originally, with a larg- 
er one for hot water that will 
emit the required heat from a 
larger surface. 


#One question that may come 
up in any steam conversion is 
this: “If the steam is hotter than 
hot water, will the radiation be 
able to keep us comfortable with 
the water?” 

The answer is: “Normally, yes. 
The reason is that the off peri- 
ods with steam will be replaced 
by more or less continuous heat, 
since even with the circulator 
stopped, hot water still remains 
in the radiation.” 
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TWO-PIPE REVERSED RETURN WATER 


Case Ill: 


FIGURE 7 


One-Pipe Steam to Two-Pipe Water, 


Reversed Return 


Figure 7 illustrates what hap- 
pens to the one-pipe steamer, 
pictured in Figure 4, when it is 
converted to a two-pipe reversed 
return for hot water service. 
High points in this kind of con- 
version are in the large amount 
of new piping needed for the re- 
turns, and in the elimination of 
special flow controllers such as 
diversion fittings and balancing 
cocks on the individual radiator 
circuits. 

Here are the steps in detail: 

Steps 1 through 4: Same as 
given for Case I. 

Step 5: Same as for Case II. 

Step 6: Same as for Case I. 


Step 7: Provide and install a 
return pipe from each radiator 
and complete the reversed re- 
turn piping as illustrated in Fig- 
ure 7. Also, add balancing cocks 
on each of the reversed return 
branches where they come to- 
gether ahead of the circulator. 
Provide a circulator, a check 
valve on the circulator discharge 
and insulation for the new piping 
as necessary. 

Steps 8 and 9: Same as giv- 
en for Case I. 

This completes the three forms 
of conversion commonly applied 
to a one-pipe system. The two- 
pipe steamer is covered next. 


Case IV: Two-Pipe Steam to One-Pipe Water 


THIS SYSTEM presents us with 
a lot of piping to start with and 
such hot water unnecessaries as 
thermostatic traps or hand-oper- 
ated stop valves on the outlet 
side of the radiators. The latter 
is a sorry set-up when it comes to 
the economical use of steam, not 
to mention the difficulties in- 
troduced in balancing a system 
and trying to keep it balanced. 
But this scheme just possibly 


may provide us with return con- 
nections large enough to handle 
hot water. That we'll have to re- 
member, and verify. 

If these radiator returns are 
plump enough and the building 
is not large, a one-pipe hot wa- 
ter system could provide a fairly 
economical conversion. 

A notable aspect of this con- 
version is the considerable quan- 

(Please turn to page 114) 





continued ... 
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(Continued from page 113) 
tity of condensate piping that has 
no place in the hot water layout. 
The reduction in piping becomes 
clear when we compare the steam 
system, Figure 8, with the result- 
ing Figure 5 for one-pipe water. 

The sequence follows: 

Steps 1 through 6: Same as 
given for Case I. 

Step 7: Remove all thermosta- 
tic radiator traps and hand valves 
on the radiators, sever the return 
pipe in each radiator circuit from 
the return main, and connect the 
radiator return to the supply 
main. Make sure the length of 
main between the supply offtake 
to any given radiator and the re- 
turn connection from that radi- 


FIGURE 8 


ator to the main is not less than 
the full length of the radiator. 
Physical limitations may prevent 
this in some cases, but the short- 
er distance is less desirable 
because of the effect on the di- 
version fitting. Remove the con- 
densate return main which is not 
needed by the one-pipe water. 
Also, provide and install the 
circulator, a check valve in the 
circulator discharge, balancing 
cocks if the main is divided or 
zoned (as shown in Figure 5), 
new pipe and fittings as required 


_ to tie the one-pipe main into the 


circulator and boiler, and insula- 
tion where required. 

Steps 8 and 9: Same as that 
given for Case I. 


Case V: Two-Pipe Steam to Two-Pipe Water, 


Direct Return 


When Figure 8 is converted 
into Figure 6, we have piping 
generally in the right places, but 
whether we can use the returns 
as they are depends on a verifi- 
cation of their size and condition. 
This verification will be detailed 
under Step 6, which with the 


other aspects of the conversion 
should be undertaken as follows: 
Steps 1 through 4: Same as for 
Case I. 
Step 5: Same as for Case II. 
Step 6: This includes the pos- 
sible use of the condensate re- 


turn piping. Procedures are: 


calculate gpm through each radi- 
ator circuit as indicated in the 
table, Figure 2; also through the 
existing condensate return mains, 
marking each section of the mains 
with the gallons of hot water 
which must go through it. Decide 
if use of the existing piping does 
or does not impose too high a re- 
sistance head on the circulator. 
Then remove all condensate pip- 
ing which cannot be used as a 
part of the water return because 
of size or condition, and provide 
and install new piping as needed. 
Aiso, remove the vacuum pump, 
boiler return pump and receiver, 
or the boiler return trap if it’s in 
service with the steam. Remove 
the Hartford loop and any un- 
necessary piping in the form of 
lift fittings and high vent legs. 
Step 7: Remove all thermosta- 
tic traps and hand valves pre- 
sently on the outlet side of the 
radiators. Provide and install the 
circulator and a balancing cock 
in the return pipe of each radia- 
this just 
ahead of the pipe’s connection to 
the main. Add a check valve on 


tor, mounting cock 


the circulator discharge and in- 
sulation as necessary. 

Steps 8 and 9: Same as that 
given for Case I. 


Case VI: 


Two-Pipe Steam 
to Two-Pipe Water, 
Reversed Return 


THE CONDENSATE RETURN piping 
of a two-pipe steam system gen- 
erally increases in size as it nears 
the boiler, since it picks up addi- 
tional load continually along the 
way. Unfortunately, the incre- 
mental growth of a reversed re- 
turn water system is in the op- 
posite direction, and when it does 
do an about face toward the boil- 
er, it has all the load it’s going 
to get and travels the rest of the 
way in a uniform size. This means 


(Please turn to page 120) 
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A NEW TAIT PRODUCT FOR A NEW ERA OF PROFIT IN THE 60’S 


ALLNEW 


SUBMERSIBLE TURBO-DRAINERS 


Never before such HIGH PERFORMANCE 
for such a wide range of applications 
at such a low price 


su pe ( motor: WATER COOLED 


Exclusive new motor-pump design. Water is discharged up around motor 
regardless of water level, insuring protection against overheating at ALL 
times. Heavy-duty motor is Tait-made, with overload protection. 


» pump: HIGHER PERFORMANCE 


Remarkable high head characteristics, due to radically-different Tait- 
designed open turbine-type impeller. % h.p. pumps 2000 g.p.h. at 10 
feet, and 1400 g.p.h. at 20 ft. 4% h.p. pumps 2600 at 10 ft. and 2050 at 
20 ft. Effective capacities for all four models at heads to 30 feet. 


ch: EXCLUSIVE DOUBLE-POLE 


Tait’s exclusive double-pole switch (with mechanical and electrical func- 
tions completely separate) is mounted on discharge pipe, where cut-in 
and cut-out can be varied to reduce cycling of pump to a minimum. 


ALL SIZES: 14, %, 1, and 34 HORSEPOWER 
TWO LINES: STANDARD BRASS and DELUXE BRASS 


nothing like at 
nothing more profitable 


Two new Rapidayton submersible turbo- 
drainer lines that cover a wider range of ‘ 
applications and at a lower price. Per- ; «willbepeid ; Postage Stamp ° 
formance that can’t be matched anywhere, ° by : Pp co 
anyplace. Up to 30-foot operating head. > Addressee * United States ° 
Built-in check valve. So compact, drainers ; ‘ : ; 
can be installed quickly and easily in 9” 
sump. These Rapidayton submersibles will BUSINESS REPLY CARD 
be the profit sensations of the 60's. They First Class Permit No. 170, Dayton, Ohio 
spearhead the broadest lines of drainers on 

the market today (see reverse side). 


y 7 a. a 
GET DETAILS TODAY Kipidagin division 
mail this postcard! THE TAIT MANUFACTURING COMPANY 
DAYTON 1, OHIO 
Attn: Mr. Brand Laseter 


THE MOST COMPLETE, THE MOST PROFITABLE 


Postage 














Wagon, America’s most complete 
and most profitable line 


ONE SOURCE FOR ALL YOUR NEEDS 


DRAINERS 


Reeldag@e “Nautilus*” submersible portable utility pump 


All-Brass 


Aluminum 


Aluminum 


America’s most versatile portable util- 
ity pump. Used successfully for drain- 
ing pools, tanks, ponds, excavations; 
livestock watering and irrigation; for 
cisterns, elevator sumps, manholes, 


The most deluxe upright cellar drainer 
made. Built to last for years and to 
give the ultimate in emergency protec- 
tion in the finest of contemporary 
homes. All brass through and through 


service station grease and wash racks. 
Hermetically-sealed 14 h.p. motor. Tait 
double-pole switch. Discharge to 20 
feet. Capacities to 3300 g.p.h. Brass, 
aluminum, galvanized models. 


Kneidagi Deluxe upright ALL-BRASS 


One-piece solid brass hydraulically bal- 
anced impeller. Tait double-pole switch. 
Heavy-duty 56-frame % h.p. motor 
with thermal overload protector. Ca- 
pacities to 3500 g.p.h. 


Keeldagi@ Standard upright models 


Galvanized 


Top performance, most wanted con- 
struction features, maximum corrosion 
resistance—at MID-RANGE price 
America’s biggest draizer value 
Heavy-duty \ h.p. motor wizh overload 


protection. Exclusive Tait double-pole 
switch. Cadmium-plated rod with 8 oz. 
corrosion-proof foam plastic float. 
Brass, aluminum, and galvanized mod- 
els. Capacities to 3500 g.p.h. 


Ripldagiin Special upright models 


Galvanized 


High performance and dependability at 
LOW COST. Quality-built drainers at 
low, low prices that will appeal to the 
individual budget-minded home owner 
as well as the mass project builder 


Please rush complete information on the Rapidayton cellar drainer 
lines, including a copy of your consolidated catalog and prices. 


Name 


Firm 





Address__ 
City__ 


Type of business 





Do you now handle cellar drainers? _ 


[] wholesale 
C) retail 


Heavy-duty \ h.p. standard motor. Ex- 
clusive Tait double-pole switch. Twin 
solid-rubber adjustable weights on non- 
corrosive nylon cord. Brass, aluminum, 
and galvanized models. To 3500 g.p.h 
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DINKLER-TUTWILER HOTEL MODERNIZATION. ARCHITECT EOWIN T. 
MCGOWAN JOBBER RANE COMPANY; PLUMBING CONTRACTOR: ACTON 


© PLUMBING & HEATING COMPANY; ALL OF BIRMINGHAM, ALABAMA 
"FOR OUR MONEY, IT’S 
BRIDG EPO RT TRAX ROD Only Bridgeport TRAXxROD offers so many exclu- 
sive showe i features. Ball constructi oF: 
IN EVERY BATHROOM”? _ hrooks slide smoothly on concealed tracks. Non- 


interfering wall and ceiling supports allow one- 
Says Mr. Ira M. Patten, Vice President and Manager, Dinkler-Tutwiler jiece ¢ aini ; alle ‘ , : 
; iece curtaining right to the walls o eS 
Hotel, Birmingham, Alabama. “We examined every competitive make of piece curtaining right tc the lls on all type of 


shower curtain rod. Only Bridgeport Traxrod measured up to what we tubs. Quick, easy snaplock construction insures 


wanted. Traxrod looks modern, is easy to operate—and it’s foolproof be- minimum time and labor costs on installation. 
cause there are no hooks to join or come out. We were more than satisfied 


with TRAXROD’s appearance, which had been previously installed in the TRAXROD is an exclusive development of Bridge- 
Dinkler-Plaza, in Atlanta.” é fs ; 
port Brass Company. It’s available in round or 


octagonal shapes for all types of shower stalls and 
TT ys recessed or corner tubs. Be sure to specify it by 
» name... Bridgeport TRAXROD. 
Old style 


S 
BRIDGEPORT BRASS COMPANY | «@ 


Bridgeport 2, Connecticut « Sales Offices in Principal Cities Bridgeport 
(Specialists in Metals from Aluminum to Zirconium) Vv 


Send for free folder on Bridgeport TRAXROD to 


shower curtain rod department 6007. 


Bridgeport traxrod 
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WESTINGHOUSE ELECTRIC CORPORATION 
AMERICAN NATIONAL BANK 


GERBER PRODUCTS COMPANY VI S | @) N 
UNION OIL COMPANY 


GENERAL BRONZE CORPORATION t 
C AND H SUGAR COMPANY Far-sighted businessmen in 
FIBREBOARD PAPER PRODUCTS CORPORATION » 3 
SOUTHERN BELL TELEPHONE COMPANY these and hundreds of other 
HUMBLE OIL AND REFINING COMPANY companies have opened their 
UNITED STATES RUBBER eeoeocitade plants to the life-saving pro- 
NEW YORK LIFE INSURANCE COMPANY 
WEST POINT MANUFACTURING COMPANY gram of the American Cancer 


WASHBURN WIRE COMPANY Society. Ask mats ACS Unit in 
DELTA AIRLINES INCORPORATED 3 


AMERICAN AIRLINES INCORPORATED your community about a free 
STAR AND CRESCENT BOAT COMPANY education program to guard 
AMERICAN —— COMPANY your employees against 

BARDEN CORPORATION rs 
INTERNATIONAL SILVER COMPANY cancer. 
BRIDGEPORT BRASS COMPANY 
BULLARD COMPANY American Cancer Society 
A. C. GILBERT COMPANY 
FAFNIR BEARING COMPANY 
UNITED AIRCRAFT CORPORATION 
RUMFORD CHEMICAL WORKS 
PRUDENTIAL INSURANCE COMPANY OF AMERICA 
REVERE CORPORATION OF AMERICA 
SESSIONS CLOCK COMPANY 
SOUTHERN NEW ENGLAND TELEPHONE COMPANY 
STANLEY WORKS 
TRAVELERS INSURANCE COMPANY 
VEEDER-ROOT INCORPORATED 
WAUREGAN MILLS INCORPORATED 
ARMSTRONG RUBBER COMPANY 
BARC PARKER COMPANY, INCORPORATED 
CHARLES PFIZER AND COMPANY 
fONA MANUFACTURING COMPANY 
TRACERLAB INCORPORATED 
ESSO STANDARD OIL COMPANY 
GILCHRIST COMPANY 
WESTERN ELECTRIC COMPANY, INCORPORATED 
NEW ENGLAND ELECTRIC SYSTEMS COMPANY 
BOSTON AND MAINE RAILROAD CORPORATION 
SOCONY VACUUM OIL COMPANY, INCORPORATED 
MIDDLESEX COUNTY NATIONAL BANK CORPORATION 
GENERAL ELECTRIC COMPANY 
MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 
INTERNATIONAL BUSINESS MACHINES CORPORATION 
MONSANTO CHEMICAL COMPANY 
LAWRENCE A. C. LEATHER COMPANY 
STATLER TISSUE CORPORATION 
JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 
PAN AMERICAN WORLD AIRWAYS SYSTEM 
THE LIQUIDOMETER CORPORATION 
KOLLSMAN INSTRUMENT CORPORATION 
BULOVA WATCH COMPANY 
CARSON PIE SCOTT AND COMPANY 
AMERICAN BRAKE SHOE COMPANY 
NEWMAN-CROSBY STEEL COMPANY 
SAFEWAY STORES INCORPORATED 
FRIDEN, INCORPORATED 
MARCHANT CAI CULATORS, INCORPORATED 
KAISER AIRCRAFT AND ELECTRONICS 
STANDARD ROMPER COMPANY 
PHILCO CORPORATION 
COATS AND CLARK INCORPORATED 
SUN OIL GOMPANY 
CADILLAC VEXTILES INCORPORATED 
BETHLEHEM STEEL COMPANY 
COLLYER INSULATED WIRE COMPANY 
CORNING GLASS COMPANY 
DAVOL RUBBER COMPANY 
FIRESTONE TIRE ND RUBBER COMPANY 
FRAM CORPORATION 
PENNSYLVANIA RAILROAD 
AMPEX CORPORATION 
PORTLAND CEMENT COMPANY 
LIBBY, McNEILL AND LIBBY 
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NEED RELIABLE, UP-TO-DATE TECHNICAL DATA? 


The new, revised 


HEATING 
VENTILATING 
AIR CONDITIONING 
GUIDE - 1960 


is your answer! 


38th Year of Service to the Pro- 
fession 


Accurate, Easy-to-Read Dia- 
grams and Tables 


Complete Indexing of Text and 
Advertising 


57 Chapters—792 Pages: Re- 
vised, Reorganized, Rewritten 


Used by Engineers, Contractors, 
Architects, Educators 


Published by the 

American Society of 
Heating, Refrigerating and 
Air-Conditioning Engineers 


The GUIDE 1960 is your most complete source of all the latest important technical 
information, current practices, and product developments, in air conditioning, heating, 
ventilating . . . the basic reference book of the profession . . . prepared by experts... 
a valuable addition to every company reference library. 


The outstanding improvements in this edition include (1) a sizes for automatically fired boilers, (9) revised data on water 
rewritten chapter on thermodynamics, (2) extensive revision treatment, (10) maximum allowable concentration of air 
in sound control chapter, (3) new data on restaurant hot water contaminants adjusted to values adopted by the ACGIH in 
requirements and method of sizing equipment, (4) a new sec- 1959, (11) 


new illustrations of automatic control arrange- 
tion dealing with fundamentals, detection and elimination of 


ments for air-conditioning systems, (12) a rewritten chapter on 
odors, (5) extension of winter design temperatures to Alaskan residential air conditioning, (13) revised rating data for steel 
cities, (6) new data on equivalent duct lengths for sheet metal boilers, packaged units, and furnaces, (14) new data on oper- 
fittings, (7) additional information on pipe and tube heat gain ating controls for oil burners, and (15) a new table of gas 
and loss, (8) a new chart and table for selection of chimney piping flow capacities. 


TABLE OF CONTENTS: Section 1. Fundamentals, Chapter 1. Terminology. 2. Abbreviations, Symbols, Conversion Factors. 3. Thermodynamics. 4. 
Fluid Flow. 5. Heat Transfer @ Section 11. Environment, Comfort and Physiological Principles. Chapter 6. Physiological Principles. 7. Air Con- 
taminants, 8 Air Conditioning in the Prevention and Treatment of Disease. @ Section III. Heating and Cooling Loads. Chapter 9. Heat Trans- 
mission Coefficients of Building Materials. 10. Moisture in Building Construction. 11. Infiltration and Ventilation. 12. Heating Load. 13. Cool- 
ing Load. @ Section IV. Room Heating and Cooling Methods and Equipment. Chapter 14. Radiators, Convectors, Baseboard and Finned-Tube Units. 15. 
Unit Ventilators and Unit Heaters. 16. Unitary Air-Conditioning Equipment. 17. Electric Heating. @ Section V. Air Systems and Equipment. Chap- 
ter 18. Warm Air Heating Systems. 19. Central Systems for Air Conditioning. 20. Air Distribution. 21. Air Duct Design. 22. Fans. 23. Air Heating 
and Cooling Coils. 24. Air Cleaning. 25. Sound Control @ Section VI. Steam and Water Systems and Equipment. Chapter 26. Steam Heating Sys- 
tems. 27. District Heating. 28. Hot Water Heating Systems. 29. High- 

Temperature Water Systems. 30. Panel Heating. 31. Pipe, Fittings, 

Woeldiae, 32. lndestelal esnies: ©: Sactiadk: Vil) Ment Gane: eee eae eee eeeeaaaaaes 
Methods and Equipment Chapter 33. Fuels and Combustion. 34. Auto- 
matic Fuel-Burning Equipment. 35. Heating Boilers, Furnaces, Space 
Heaters. 36. Chimneys and Draft Calculations. 37. Estimating Fuel 
Consumption for Space Heating @ Section VIII. Refrigeration, Spray 
Apparatus, and Sorbents. Chapter 38. Refrigeration. 39. The Heat 
Pump. 40. Evaporative Apparatus for Heat Rejection. 41. Evaporative 
Air Cooling and Humidification. 42. Dehumidification by Sorbent Ma- 
terials. @ Section IX. Controls, Instruments, and Motors. Chapter 43. 
Automatic Control. 44. Instruments and Measurements. 45. Motors 
and Motor Controls. @ Section X. Specific Applications. Chapter 46. 
Residential Summer Air Conditioning. 47. School Systems. 48. Trans- 
portation Air Conditioning. 49. Snow Melting. @ Section XI. Industrial 
Systems. Chapter 50. Process and Product Air Conditioning. 51. Con- 
trol of the Industrial Environment. 52. Industrial Exhaust Systems. 53. 
Industrial Drying Systems. @ Section XII. General. Chapter 54. Own- 
ing and Operating Costs. 55. Corrosion and Water-Formed Deposits, 
Causes and Prevention. 56. Water Services. 57. Codes and Standards. 


American Society of Heating, Refrigerating and Air-Conditioning 
Engineers 


234 Fifth Avenue, New York 1, New York 


Please send me copy (copies) of THE GUIDE 1960, 
for which payment of $....... aN 4 , at $12 per copy, is 
enclosed. (For thumb-indexed edition add $1.00.) If not satisfied, | 
may return it within 10 days for a full refund. 


Check or money order must accompany order. 
Canada and foreign countries, please remit in U. S$. Currency. 
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Which is best: Converting, or replacing, an old steam system? 


WHICH IS MOST practical — converting a 
steam heating system to hot water (using as 
much of the existing equipment as possible) 
or completely replacing the old system? 

The answer, of course, depends on many 
factors relating to the job itself, on the wish- 
es of the owner and on his economic circum- 
stances. 


= Because there is a wide variance of opin- 
ion on this question—and because there is 
often a disparity between the theory of such 
a job and the way it would work out in prac- 
tice—DE raised a series of questions for the 
author of the conversion article beginning 


on page 108 to answer. The questions and 
answers follow: 


Q. Is converting a steam heating system to 
hot water economically feasible? 


A. Yes. In my experience both contractors 
and building owners have gone for it, but 
every individual has his own likes and dis- 
likes. Some will think it lousy; others will 
think it wonderful. 


Q. Is a conversion of this type economical- 
ly feasible for one-story buildings only? In 
other words, wouldn’t it be necessary to 
make a complete changeover in riser piping 

(Please turn to page 151) 











Converting steam heating systems to hot water... 


(Continued from page 114) The steps, therefore, to be tak- 
en in converting Figure 8 into 
Figure 7 will be as follows: 

Steps 1 through 4: Same as 
those given for Case I. 


Step 5: Same as for Case II. 


Step 6: Calculate the gpm 
through each radiator as shown 
in Figure 2. Decide if the exist- 
ing condensate return pipe is 
large enough to handle the hot 
water flow through the radiator. 
If negative, remove; if suitable, 
then sever from the existing con- 
densate main and tie into a new 
reversed return, as shown in Fig- 
ure 7. Also remove the conden- 
sate return main, the vacuum 
pump, boiler return trap, or boil- 
er return pump and receiver if 
present. Also, the Hartford loop, 
unnecessary piping in the form of 
lift fittings and high vent legs and 
the thermostatic radiator traps. 


that our reuse of the condensate 
piping, if any, in the steam sys- 
tem is going to be small, and 
possibly limited to the short re- 
turn legs in the radiator circuits. 








«Step 7: Provide and install all 
parts of a complete reversed re- 
turn system, as sketched in Fig- 
ure 7. Also, add return connec- 
tions to the radiators as necessary 
to replace existing condensate 
piping, the circulator, a check 
valve on the circulator discharge 
and insulation as needed. 

Steps 8 and 9: Same as those 
ahead, dear, tell Mr. Olson how you ‘fixed it’.”’ given for Case I. END 
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Lead with, 


POLAR WAR 


stainless steel sinks 


more for you 


To prevent pollution of water 
supply, more and more codes 
are calling for integral vacuum 
breakers on faucets where pos- 
sibility of back syphonage 
exists. You'll find your most 
complete selection at Chicago 
Faucet—for slop sinks, bed pan 
flushers, laboratory sinks, 
shampoo fixtures, etc.—with in- 
terchangeable spouts and sup- 
plies to meet every need. The 
vacuum breaker proper is sim- 
ple and positive in operation, 
compact in size, and meets every 
code we know of. The faucet 
mechanism is the famed Chicago 


Faucet interchangeable unitthat 
more for permits minor repair or com- 


your customer eee ten nee 














Bed Pan Flusher No. 904, with 
integral vacuum breaker, tem- 
pering and control valves, 

There is more of everything for everyone in intogralcet-off and check valves, 


the outstanding line of sinks that Polar makes. ae 


FOR YOUR CUSTOMER, here is a sink 
that is beautifully modern in design to add to 
the charm of her kitchen... a sink deep 
drawn from one sheet of heavy gauge 302 

18-8 stainless steel . . . a sink heavily sound 

Slop sink faucet No. 897, 
with integral vacuum brecker, 
adjustable wall brace, pail hook, 
adjustable supply arms with 
integral stops. 


insulated . . . a sink that is made to last for 
the lifetime of her home. 


AND FOR YOU, here is a prestige line that 
is tops in value, tops in quality ... a full line 
that offers a base of 26 models on which to bid 

. an aggressive line that is priced to make 
your quotation fully competitive without cut- 
ting the margin that you need. 


Check out this great line of opportunity with 
the men who call, or, if you prefer, write direct 
for full information and the name of the distrib- 
utor nearest you. 





The Chicago Faucet Co. 
Chicago 339, Ill. Chicago Faucets 

are distributed 

through the 

plumbing trade 


Polar Ware Company % ) x E ; exclusively 


"4900 LAKE SHORE ROAD, SHEBOYGAN, WIS 
Merchandise Mart Chicago 54, Room 1455 


‘415 Lexington Avenue "800 Santa Fe Ave 
New York 17, N. ¥ Los Angeles, Calif 


Offices in Other Principal Cities ‘Designates office and warehouse. 








Domestic ENGINEERING, JULY 1960 





“TI wish I could have done something to help...” 


You can do something 


about traffic accidents! Drive safely yourself—obey the 
law. Sure. But you can do a lot more! Traffic accidents affect everybody. 
Reducing them is a community problem. Its solution calls for systematic, 
organized effort and cooperation with public officials —for teamwork and 
leadership. Here is where you can help. Join with others who are working 
actively to promote safe driving and secure strict enforcement of all traffic 
laws. Make your influence count. Support your local Safety Council! 


Where traffic laws are strictly enforced, deaths go DOWN! 
Published in an effort to save lives, in cooperation with the National Safety Council and The Advertising Council. 
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WEIL: McLAIN 


GAS BOILERS WITH 
ALL THE ADVANTAGES 
ONLY CAST IRON 
CONSTRUCTION 

CAN OFFER 


et 3 Lelio ied at aioe he hal ae RR 


ie "J rE) 


NET LOAD RANGE. Hot water: 
360,100—3,354,000 BTU/hr. 
Ae Steam: 1,500—13,975 sq. ft. 
SS Qeasg Send for Bulletin C-297. 
NET LOAD RANGE. Hot water and Steam: Be eg ' Sas 
72,000 — 324,100 BTU/hr. Send for a ee 
Bulletin C-169. 








The sections and base of any Weil- 
Mclain gas boiler can be moved 
through a standard doorway. 





2 


In Weil-McLain “‘H” and “J” Boilers, you’ll 

find certain features common to both which give 

these boilers complete distinction. They’re cast iron, 

for resistance to corrosion, and are amazingly compact. The 
larger ‘‘J’’ Boiler, in particular, will save as much as 50% 
in boiler room space. 

These boilers can be equipped with the latest electronic 
controls and pre-wired control panels. Their design facili- 
tates easy cleaning and permits maintenance at top 
efficiency. Assembly with short draw-rods assures a strain- 
free, longer-lived unit. 

Special “"H"’ Boiler features 
Single or dual tankless heaters can be installed for an ample 
supply of year round hot water. 

Special ''J’’ Boiler features 
33 boiler sizes increase in increments of only 500 gross sq. 
ft.—permit close sizing to the heating load. A.G.A. approved 


efficiency of 80°%...only a vent needed to carry off products 
of combustion. 


WEIL-McLAIN CAST IRON BASEBOARDS FOR APARTMENT HOUSES 


Made to order for apartment house 
use. Can’t be marred or dented... 
stand up under the rough treatment 
likely with frequently shifting tenants. 


Send for Baseboard Bulletin C-223, 


Available in 7” 
and 9" heights 


WEIL: M:LAIN WEIL-McLAIN COMPANY 


BOILERS - RADIATORS MICHIGAN CITY, INDIANA 


Address literature requests to Dept. A-70 
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News. . 


. Continued from page 16 


+} 


ISTRIBUTORS PLUMBING 


TEXAS-SIZE TURNOUT: Lone-Star staters, 


ROMER eae 


HEAT 


some 50,000 in all, made a huge 


success of the Products for Better Living Show, sponsored by Homer G. Maxey 


& Co., a Lubbock, Tex. plumbing and heating wholesaler. 


The three-day event 


was highlighted by door prizes and Grand Ole Opry stars. 


lrate Wholesaler Has Sharp Words 
for P-H Industry Pricing Trends 


HunTINcTON, W. Va.—Sharp 
criticism of pricing trends in the 
plumbing industry was voiced by 
an irate wholesaler recently 
Speaking at the convention of the 
West Virginia Master Plumbers 
Assn., H. L. Godschalk, president 
and general manager of Tri-State 
Plumbing Supply Co., pointed out 
that these trends have led to an age 
of “profitless prosperity” for the 
entire industry. 

Taking a 


practices, he 


slam at discounting 
said that discounts 
originally were granted to contrac- 
tors as a reward for loyalty to the 
supplier, volume purchases, dis- 
counting bills on time and aiding 
the wholesaler’s merchandising ef- 
forts. “In our age of profitless pros- 
perity,’ he continued, “the value 
and intent of the compensatory dis- 
count has been neutralized. It has 
become a tool for sales instead of an 
earned reward, and now discounts 
are peddled and replace service.” 
a Godschalk placed the blame on 
all segments of the industry. Re 
garding the manufacturer's respon 
sibility for the present situation, he 
said, 


Thei 


problems 
tell them of 


"They too have 


market analysts 


the national their 


product. Their sales managers and 


potential for 


market researchers reach up in the 
air and come down with a figure 
representing 
their fair 


they consider 


the 


what 


share of existing 


Texas ‘Better Living’ 
Show Attracts 50,000 


Lupsock, Tex.—Close to 50,000 
people attended a three-day ‘“‘Prod- 
ucts for Better Living Show,” 
sponsored by Homer G. Maxey & 
Co., plumbing wholesaler. Over 
100 displays of leading national 
manufacturers of products ranging 
from lighting fixtures to built-in 
kitchen, heating and air condition- 
ing equipment were shown. 


= The first day of the show 
reserved for Maxey’s customers. 
The company fed more than 4,000 
at a free barbecue, gave away more 
than $5,000 worth prizes 
and produced a stage show. 


was 


of door 


The general public thronged the 
final two days of the show, exam- 
ining the displayed products, en- 
joying continuous stage shows and 
$4,000 worth of 
radio stations did di- 
from the show 
during the public showings. 


carrying 
Four 


away 
prizes. 


rect broadcasts 


market. And, hell or high 
water, they go after that part of the 


come 


market.” 
said, 


by- 


manufacturers, he 
the going gets tough, 
(Please turn to page 128) 


Some 
“when 


Brass Group Praises Stand on Imports 
Taken by Massachusetts Contractors 


(Continued from page 16) 
plumbing brass goods were placing 
the country-of-origin identification 
ix: obscure places. At that time, the 
PBI brought to light that some 
identity markings were being “clev- 
erly concealed in places that would 
be hidden after installation.” 

w» Asa result, the U.S. Commission- 
er of Customs issued a circular let- 
ter throughout the Customs Bureau 
emphasizing the fact that importers 
are required to place the country of 
origin “legibly and conspicuously” 
on imported products 

Members of the PBI at its latest 
meeting also passed a resolution 
urging all contractor groups to fol- 
action of Massachusetts, 
ago (DE for July, 1959 


low the 


A yea 


page 114), this magazine carried an 
article about the growing alarm 
being expressed in many quarters 
about the U.S.A.’s declining exports 
and mounting imports of copper and 
At that time, DE 
reported some findings from a Cop- 
per & Brass Research Assn. survey 
that revealed that in a 10-year 
period (1949-1958), U.S. imports of 
copper products grew from 44 per- 


brass products. 


cent of exports to 1,145 percent. 


that a 
wage dis- 
U.S. 


noted 
“sometimes tremendous” 


a The report also 


parity existed between and 
foreign manufacturers 


the CBRA urged 
that a “flexible tariff be set up which 


In conclusion, 


would merely equalize this wage 


disparity,” 
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AT = 


Installe Like Lightoing! AERMOTOR 


oe 
CENTRIFUGAL 


e SMALL! ~—se LIGHTWEIGHT! 
e COMPACT! « LOW-PRICED! 


tn, A natural for home owners, farmers, con- 

I. Built-in Corner Supports! tractors, motel and resort owners, indus- 

No extra parts — one tool —a screw trial plant managers—Aermotor’s easy- 

driver. Just tap in the corner tabs — it's , to-handle “CN” does countless general 
locked tight. utility jobs. Here’s only a few: 


2. Ridged Corners for Strength! Booster service Cooling systems 


Speeds installation — stops warp and wobble. Garden & lawn sprinkling Air conditioning 

Draining ponds, ditches Swimming pools 

3. Installs Fast — Sells Fast! Contractors’ dewatering Stock tank filling 
On the line, on the job or in the store. Builds profit — Liquid transfer systems Fire protection 

cuts time. 





One man, one minute, one screw driver .. . that’s Available in 4%, 42, % and | HP, the 
all it takes for safe, sure sink frame support with “CN” delivers up to 55 GPM against 
KINTRIM! a total head of 50 feet. Pump casing 
may be turned on motor to give either 
horizontal or vertical direction to 1-inch 
discharge opening. 


1. Wide flange : 3 
assures watertight . , Fem 
seal 9 E \ nia BRANCHES: 
— DALLAS se OMAHA 
“ , AMARILLO HARRISBURG 


2. Guarantees a firm - aol 
\ DES MOINES KANSAS CITY 
3. Special anchor secure fastening : ‘ MINNEAPOLIS 


. CORDELE, GA. 
lug assures 
lh | MAIL. COUPON TODAY 
VERTICAL 


Contact your wholesaler or write. 


® 
\ 


AERMOTOR COMPANY 


MATE = 2500 W. Roosevelt Road, Dept. DE-7 
F Chicago 8, Illinois 


K N K F A 2.) SUMPMATIC ay Ze Please send me more information on 
> 4, the Aermotor “CN” Centrifugal Pump 
e § ‘ “ou 


i ie a 2S Se ee me 


Name 


INCORPORATE DO 
Address 
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Manufacturers: 


iad ere is Your 
2-Way Approach To 


Your Direct Approach tothe Wholesaler 


Below are the component parts of Domestic Engineer- Each business day of the year these product and 
ing Catalog Directory that create the most receptive, source information features perform a vital, two-fold 
most positive sales atmosphere for your products. function that works to the mutual advantage of manu- 
They constitute the essential elements of good cata- facturers and buyers alike. They make it easier for 
loging that the plumbing-heating-cooling industry you to SELL your products . . . they make it easier 
has long accepted as the most desirable, most practi- for buyers to BUY your products! 

cal, most usable for all of its purchasing functions. These sections serve as a common meeting place 


MANUFACTURERS’ CATALOG SECTIONS 


Consists of catalogs of manufacturers of Boilers, Furnaces, Radiation, 
Burners, Stokers, Air Conditioning Equipment, Refrigeration, Insulation 
and related products. 





Consists of catalogs of manufacturers of Heating Specialties, Valves, Pipe, 
Fittings, Heating Controls, Heat Transfer Equipment, Hot Water Supply 
Units, Pumps, Tanks, Water Systems, Water Softeners and related prod- 
ucts. 


Consists of catalogs of manufacturers of Plumbing Fixtures, Accessories, 
Appliances, Water Heaters, Water Coolers, Drinking Fountains, Labora- 
tory Equipment and related products. 


a ia TPRBAAS HSE TARAS LEDS ILOBT IS SiON A I 


| yy - £ 
REFERENCE SECTIONS OURCE 
Classified Directory of Products. A complete listing of all known products 
in the industry classified and cross-indexed for buyers’ convenience. 
Bold-faced listings and references to page numbers direct buyers to specific 
product data in Manufacturers’ Catalog Sections. 


Technical Reference Data. A comprehensive 164 page special section, 
complete with basic tables, rules, charts, symbols, etc., designed to assist 
buyers in connection with technical and engineering subjects. 





our most effective approach to the industry's 
top buyers 
SALES... 
Directory! 


your most direct route to 
. is through Domestic Engineering Catalog 


This is the one means available to these buyers that 
provides them with the practical combination of a 
catalog featuring the lines of hundreds of manufac- 
turers and a comprehensive directory of the indus- 
try’s products. It is the one centralized reference 
volume that is expressly designed to simplify their 
buying function. 

That’s why these buyers are accustomed to referring 
to its various product and source information sec- 
tions for the dependable guidance they require in all 
of their purchasing operations. That’s why, when 
you place your product data before them in the 
Manufacturers’ Catalog Sections, you actually make 
it easy for them to buy your products. 


Buyers of Plumbing-Heating-Cooling! 


where buyers actually come looking for YOU! This 
occurs whenever and as often as the purchase of your 
type of products is imminent. 

When your catalog is bound into the Manufacturers’ 
Catalog Sections, each of your listings is bold-faced 


Here, at the very point of purchase, is where you can 
assure your products of fullest consideration when- 
ever buying decisions are being made. 
For details on all phases of this service write direct 
or Consult Your Advertising Agency. 


in the various Directory Sections. These, in addition 
to page reference numbers which are also bold-faced, PpQMESTIG ENGINEERING CATALOG DIRECTORY 
1801 PRAIRIE AVENUE CHICAGO 16, ILLINOIS 


guide buyers directly to your specific product data. 


RO TREE A: = 


Consists of catalogs of manufacturers of Lawn Sprinkling Systems, Fire 
Protection Equipment, Plumbers Brass and Specialties, Thermostatic Con- 
trols and related products. 


Consists of catalogs of manufacturers of Drainage Pipe and Fittings, 
Septic Tanks, Specialties, Packing and related products. 


Consists of catalogs of manufacturers of Tools, Machines, Compounds, 
Oils, Specialties and related products. ! 


Your catalog in Domestic 
Engineering Catalog Directory 
will keep you in constant 
daily contact with the indus- 
try’s top buyers . . . the men 
you must reach and influence 
Names and Addresses. This section lists complete names and addresses to sell your products in 
of all known manufacturers in this field. Here again, to aid buyers, all yolume. 

firms represented in Manufacturers’ Catalog Sections are set in bold- 

faced type with “See page... .” references. 


Trade Names. Lists and identifies the trade names of products used in this 
field. To assist buyers, trade names of manufacturers represented in 
Manufacturers’ Catalog Sections are bold-faced. 
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(Continued from page 124) 
pass the wholesalers and con- 
tractors and contact the custome! 
directly. Others sell through ‘eage 
beaver’ manufacturers’ agents. 
“For example,” he said, “this 
type of selling and the lack of 
progressive merchandising in our 
industry has taken the kitchen 
cabinet sink business away from 
the wholesaler and the contractor. 
As an additional example, I ask you 
to take a good look at the com- 
mercial boiler market as it exists 
today. If we allow this to continue, 
this market could also be lost to us 
in the near future.” 


ws Regarding the responsibility of 
wholesalers, Godschalk said, “In 
some parts of our country whole- 
salers have become _ desperate 
enough to go into wholesale-retail 
type operations (DE, June) in 
order to maintain their fair share 
of the volume which is now going 


to the eager beaver type of manu- 


New ball valve for corrosive service 
...@asier to operate and maintain 


Greatly simplified access 
for maintenance and 
easy adjustment without 
dismantling are made 
possible by a unique 
top-entry design of a new 
ball valve announced by 
Tube Turns Plastics, Inc. 
These features, combined 
with the basic operating 
advantages of the ball 
valve, provide important 
economies for corrosive 
piping services. 


* Easy to operate... 
simple quarter-turn ac- 
tion with self-indicating 
port position ... posi- 
tive, instantly responsive 


facturers’ agents, to chain store op- 
erations and dtu’s.” 

Godschalk then implied that 
many wholesalers brought the sit- 
uation on themselves. “I would like 
to convey this message to my 
brother wholesalers,” he said. “Each 
time we extend unwarranted credit 
to a mechanic who only possesses 
the desire to be in business and 
nothing more, we are in fact fi- 
nancing and creating competition 
for the very contractors who have 
supported us.” 

Regarding the contractor’s part 
in the present industry condition, 
Godschalk said, “The plumbing and 
heating contractor has been on the 
wrong end of many developments 
which touch our industry. His bids 
are peddled or auctioned off. He 
is placed in a coliseum with his 
brother contractors, in view of all, 
to fight to the death for his exist- 
ence. The fact that he is the low- 
bid man going in on a job doesn’t 
mean a thing beyond the fact that 








he will have an opportunity of re- 
quoting when the general contrac- 
tor is ready to buy the contract. He 
is expected to furnish his talents, 
his tools, his facilities and his ex- 
perience for hourly or daily labor 
rates just because his industry is 
penetrated by so many people who 
have set themselves up in business 
by virtue of getting a few business 
cards printed, whereas in reality 
these men should be employees of 
plumbing and heating contractors. 
But, in all justice, do not allow 
these remarks to close the door of 
opportunity to anyone capable of 
embarking on a career in this great 
industry of ours. 


ws “Recently in conversation with a 
project builder,” Godschalk said, “I 
was told by him that the only phase 
of his program that was bid, re-bid 
and re-bid again was the plumbing 
and heating, and without lifting a 
hand or saying a word, just by 
keeping his mouth shut, he de- 
veloped prices far below his orig- 
inal bids or estimates. Now, isn’t it 
ridiculous that a situation like this 
develops within a group of alleged 
businessmen?” 

As steps to reverse the present 
trends in the industry, Godschalk 
urged all groups to give careful 


flow control...self-lubricating “Teflon” seat rings prevent seizing. 


e Easy to maintain ...top-entry permits removal of one-piece ball and stem 
for on-the-line maintenance. 


© Easy to adjust sealing force on seats... by nut on bonnet, without dis- 
connecting valve. 


This new ttp* ball valve is available in injection molded UPVC (unplasticized 
polyvinyl chloride) for up to 150°F, and in “Penton” (chlorinated polyether) 
for service to 225°F ...in socket, threaded or flanged ends. Write for Bulletin 
TTP 180. TUBE TURNS PLASTICS, INC., Department DE.7, 2929 Magazine 
Street, Louisville 11, Kentucky. *"4p" is aT. M. Reg. U.S. Pat. Off. 


NON-ELECTRIC FAN: Not exactly the 
ultimate in. cooling systems is this 
kerosene-powered “air conditioner” 
made in the 1880’s and shown by 
Leo Munchof of Los Angeles. 
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study to the Fair Trade Practice 
Laws, have an appreciation of the 
services each renders the other and 
to recognize that all are entitled to 
reasonable profits. “It is not my in- 
tention,” “that any 
segment of our business be con- 
demned to hell, but since we have 
all been living in a purgatory of 
sorts, we should, collectively, for 
the lifting up entire in- 
dustry, build a ladder of trust, re- 
spect and good will, so that we can 
climb to greater heights which will 
prove beneficial to all segments of 
the industry.” 


he declared, 


of our 


Boiler Shipments Up 
As Furnaces Decline 


New York Crty—Shipments of 
boilers for residential heating sys- 
tems during the first three months 
of 1960 were about 10 percent high- 
er than during the same period a 
year ago, the Better Heating-Cool- 
ing Council reported last month. 

During the same period, the BHC 
said, shipments of furnaces fell 10.9 
percent below year-earlier figures. 

Shipments of all types of resi- 
dential boilers—cast iron, steel, and 
copper tube—were estimated at 
60,000 for the 1960 quarter. BHC 
also reported continued strength in 
the commercial, industrial and in- 
stitutional fields. 


Unavailable Parts Are 
Specialty of Kissler 


New York Crry—For almost 40 
years Kissler & Co. has been sup- 
the plumbing wholesaler 
and contractor with custom-made 
parts to replace those which are 
no longer available through or- 
dinary trade channels. 


plying 


= The company, one of very few, 
manufactures, stocks and markets 
500 different stems and 65 
replacement parts for 
faucets and flush valves. Because 
of extensive machine shop facilities, 
Kissler can duplicate any part re- 
gardless of age. Starting with bar 
the finished 
gradually takes form as it goes 
from turret lathe to threaders to 
cutters to milling machines. 

Kissler custom 
work on parts which are obsolete 
and sells primarily to plumbing and 
heating supply houses. 


over 


seats as 


stock or rod, part 


specializes in 
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Consumer Mag Launches 
Home Improvement Push 


Des Mores, Ia.—A 
center” display and program, de- 


new “idea 
signed to promote new homes and 
remodeling sales, has been created 
by Better Homes & Gardens. 
Highlight of the new program is 
an illuminated display unit that in- 
corporates idea-stimulating mate- 
rial from the pages of the maga- 
zine, brochures, advertisements and 
detailed plans for bathroom, kitch- 


en and other types of remodeling 
projects. (See photo, page 11.) 
The permanent display unit is 
seven feet tall, four feet wide and 
30 inches deep. A four-color dis- 
play poster is mounted on the wall 
of the unit above a rack and library 
space for product literature. On the 
counter part of the unit is the pub- 
lication’s new book, “Portfolio of 
Ideas for Your Home.” The 140- 
page book contains ideas for new 
homes as well as categorized ideas 


(Please turn to page 130) 


New! Balancing Valve 
That Never Forgets! 





A| 


iy 


Illinois “memory” device gives you 
one valve to do two different jobs! 





| * A unique internal “memory” device in the new 


| Illinois Water Balancing Valve gives you one unit 
that does the 
Itsab 


ancing 1s 


work of two different valves 
valve: Extremely accurate bal 
red with 360 degrees stem rotation 
and a corresponding extension of the throttling 
range. Low pressure drop through the valve is 
achieved by internal streamlining and by having 
the bonnet mounted at a 45 degree angle to the 
piping 
WRITE TODAY 


FOR OUR 


It’s a shut-off valve: The return line of any unit 


in your system can be tightly shut-off and service 
performed. When the unit is returned to use, the 
Illinois “memory” device limits the valve opening 
to its initial balance point 

Illinois 


The Valve 


complete valve and fitting in every unit, simplifies 


Balancing eliminates one 
installation, and reduces system maintenance. It 
prepares your system for both accurate water flow 
regulation and absolutely tight shut-off 


NEW BALANCING VALVE BULLETIN 


yVAN Ol Piiinttiiin Ai Bitter 


COMPANY, INC., 


LOUISVILLE, KENTUCKY 


ilinois is a famous brand among AAF products 
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(Continued from page 129) 
for various improvement projects. 

The library rack of the unit holds 
copies of BH&G’s magazines on 
kitchen, bathroom and home fur- 
nishing suggestions. 

The entire unit, including some 
3,500 pages of remodeling ideas, is 
available as part of the publica- 
tion’s home improvement program. 
It includes a two-year subscription 
to the magazine and annual and 
quarterly sales promotion packages 
containing ad mats, TV scripts, 
publicity materials, window ban- 
ners, decals, direct-mail pieces and 
other copy and layout suggestions. 


= The annual promotion package 
will also contain the magazine’s 
filmstrip, “Ideas to Improve Your 
Home,” designed to be shown to 
women’s clubs, etc. 

To qualify for the program a 
contractor must feature and pro- 
mote brands advertised in the mag- 
azine, feature the idea center four 


times a year in local newspaper or 
other advertising and furnish evi- 
dence of promotion activities. Cost 
of the display unit and all materials 
in the program is $149.50. 


Milwaukee Wholesaler's 
Jamboree ‘Big Success 


MitwavukEeeE—“Oh, what a won- 
derful day — thanks,’’ was the 
almost unanimous farewell expres- 
sion of the 2,000 guests who at- 
tended the Milwaukee 1960 Sales 
Jamboree, sponsored by Jerry Pol- 
land and Harold Rozansky of Eco- 
nomy Supply of Wisconsin Inc., 
plumbing and heating wholesaler. 
Most of the guests were p-h con- 
tractors and their families, the ma- 
jority from the Milwaukee area but 
some from as far as 150 miles away. 

The jamboree was held in the 
state fair park, and a large rented 
circus tent displayed the products 
of 26 p-h industry manufacturers. 
Tables were set up outside where 


it’s time for you to look at 








ronnieb seca ctsetonee 


we 2 1 


YORK (/) HEAT 





today’s standard for 
residential heating ... 
profits and performance 


Now is the time to step up to the dealership of the complete 1960 line of 
quality-built residential furnaces and boilers, Known everywhere for de- 
pendability and quiet economical operation, the 1960 line brings you even 


greater refinements and customer-winning features. Boilers . . 


to 468,000 Btuh. Furnaces. . 


. from 100,000 


. from 81,000 to 205,000 Btuh. Gas and Oil- 


Fired. A few franchises still awaiting progressive, qualified dealers. Write 


for full details NOW 


a A Wilk a 


YORK, 
PENNSYLVANIA 


eaaed Souielity w Auto Hit 


Boilers to 600 Hp. Furnaces to 4,750,000 Btuh 


the guests could enjoy the free 
food and drinks that were served. 
Free tickets for rides on the roller 
coasters and other amusement park 
features were given to the chil- 
dren, and drawings were held for 
some 60 prizes, ranging from a tele- 
vision set to portable radios and 
coffee makers. 

In the tent a “buying” show was 
held, with special sale prices on all 
merchandise normally stocked by 
the p-h wholesaler. 

This was the second jamboree 
held by Economy, which plans to 
make the event an annual affair. 


Ad Campaign Stresses 
Variety of Sink Frames 


Newnan, Ga.—A new advertis- 
ing campaign launched in the trade 
press by the William L. Bonnell Co. 
is stressing the theme, “You name 
it—Bon-dee will frame it.” What 
the company is driving at, of 
course, is sinks—sinks made by ev- 
ery manufacturer—and not oil 
paintings. 

Bonnell is one of the oldest and 
largest independent extruders of 
aluminum. The firm was founded 
in 1937 by president William Bon- 
nell, who is credited with making 
the first pre-formed sink frame. 
Associated with Bonnell back in 
1937—and who now hold key po- 
sitions with the firm—were Austin 
Barrows, superintendent of the 
Fabrication Division, and Vardie 
Collins, plant superintendent. 

The firm has grown into a plant 
that covers a sprawling industrial 
park, producing some 93 stock 
sizes of sink frames under the Bon- 
dee trade-mark in both aluminum 
and stainless steel. 


Clay Pipe Group Sees 
30 Percent Sales Rise 


WasuHINncTON, D.C.—A 25 to 30 
percent sales increase for clay pipe 
in the next year was predicted at 
the annual meeting of the National 
Clay Pipe Manufacturers. G. A. 
Robinson, president, also declared 
that new facilities and remodeled 
older ones should give the industry 
added capacity to handle the ex- 
pected increase. 

The 70 manufacturers present at 
the meeting discussed the associa- 
tion’s expanded research program 
being conducted at Crystal Lake, 
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Ill. Under the direction of A. J. 
Reed, the research center is pio- 
neering the development of a new 
type of joint for clay pipe which 
cuts installation time and cost. Rob- 
inson told the meeting that foreign 
manufacturers and trade associa- 
tions are beginning to join the re- 
search program. 

He blamed bad weather in the 
early part of the year for slow sales, 
but said April sales reports indicate 
a definite upward movement. The 
NCPM said that total annual sales 
of the industry now top the $200 
million mark. 

In other meeting highlights, Rob- 
inson was re-elected president of 
the group. Also re-elected were 
Reed, vice president and director 
of research; D. M. Strickland, vice 
president; A. G. Cochran, secretary; 
and R. G. Scott, treasurer: 


Day & Night Unveils 
New Water Heater Lines 
La Puente, CaALir.—A re-instal- 
lation allowance of $20 has been 
incorporated into the warranty 
policy of Day & Night Manufactur- 


TOILET TANK 
SWEATING 


JAYELITE® 
#500 Pat'd \f 
ANTI-SWEAT 


TANK 
LINER 


DOUBLE ASSURANCE OF QUALITY 
@ Fits Inside the Tank 
@ FAST MOVING “IMPULSE” SELLER 


@ A Real Money Maker for Spring and 
Summer 


@ Made of Dow Chemical STYROFOAM 


@ Famous Patented “BENDS AROUND 
CORNERS” 


@ Slotted Construction 
& Mastic 


Mfg. Representatives 
Wanted 











GLO-BRITE prooucts, inc. 


6415 N. California Ave., CHICAGO 45, ILL. 
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ing Co.’s new line of water heaters. 
The new line was introduced to 
the firm’s distributors at the annual 
sales conference in St. Louis. 


w Reason behind the allowance, 
which a company spokesman said 
is an increase from $12.50, was the 
development of a new glass-lining 
formula and application process. 
Day & Night engineers told DE the 
new glass lining features greater 
ability to withstand chemical ac- 
tion and is applied by an applica- 
tion method that reduces the 
number of bubbles which form 
when the glass lining is applied to 
the steel and hardens. 

Frank Spratt, sales manager, 
said the new line will be called 
Armored Jetglas. He added that a 
re-installation allowance “is a di- 
rect benefit to the contractor.” (See 
Service Section, page 141, for prod- 
uct details.) 


Nebraska Contractor 
Wins Display Contest 


St. CHARLES, ILt.—First prize in 
the water softener display contest 
conducted by the Stover Manufac- 
turing Co. was taken by the Tiedt- 
ke Plumbing, Heating & Appliance 
Co. of Wayne, Nebr. The award 
was an all-expense tour to the con- 
vention of the National Assn. of 
Plumbing Contractors last month 
or $250 in cash. The award-win- 
ning display incorporated two man- 
nequins and one live model in a 
bathtub, developing the theme that 
water softeners save money. 
ws The contest, which opened Feb- 
ruary 1, and the photographs sub- 
mitted were judged by a committee 
from national business publica- 
tions. Any Stover contractor using 
three or more units for display was 
eligible to enter. Contractors who 
purchased three or more softeners 
were given a Polaroid camera for 
use in photographing their displays. 
Wholesalers who purchased a 
truckload of softeners received six 
free cameras for their salesmen, 
provided their salesmen took pic- 
tures of eight contractor displays. 

Second prize of $125 was taken 
by Davidson & Twitchell of Benson, 
Minn., and the $75 third prize was 
won by C. Al Michaelson of Alex- 
andria, Minn. 

(NEWS continued on page 132) 





RITTLING 5in1 
BASEBOARD 
RADIATION 


»-»2./§S a new cost 
saving idea in 
baseboard 
heating 


One enclosure takes 
any one of five Rittling 
FINNED TUBE HEATING 
ELEMENTS....for wide 
range of heating capacity 
and hydraulic flexibility 


most important people 
concerned with 
heating 


@ FOR THE ARCHITECT 
A sturdy decorative enclosure 
to match every architectural 
treatment. 
FOR THE ENGINEER 
A capacity to suit every room 
size...pipe sizes to fit hydraulic 
conditions. 
FOR THE JOBBER 
Simplified stocking and reduced 
inventory. 
FOR THE CONTRACTOR 
Less installation time...reduced 
paper work. 
FOR THE OWNER 
Lower total installed cost... 
operating economy ... perfect 
comfort. 

Use the cost saving advantages of 
Rittling 5 in 1 Baseboard Radiation 
to increase your business. 


SEND FOR CATALOG R-S596 
OR CALL YOUR LOCAL 
RITTLING REPRESENTATIVE 


Kitlling CORP. 


RITTLING BLDG. 
BUFFALO 5,N. Y. 





News .. . continued from page 131 


CONGRATULATIONS, MR. CHAIRMAN, says R. E. Ferry (right), general manager 
of the Institute of Boiler & Radiator Manufacturers, to D. J. Quinn, vice 
president of the Plumbing & Heating Division of American-Standard. Vice 
chairman J. E. Reed, president of the Sterling Radiator Co., looks on. 


IBR Meeting Forecasts Big Hydronic 
Heat Demand; Elects Quinn Chairman 


J.—Predictions of 
the 
mand for hydronic heating sys- 
tems were made here last month at 
the 45th annual meeting of the In- 
stitute of Boiler & Radiator Manu- 
facturers. Both Joseph Decker and 
Wesley Songer, presidents of the 
Plumbing & Heating Division of 
American-Standard and Crane Co. 


ABSECON, N. 


expansion in consumer de- 


respectively, made the forecasts as 
part of their speeches. 


= Both stressed the need for a con- 
tinuation of the institute’s research 
and educational programs in order 
“to maintain the high quality of 
hydronic and to keep 
abreast of market developments in 
competing industries.” 


systems 


Reporting to the meeting, R. E. 
Ferry, general manager of the in- 


A. vanderZee 
Briggs 


stitute, said that shipments of cast 
iron heating boilers for the first 
quarter of this year were 15 per- 
cent above the 1959 period and 30 
percent over the 1958 period. 

He also reported that member- 


Names in the News 


William Sinks has been named 
sales manager of the Nu-Way Corp. 
and Sundstrand Engineering Co., 
Rock Island, III. 


A. vanderZee has been elected 
chairman of the board of Briggs 
Manufacturing Co., Warren, Mich. 


Charles Engels has been named 
manager of the Imperial 
Brass Manufacturing Co., Chicago. 


sales 


C. O. Engels 


Imperial 


E. Gray 


Coralware 


Sales of Automatic 
Water Conditioners Up 


Guenview, Itu.—A “marked 
trend” to fully automatic water con- 
ditioners was reported by Donald 
Porth, president of the Water Con- 
ditioning Foundation. Factory sales 
of these units rose 14 percent during 
the first four months of 1960 over 
the same period in 1959. 

Total water conditioner sales for 
home use were down two percent 
during the same period. An esti- 
mated 150,000 units, including filters 
and chemical were sold 
during the first four months of 1960. 

Porth said: “Just a year ago the 
sale of fully automatic units was 
just slightly in excess of manual 
unit sales. Today the fully auto- 
matic sales exceed those of man- 


feeders, 


uals on a 6 to 4 ratio.” 


ship in the IBR had increased from 
57 companies to 68 in the past year. 

Professor Warren Harris of the 
University of Illinois, reporting on 
the institute’s research house which 
is maintained at the Champaign, 
Ill. campus, said that in the tri- 
level house the ceiling construction 
on the second level was tested 
without a vapor barrier below the 


(Please turn to page 154) 


Eugene Gray has been appointed 
sales manager for Coralware Man- 
ufacturing Co., Chicago. 


R. C. Lowrey has been appointed 
sales manager of the Kitson Valve 
Division of the Welsbach Corp., 
Philadelphia. 


L. H. Hoelter has been appointed 
marketing manager for domestic 
water heaters and conditioners for 
the Permaglas Division of the A. O 
Smith Corp., Kankakee, IIl. 


L. H. Hoelter 
Permaglas 


R. C. Lowrey 
Kitson 
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BRING OUT THE BEST 


IN EVERY INSTALLATION WITH 


rote} eo} ol-lamelg-tiar-lol-mielel— 


There are at least six good reasons 
why this is the fastest growing 
trend in plumbing 


Scovill Copper Drainage Tube (DWV) is lighter in weight, 
hence easier to transport, easier to handle and install. It is 
more compact, can be enclosed within standard walls and 
partitions. It saves time; soldered joints make up faster; 
complex assemblies can be prefabricated. Compact fittings 


Scovill’s complete NEW line of 100% U. S.-made Copper Tube permit close-quarters work impossible with other materials 


Mill Products includes . . . . make it easy to meet “special” job needs. You can depend 
on superior tightness of sound solder joints in precision-made 
COPPER WATER TUBE K-L-M tube and fittings, plus proven service of lifetime solid Copper. 
SEPCER SHAINSS TERS Caw Scovill Copper Drainage Tube (DWV) also simplifies stocking, 
cuts with less waste, saves you time and money all the way. 
It is being approved by more and more architects, builders 
and code authorities every day for quality installations. It’s 
COPPER REFRIGERATION TUBE ccm msm one of the fine new product trends in building you should be 
following now. 


. wale beater 2 bung oud The BEST tx evew wmatallaton 


SCOVILL MANUFACTURING COMPANY ¢ COPPER TUBE MILL PRODUCTS, WATERBURY, CONNECTICUT 
2SC60 


COPPER THREADLESS PIPE (TP) 
COPPER PIPE 
RED BRASS PIPE 


* Sold only through Wholesalers - 





SAVE 50° ” per house 


with a 


ENERA 
ulomalic 


COMBINATION BOILER 
AND WATER HEATER 


SERIES “LG” 
GAS-FIRED BOILER 


SAVINGS TO INSTALLER ADVANTAGES TO HOMEOWNER 





Lower equipment cost 
os Less valuable space 


Less pipe and fittings used for heating 








a appliances. 
Less vent piping 








Less equipment to be dented 





Domestic coil can be 
Saves labor 


replaced easily for about 
Saves time on the job one-quarter the price of 








2 a storage water heater. 
Fewer service problems 


The only boiler manufacturers who recommend separate water heaters either make them or can’t get a coil in their boiler. 


For complete price information pick up your telephone NOW and wire collect ‘‘Rush LG Boiler Information’’. 


GENERAL AUTOMATIC PRODUCTS CORPORATION 


2300 SINCLAIR LANE— BALTIMORE 13, MARYLAND 
CANADIAN. SALES OFFICE: AQUA-AIR, LTD., 152 JAMES ST., S., HAMILTON, ONTARIO. 
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in this section. 





How to use this special section: 

AT THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 
selling and technical subjects, you will find a postage-paid 
reply card, numbered according to the items appearing 


® For more data on any of the products or literature—or 
to obtain any of DE’s free publications—merely circle the 
appropriate number on the reply card and mail it. Do- 
MESTIC ENGINEERING’S Readers Service Department will 
rush the requested information back to you. 








27-Inch High Boiler 
A boiler weighing 86 lbs and 
measuring 27 ins. high with a max- 
imum input rating of 80,000 Btu/hr 
has been introduced by the Perma- 
glas Division of A. O. Smith Corp., 
Kankakee, Ill. It is designed for 
heating hydronically small and me- 
dium-sized homes or for zone in- 
stallations supplementing a larger 
heating plant. The unit 
copper-coil construction. 
Circle No. 4 on reply card. 


features 


Shower Valve 
A shower valve controlling both 
water temperature and volume has 
been developed by Symmons Engi- 
neering Co., Boston. Besides a leak- 
proof spindle seal, the product fea- 
tures a built-in, self-cleaning action 
which permits its use in areas hav- 
ing high-mineral-content water. 
Made of bronze, it is fitted with a 
gold-colored dial panel. Exposed 
parts are triple-chrome-plated. 
Circle No. 5 on reply card. 


Swimming Pool Pumps 
Additions to its line of swim- 
ming pool pumps to cover applica- 
tions with all types of sand, grav- 
el and diatomaceous filters have 
been announced by Barnes Manu- 
facturing Co., Mansfield, O. The 
units for use with the diatomaceous 
filters develop extremely high heads 
and employ a multi-van diffuser. 
The pumps for sand and gravel fil- 
ter applications provide maximum 
backwashing at 30 ft of head. 
Circle No. 3 on reply card. 


Domestic Water Tank 

A “squat” tank for domestic wa- 
ter system service is available from 
Brady Air Controls Inc., Muncie, 
Ind. It comes in eight sizes and fea- 
tures baked-on epoxy resin lining 
over extra-heavy hot dip galvaniz- 
ed steel. A bronze welding process 
developed by the firm forms seam 
welds on the tank without affecting 
its zinc coating. Larger sizes come 
in standard construction. 

Circle No. 6 on reply card. 
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monthly shopping guide for products, tools, ideas, methods 





Saran-Lined Drain System 

A non-corrosive drainline system 
making use of saran-lined pipe and 
simplified fittings of ductile iron 
has been developed by Dow Chem- 
ical Co., Midland, Mich. For instal- 
lation in institutional and industrial 
buildings, it permits piping of waste 
acids, alkalies or solvents. Line and 
pipe sizes are 1%, 2, 3, 4 and 6 ins. 
Union-type fittings are used with 
round connector nuts tightened 
with a spanner wrench. 


Circle No. 7 on reply card. 


Adjoining-Closets Carriers 

Closet carriers for homes having 
adjoining bathrooms where water 
closets are back-to-back have been 
developed by Josam Manufacturing 
Co., Michigan City, Ind. They fit 
standard plumbing wall construc- 
tion, whether it be 2 by 6 or 2 by 
8-in. studding, and any manufac- 
turer’s closet bowl with standard 
bolt centers. The units have been 
tested to carry 400-plus lbs. 

Circle No. 10 on reply card. 
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Taper-Face Neck Flange 
Its line of taper-face neck flan- 
ges has been increased to include 
14 through 24-in. pipe sizes accord- 
ing to the Tube Turns Division of 
Chemetron Corp., Louisville, Ky. 
They are rated for 150-psi wog 
service and 100-psi saturated steam 
(338F). Of lightweight carbon steel, 
the units are furnished bored for 
Schedule 10 or standard - weight 
carbon steel pipe sizes. The taper 
reduces required sealing force. 
Circle No. 8 on reply card. 


Speakman Escutcheon 
Aids Fittings Installation 


A 2-piece escutcheon for instal- 
lation of its redesigned line of fix- 
ture fittings on walls varying in 
thickness (or uneven) has been in- 
troduced by Speakman Co., Wil- 
mington, Del. It consists of a sleeve 
and a wall flange which may be 
moved forward or backward on the 
sleeve to fit flush against a wall. A 
l-in. over-all adjustment of from 
2% to 3% ins. compensates for vari- 
ations in roughing-in and wall 
thickness. Once in place, the flange 
is secured to the sleeve by a set 
screw as is illustrated in the bot- 
tom photo at the right. 

Circle No. 11 on reply card. 


Glass Fiber Duct Liner 

A duct liner of glass fiber has 
been introduced by Johns-Manville, 
New York City. Having a low fire 
hazard rating and featuring dual 
density construction for increased 
performance of air conditioning and 
heating systems, the liner comes in 
1%, 1, 1% and 2-in. thicknesses. It 
is a resilient, semi-rigid insulation 
blanket of glass fibers bonded by a 
thermosetting resin. A new type 
nosing is featured. 

Circle No. 9 on reply card. 


Use handy reply card on page 147... 
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Crane Designs Lavatory Especially for Hotel Use 


A vitreous china lavatory de- 
signed especially for use in hotel 
guest rooms and adaptable for use 
in motels has been announced by 
Crane Co., Chicago. 


®Called the Counterlav, the unit 
accommodate’s the firm’s Embassy 
supply and waste fittings, with or 
without an ice water valve. The 
fixture is available in white as well 
as seven colors, and it features an 





integral counter and a large basin, 
10% by 16 ins. Other features of the 
pedestal-mounted unit (the pedes- 
tal is only partly shown here) are a 
6%-in. deep outlet, a front over- 
flow, a splash lip and a soap depres- 
sion. A 2-in. high back which con- 
tinues along and around the coun- 
ter end where it mounts flush to a 
corner wall is incorporated into the 
unit’s design. 
Circle No. 12 on reply card. 


Goulds Produces Multi- 


Turbine Bowl Sub Pump 

A new 
submersible pumps for installations 
requiring a large volume of water 
from 6-in. or larger deep wells has 
been added to its line by Goulds 


series of turbine bowl 


Pumps Inc., Seneca Falls, N.Y. 
Built in 16 sizes from 5 to 40 hp, 
the units provide capacities to 180 
gpm from well depths to 1,450 ft. 
Bowl assemblies, varying in num- 
ber from 2 to 23 depending on well 
depth, feature heavy cast iron 
bowls with a corrosion-resistant 
baked-on alkyd melamine finish, 
bronze impellers and stainless steel 
fastenings. Tandem bearings locat- 
ed in each stage are leaded bronze 
and Goodrich cutless rubber. Mo- 
tors are water-lubricated, pre-fill- 
ed, requiring no external lubrica- 
tion. The “O” ring gaskets between 
stages are blow-out proof. 
Circle No. 14 on reply card. 


Colored Seat Bumpers, Hinges 
A line of toilet seats incorporat- 
ing polyethylene bumpers and hin- 
ges in 121 matching colors has been 
added to its production by Bemis 
Manufacturing Co., Sheboygan 
Falls, Wis. Each component of the 
hinge is molded in one piece to 
prevent peeling, cracking or chip- 
ping. The bar-type bumper is de- 
signed to assure proper fit regard- 
less of slight bowl size variations. 
The seats come in a seamless ena- 
meled finish or pearl sheet-covered. 
Circle No. 13 on reply card. 


Propane Torches 

A series of heavy-duty propane 
torches has been introduced by 
Turner Corp., Sycamore, Ill. The 
series consists of four different 
packages, each with a different 
torch head. One kit contains a pen- 
cil point burner head; another, a 
medium-sized head; a third, a large 
head; and the remaining, a dual- 
purpose burner head. Each kit also 
contains a pistol-grip torch handle 
and a spark lighter. All parts are 
chrome-plated. The units are pack- 
aged in a self-display carton which 
is designed for counter use. 

Circle No. 15 on reply card. 
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Pressure Control Damper 

An air pressure control damper 
for application on zone-controlled 
warm air heating or air condition- 
ing systems is being manufactured 
by Econo Products Co., East Had- 
dam, Conn. It is recommended for 
installation on systems where the 
blowers’ volume of air delivery is 
that the automatic closing 
down of one or more ducts to vari- 
ous zones may overload the re- 
maining duct work and create air 
drafts and velocity noises. 

Circle No. 16 on reply card. 


such 








Snap-On Baseboard 

Baseboard with a finger-tip con- 
trol damper has been announced by 
A. Brown Products Corp., Union, 
N.J. The product snaps into place, 
and standard fittings are used 
throughout. It is rated at 600 Btu 
per lineal ft at 180F water, 1-gpm 
flow. Noise-free expansion is pro- 
vided by the firm’s “Cushion-of- 
air” brackets that are die-made and 
designed to grip the element se- 
curely as well as provide a nest for 
the tubing to rest on squarely. It 
cradles the element for alignment 
as well as for stability. 

Circle No. 19 on reply card. 
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Single-Handle Faucet 

A single-handle faucet has been 
added to its line of plumbing brass 
by Price Pfister Brass Manufactur- 
ing Co., Los Angeles. It features a 
hermetically sealed valve unit, two 
ceramic moving parts, volume and 
temperature control, triple chrome 
plating, cast brass spout and aera- 
tor, and it comes in 8-in. topmount 
and wall types and 4-in. lavatory 
units. This finger-tip control model 
is one of the firm’s 50th anniversary 
celebration products. 

Circle No. 17 on reply card. 


Tape Dope Rack 

A self-selection merchandiser 
rack for its tape dope product has 
been designed by Hercules Chemi- 
cal Co., New York City. The rack 
holds a dozen bubble-packed cards 
(which come in two sizes) of the 
pipe thread sealer. Occupying less 
than % sq ft of counter space, the 
rack is available to retailers at no 
charge with the purchase of 12 
rolls of the tape. The product also 
is available in larger sizes, fur- 
nished in pocket-sized cans. 

Circle No. 18 on reply card. 





is the title of another 
of Domestic ENGINEERING’S 
reprints offered free to its 
subscribers. Reprinted from 
articles in DE by Robert 
Emerick, consulting me- 
chanical engineer, North 
Charleston, S.C., the booklet 
provides information on in- 
stallation and servicing of 
steam heat jobs. In addition, 
five different actual case 
problems and their solu- 
tions, as taken from a p-h 
contractor’s job file, are pre- 
sented in the reprint. 





Trouble-Shooting Steam Heat Jobs 


Circle “Trouble-Shooting Steam Heat Jobs” on reply card. 














Concealed Flush Valve Added to Kohler’s Line 


A concealed flush valve adapt- 
able to all water closet and urinal 
installations, with either right or 
left-hand supply, has been added 
to its Metro line by Kohler Co., 
Kohler, Wis. It is furnished with 
lever-handle or push-button con- 
trols and with top spud, exposed 
back spud or concealed spud con- 
nections. Designed to operate at 
pressures ranging from 10 to 120 
psi, it requires only light pressure 
to trip the valve for a normal and 


positive flush and refill. The con- 
trol handle is tamper-proof in that 
continued pressure on it does not 
prolong the flushing cycle. On the 
concealed valve, both the duration 
of the flushing action and the wa- 
ter volume can be regulated and 
coordinated by means of a regu- 
lating wheel. The valves are so de- 
signed that a surge of water goes 
through valve passageways a split 
second before each flushing action. 
Circle No. 20 on reply card. 


Adjustable Shower Made 
by Milwaukee Faucets 


An adjustable shower and tub 
filler is available from Milwaukee 
Faucets Inc., Milwaukee. The mov- 
able ins. 
tween joint centers; other lengths 
can be made to order. Consisting 
of a 6-in. center valve with union 
wall flanges that mount on the face 
of a wall already tiled, it gives the 
appearance of 


arm measures 24% be- 


a concealed fixture 
as a chrome-plated escutcheon 
covers the valve. The arm is a sep- 
arate unit with male 
threads which screw into the cen- 
ter outlet of the valve to complete 
the construction. Illustrated is the 
Queen Mary Adjusto model. 
Circle No. 22 on reply card. 


4-in. ips 


Use handy reply card on page 147... 
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Branch Angle Fitting 

An angle fitting for attaching 
branch outlets at bends in piping 
systems and also for angled con- 
nections to straight lines has been 
issued by Bonney Forge & Tool 
Works, Allentown, Pa. Called the 
Elbolet, its construction has been 
designed so as to improve direc- 
tional flow conditions. The combin- 
ation of angles on both the inside 
and outside of the fitting enables a 
full penetration weld even in the 
most acute angle section between 
the fitting and the run pipe. 

Circle No. 21 on reply card. 





Redesigned Water Closet 
Its Prince reverse trap water 
closet combination has been rede- 
signed by Briggs Manufacturing 
Co., Warren, Mich. Newly incor- 
porated in the design is an elon- 
gated bowl. The vitreous china fix- 
ture still is available in the con- 
ventional round bowl style, and 
both models are furnished in six 
colors and white. Features include 
quiet operation, rugged construc- 
tion and ease of installation. 
Circle No. 23 on reply card. 
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developments are presented every month in this section 








Turbine Pump Series Expansion Joint Recessed Bathtub 


A series of turbine pumps has An expansion joint for copper A 5-ft recessed bathtub, 29 ins. 
been added to its Burks line by water tube applications has been wide and 14 ins. high and furnished 
Decatur Pump Co., Decatur, Ill. announced by Chase Brass & Cop-_ with left or right-hand outlets, has 
Adaptable for water systems, boil- per Co., Waterbury, Conn. Dé- been announced by Universal- 
er feed or condensate return unit signed for use with low-pressure Rundle Corp., New Castle, Pa. 
applications, the pumps are suited steam and hot water plumbing and With its apron-paneled design, the 
also for shallow wells with suction heating lines, the wrought copper  vitreous-enameled cast iron unit 
lifts to 28 ft, and they can be con- joint controls and compensates for complements the firm’s other bath- 
verted for deep-well installations. thermal expansion and contraction room fixtures. It is called the Lea 
The factory assembled units come movement of 100 lineal ft of cop- and comes in acid-resistant finishes 
in % and \-hp sizes. The water- per tube. Sizes available are %, %, colored in blue, green, tan, pink, 
sealed unit has a bronze impeller, 1, 1%, 1% and 2 ins. Designed for gray and yellow and white. In a 
the only moving part, mounted on operation between 40 to 240F, the regular enamel finish, the tub 
a 1-piece stainless steel shaft. joint is factory-tested to 150 psi. comes in white only. 

Circle No. 24 on reply card. Circle No. 25 on reply card. Circle No. 26 on reply card. 


Day & Night Develops 
New Heater Glass Lining 


A water heater line featuring 
what is termed an Armored Jet- 
glas lining has been announced by 
Day & Night Manufacturing Co., 
La Puente, Calif. An entirely new 
glass was developed for the lining, 
which is a dense, nearly bubble- 
free coating. Concurrent with the 
application of the new glass, the 
Recessed Conditioning Unit firm introduced a new styling 

A heating-cooling unit with a treatment for the heaters. Illus- 
finished front for total recess and _ trated is a model in the Century 
spacers for semi-recessed mount- _ series. It comes in 30, 40 and 50-gal. 
ing has been added to its line by _ sizes and features a 42-port burner 
Dunham-Bush Inc., West Hart- for fast recovery. A 1-piece door 
ford, Conn. It comes in four sizes conceals all controls but permits 
having cooling capacities (with access for cleaning and servicing. 
water coils) of 5,600, 8,400, 13,200 The two smaller sizes have a front 
and 21,000-Btu input. Btu/hr heat- flue, the larger, a center flue. Other 
ing capacities are 16,500, 25,400, items included are an extruded 
35,300 and 55,000. Direct expansion magnesium anode rod, brass nip- 
coils models are available. ples and aluminized baffles. 

Circle No. 27 on reply card. Circle No. 28 on reply card. 
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Consult your wholesaler for local availability 





Booster Water Heater 

A water heater called the Gas 
Booster is available from W. L. 
Jackson Manufacturing Co., Chat- 
tanooga, Tenn. Its Btu/hr input 
varies from 156,000 to 200,000 de- 
pending on type of gas firing. Main 
feature is a chrome alloy, cast iron 
target burner that has no movable 
parts, nor ports nor venturi. It has 
a galvanized or glass-lined tank. 

Circle No. 29 on reply card. 


Flexible Shower 

A shower having flexibility of 
dimensions between the body and 
shower head has been announced 
by Sterling Faucet Co., Morgan- 
town, W.Va. Construction details 
include a 1-piece cast body, “O” 
ring stem assembly, renewable 
seats, canopy-type handles and 
connections. It comes in a 
rough brass or satin chrome finish. 

Circle No. 30 on reply card. 


union 


Schemenauer Equipment 
Heats Large-Area Rooms 


A line of heating and ventilat- 
ing equipment designed for use in 
auditoriums, gymnasiums and simi- 
lar large-area rooms has been an- 
nounced by Schemenauer Manu- 
facturing Co., Holland, O. 


®The units are available in 16 
sizes engineered to provide a range 
rated at 1,250 to 15,000 cfm at 0 to 
1144-in. external static pressure. In 
order to permit very quiet opera- 
tion, an acoustical chamber has 
been incorporated into the equip- 
ment’s construction. For applica- 
tion in hot water or steam heating 
systems, the models may be instal- 
led either in inverted (as illustrat- 
ed here) as well as in horizontal 
or vertical positions. 
Circle No. 32 on reply card. 


Vertical Centrifugal Pumps 

A line of vertical design centri- 
fugal pumps having capacities to 
600 gpm and heads to 110 ft and de- 
signed for continuous operation is 
available from Weil Pump Co., Chi- 
cago. The ball bearing, floormount- 
ed units are for hot and cold water 
water 
circulation as well as water supply 
booster service 

Circle No. 31 on reply card. 


circulation and condenser 


Cast Iron Lavatory 

An enameled cast iron lavatory 
called the Ledgewood is being of- 
fered by American-Standard, New 
York City. Available in two sizes— 
19 by 22 and 17 by 19 ins.—it pro- 
vides a 4-in. shelf for toiletries 
and is available with metal legs 
and towel bars. The unit has a 
6-in. deep bowl and popup drain 
and comes in white and six colors. 

Circle No. 33 on reply card. 
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of products; send reply card for free reference file data 





Chain Wrenches 

Two chain types have been added 
to extend its wrench line to 44 
different types and sizes by Ridge 
Tool Co., Elyria, O. For work in 
tight they feature fast, 
ratchet-like action in either direc- 
tion, side. The two 
models handle to 2 and to 2'%-in. 
pipe and fittings. The chain has a 
finger ring for adjustment. 

Circle No. 34 on reply card. 


quarters, 


from side to 





Leakproofing Compound 

A compound called Force for 
leakproofing pipe fittings is avail- 
able from the Force Chemicals Di- 
vision of American Solder & Flux 
Co., Philadelphia. Applied by brush 
the material remains resilient en- 
abling fittings to be disconnected. 
It lubricates while providing a seal. 
The product is available in '%-lb 
cans, packed 24 to a carton. 

Circle No. 36 on reply card. 
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Lawson Bathroom Accessories Fit Various Decors 


A line of forged brass bathroom 
accessories has been introduced by 
F. H. Lawson Co., Cincinnati. 
®Available in three finishes—na- 
tural brass, satin chrome and pol- 
ished —the items include 
towel bars and stirrups, soap dishes, 
paper holders, tumbler holders, robe 


chrome 


Bloch Designs Remote 
Popup Strainer 


A remote control popup sink 
strainer has been developed by 


Bloch Brass Co., Cleveland. 


®In operation, a sink is drained 
by lifting a knob located either at 
the front end of the sink, at its 
ledge or on the sink fixture itself. 
The illustration used here presents 
the item being used in conjunction 
with a concealed-type fixture and 
demonstrates its method of opera- 
tion. The firm also carries a recent- 
ly announced overflow (see DE for 
March, page 174). 
Circle No. 37 on reply card. 


hooks and shower grab bars. The 
firm has designed the Oxford line, 
as it is called, so that its fixtures 
can be adapted to fit in with vari- 
ous schemes of bathroom decors— 
Victorian, French Provincial and 
Early American. Contemporary ac- 
cessories are available also 
Circle No. 35 on reply card. 
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Laundry Tub 

An appliance-styled laundry tub 
incorporating a hose connector that 
provides an outside - the - cabinet 
connection for the automatic wash- 
er drain and suds hoses has been 
added to its line by E. L. Mustee & 
Sons Inc., Cleveland. The connec- 
tion can be made in seconds, pro- 
viding faucet connections first have 
been made. 

Circle No. 38 on reply card. 


Gaslite Line Additions 

Three units have been added to 
its Gaslite line by Arkla Air Con- 
ditioning Corp., Little Rock, Ark. 
They are called the Homesteader, 
Phoenix and Waikiki, the last of 
which is a gas-fired “festival” torch 
(shown above) with a stainless 
flame-spreader and which 
measures 11 by 15% ins. The Phoe- 
nix is primarily for multiple use 

Circle No. 39 on reply card. 


steel 








Are you having bid estimating problems? 


Circle “Estimating Booklet” on reply card. 


In these days of tight com- 
petition the p-h contractor 
needs every resource pos- 
sible to help him in the esti- 
mation and preparation of 
bids. Such an aid is DomeEs- 
TIC ENGINEERING’S new 
booklet, “A Short Course 
in Estimating,” reprinted 
from a series of articles in 
DE by John Williams, 
plumbing-heating estimator. 
Presented are methods and 
sample charts 


free 


giving in- 
structions on figuring ma- 
terials labor takeoffs, 
overhead and profit. 


and 








Circuit Breaker, Load Center 

A line of 100-amp QO circuit 
breakers and FSP fusible load cen- 
ters with aluminum lugs is avail- 
able from the Square D Co., 
ington, Ky. These 


Lex- 
devices permit 
the use of either aluminum or cop- 
The load centers 
range from 100 to 200 amps with 
and parallel The 
breaker comes in several sizes 
Circle No. 40 on reply card. 


per conductors 


series devices. 


Drain Line Cleaner 

A redesigned tool for cleaning 
1% and 2-in. drain lines has been 
announced by Flexible Plumber- 
tools Inc., Los Angeles. By turning 
the crank handle, the snake is fed 
out or fed back into the container. 
Two models are available: one with 
a capacity of 100 ft of %-in. snake 
and the other with a 50-ft capacity 
of % or “«u-in. snake 

Circle No. 41 on reply card. 
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Fitting Repair Kit Board 

A display board of repair kits for 
American Kitchens Products has 
been announced by Tracy Ameri- 
can Kitchen Parts Co., Pittsburgh. 
Each display has 29 kits, and these 
units contain all wearing parts of 
the items in the company’s entire 
line. The pegboard display also car- 
ries two spouts, a faucet with spray 
and a faucet less the spray. 

Circle No. 42 on reply card. 


Reducing Valve 

A bronze-body reducing valve for 
hot water heating systems has been 
introduced by Modern Flo - Trol 
Products Corp., Babylon, N.Y. Al- 
though the valve comes factory-set 
at 12 psi, it can be adjusted to oper- 
ate at 3 to 28 psi, and it is furnished 
in a %-in. size. Its features include 
a check valve, built-in strainer and 
an extra-large diaphragm. 

Circle No. 45 on reply card. 
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By-Pass Shower Fittings 

By-pass shower fittings designed 
especially for overcoming the prob- 
lem of complete water shutoff dur- 
ing shower repairs in multiple- 
storied dwellings have been devel- 
oped by Price Pfister Brass Manu- 
facturing Co., Los Angeles. For 
homes the product is available in 
2-valve tub and shower fittings, 
less the by-pass. 

Circle No. 43 on reply card. 


Goulds Announces Sub 
Pump for 60-Foot Depths 


A submersible pump for well 
depth settings to 60 ft has been 
presented by Goulds Pumps Inc., 
Seneca Falls, N.Y. The %-hp unit 
can be installed with %4-in. piping. 
The impeller, bowl, guide vane and 
cover plate are made of Byrite, a 
lightweight, non-water absorbing 
material providing smooth water 
passages. Its stainless steel shaft 
without impeller keys is 
designed for positive drive. The 
unit can be disassembled in the 
field for servicing. Price includes 
pump, motor and control box. 

Circle No. 46 on-reply card. 


design 


Gas-Fired Boiler 

A Sunnyday 6 gas-fired boiler 
for small to medium-sized residen- 
tial installations has been intro- 
duced by Crane Co., Chicago. The 
packaged unit is available in three 
models and is suitable for gravity 
or forced hot water heating systems 
and for direct-type hot water sup- 
ply systems. Two units are shipped 
without circulator and wiring. 

Circle No. 44 on reply card. 
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HANDBOOK OF OIL BURNERS and 
Water Heaters is the title of a 100- 
page pocket-sized book from Car- 
lin Co., Wethersfield, Conn. 

Circle No. 48 on reply card. 


SPECIFYING WATER HEATERS for 
heating with steam or hot water is 
covered in a guide from Bell & 
Gossett Co., Morton Grove, Ill. 
Circle No. 49 on reply card. 


ZONE CONTROL on new or existing 
hot water heating or cooling sys- 
tems is the subject of a brochure 
from Econo Products Co., East 
Haddam, Conn. 

Circle No. 50 on reply card. 


WATER SYSTEMS SPECIFYING is dis- 
cussed in a brochure from Aer- 
motor, a division of Motors Prod- 
ucts Corp., Chicago. Also available 
is a sheet describing its Sumpmatic 
sump pump. 

Circle No. 51 on reply card. 


PROFIT PAK is the name of A. Y. 
McDonald Manufacturing Co.’s 
(Dubuque, Ia.) dealer kit designed 


to increase water systems sales. 
Circle No. 52 on reply card. 


ITS AUTOMATIC FEED control sys- 
tem, Hydrotol, is explained in a 
catalog from Associated Labora- 
tories Inc., Lathrup Village, Mich. 
Circle No. 53 on reply card. 


SHOWER RECEPTOR made of glass 
fiber-reinforced polyesters is shown 
in a catalog sheet from Magnalum 
Products Inc., Miami, Fla. 

Circle No. 54 on reply card. 


ITS SUBMERSIBLE PUMPS are de- 

scribed in a bulletin from Sumo 

Pumps Inc., Stamford, Conn. 
Circle No. 55 on reply card. 


A METHOD for determining the 
square feet of heating surface re- 
quired for water heat-up is given 
on a selection chart from Dean 
Products Inc., Brooklyn. 

Circle No. 56 on reply card. 


ITS POWER GAS conversion burner 

is described in a bulletin from Len- 

nox Industries, Marshalltown, Ia. 
Circle No. 57 on reply card. 





Watts Catalog Details Hydronic Heating Equipment 


A 4-page condensed catalog pre- 
senting its new hydronic heating 
accessories has been issued by 
Watts Regulator Co., Lawrence, 
Mass. Especially featured is the 
company’s circulator (see DE for 
May, pages 146 and 161). The com- 
plete line includes flow check, air 
eliminator, tank drain, radiator di- 
version fittings, feed water pressure 
regulators, ASME safety relief 
valve, low water cut-off and tem- 
pering valves. Boiler hook-up using 
the equipment is illustrated. 

Circle No. 47 on reply card. 
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ITS COMPLETE LINE of products is 
covered in a bulletin from Ameri- 
can-Standard Industrial Division, 
Detroit. 

Circle No. 58 on reply card. 


ITS FURNACE LINE of gas-fired 
horizontal units is illustrated in a 
folder from Janitrol Heating & Air 
Conditioning, a Division of Mid- 
land-Ross Corp., Columbus, O. 
Circle No. 59 on reply card. 


POWDER-ACTIVATED FASTENING 
tools and accessories are detailed 
in a catalog from Ramset Fastening 
System, New Haven, Conn. 

Circle No. 60 on reply card. 


UNIT, BLAST HEATERS are the sub- 

ject of a catalog from D. J. Murray 

Manufacturing Co., Wausaw, Wis. 
Circle No. 61 on reply card. 


MOLDED PIPE INSULATION called 
Gem-Foam is described in a cata- 
log from Baldwin-Ehret-Hill Inc., 
Trenton, N.J. 

Circle No. 62 on reply card. 


PLUMBING-HEATING MATERIALS are 

priced as well as listed in a booklet 

from Elite Sales Corp., Brooklyn. 
Circle No. 63 on reply card. 


ROTARY PUMP SELECTION jis dis- 
cussed in a manual from Deming 
Co., Salem, O. 

Circle No. 64 on reply card. 


ITS AUTOMATIC HUMIDIFIER is the 

subject of a sheet from Pelna En- 

gineering Corp., Philadelphia. 
Circle No. 65 on reply card. 


HEAVY-DUTY COILS for steam, 
steam distribution and hot water 
are described in a 44-page bulletin 
from American-Standard Indus- 
trial Division, Brooklyn. 

Circle No. 66 on reply card. 


BEG YOUR PARDON—The May issue 
carried a listing (No. 81) announc- 
ing Wm. Steinen Manufacturing 
Co.’s “Nozzle Guide’—third edi- 
tion, 100-plus pages. Inadvertently, 
its cost ($1.50) was not mentioned. 
To receive the pocket-sized manual 
covering nozzles for servicing oil 
burners, furnaces and boilers, en- 
close check or money order and... 
Circle No. 67 on reply card. 
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Your service section for FREE information 


@ The no-postage reacer service card below will bring you information on any 
new product or piece of equipment listed in this section or advertised this month, 
plus new literature for your files and free management, technical and selling aids. 


@ Review the New Products described in this issue starting on page 135. Circle num- 
bers on the reply card below corresponding to the items listed. 


@ Read the Trade Literature reviews on the preceding page. To obtain your free cop- 
ies, use the handy reply card and circle the appropriate numbers. 


™@ Read advertisements and note the page number. Enter this number and the manu- 
facturer’s name on the card for complete details. 


Save time, use this handy, postage-paid reply card 


Circle numbers for free information on items in this issue aiper eee 
July 1960 Issue This card void after October 1, 1960 on advertised products, 
write in the manufacturer's 


NEW PRODUCTS 1 2 3 4 5 6 7 8 9 10 11 12 13 name and page number ad 
14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 — 
31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 46 





LITERATURE 47 48 49 50 51 52 53 54 55 56 57 58 59 
61 62 63 64 65 66 67 











FREE MANAGEMENT, TECHNICAL AND SELLING AIDS 
Please Circle Hydronic Home Booklet (p. 102) 
Estimating Booklet Trouble-Shooting Steam Heat Jobs 
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Quick Guide to New Products in this Month's Service Section 


(Descriptions start on page 135) 


Reply No. 
Item and Page 
Bathroom Fixtures 
Metering Shower 
Swimming Pool Pumps .. 
27-Inch High Boilers .... 
Shower Valve .. 
Domestic Water Tank .... 
Saran-Lined Drain System 
Taper-Face Neck Flange. . 
Glass Fiber Duct Liner .. 
Adjoining-Closets Carrier 10—137 
Fittings Escutcheon 
Hotel Lavatory 
Toilet Seats 
Multi-Turbine Sub Pump 14—138 
Propane Torches 15—138 


Pressure Control Damper 16—139 
Single-Handle Faucet .... 17—139 
Tape Dope Rack 18—139 
Snap-On Baseboard 19—139 
Concealed Flush Valve .. 20—140 
Branch Angle Fitting .... 21—140 
Adjustable Shower 22—140 
Redesigned Water Closet . 23—140 
Turbine Pump Series .... 24—141 
Expansion Joint 25—141 
Recessed Bathtub 26—-141 
Recessed Conditioner .... 27—141 
Heater Glass Lining 28—141 
Booster Water Heater .... 29—142 
Flexible Shower 30—142 
Vertical Centrifugal Pump 31—142 
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“etme SINK FRAMES 


Ww Your choice: ALUMINUM or STAINLESS STEEL. Aluminum frames fur- 
nished in Trim-A-Luster (WILL NOT RUB OFF BLACK). Stainless Steel 
frames furnished in Satin-Luster. 





> 4 Permanent—Self-Sealing— W atertight—Sanitary. 


Complete range of sizes for installation of all types of flat rim sinks 
including cast iron, pressed steel, stainless steel and vitreous china 
sinks using all types of covering material. 











Produced in the largest, most modern plant of its kind in the world. 








&. 
¥ 
= 
° 


eo ue NEWNAN, GEORGIA 


Remember... the first pre-formed sink frame ever produced was made by Bonnell 





THE U.S. TREASURY SALUTES THE AUTO INDUSTRY 





—and its thousands of employees who help strengthen 
America’s Peace Power by buying U.S. Savings Bonds 


The huge team that plans, builds and markets the cars Amer- 
ica drives is making another great contribution to our na- 
tional security. Thousands upon thousands of auto industry 
employees are buying U.S. Savings Bonds, regularly, 
through the Payroll Savings Plan. 

Regular purchase of Shares in America helps these for- 
ward-looking people set up their own reserves for home 
building, for education and for greater security after retire- 
ment. The Payroll Savings Plan provides a sound, auto- 
matic way to practice thrift. 

If your company has not yet put in a Payroll Savings 
Plan, start now. It’s easy! Just telephone your State Savings 
Bond Director for the help he is eager to give you. Or write 
to Savings Bond Division, U.S. Treasury Department, 
Washington, D. C. 





— 
sfures E 





Henry V. Pogorzelski, pictured at work in one of America’s great 
automobile plants, is typical of the thousands of skilled em- 
ployees in this field who are buying U.S. Savings Bonds regularly. 
Mr. Pogorzelski uses his company Payroll Savings Plan to make 
his contribution to the Peace Power of his country. 
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THE U.S. GOVERNMENT DOES NOT PAY FOR THIS ADVERTISEMENT. THE TREASURY DEPARTMENT THANKS, FOR THEIR PATRIOTISM, THE ADVERTISING COUNCIL AND THE DONOR ABOVE. 
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Which Is Best: Converting an Old 
Steam System, or Replacing It? 


(Continued from page 120) 
when dealing with a two-story building, in- 
stead of a partial change-over as in a one- 
story building? 

A. The conversion is not limited by the 
number of stories in the building. Just about 
all the jobs I know of are for two-story struc- 
tures. Riser piping actually requires very 
little change, if any, primarily because the 
vertical position deters formation of scale. 


Q. Another factor pointed out in the con- 
version article was one of corrosion and 
scale in the supply and return headers. If this 
is prevalent in the majority of cases, the re- 
piping would have to be extensive. Possibly 
even the boiler would need replacement. 
Would this make the job economically im- 
practical? 

A. The presence of extensive corrosion and 
the cluttering of scale is possible, but not at 
all certain. In some areas with reasonably 
soft water to begin with, and/or if the boiler 
water has been adequately treated, both cor- 


rosion and scale are likely to be negligible. 
The point is that the horizontal steam header 
and the horizontal return header should be 
opened in one or more places and inspected. 
Only a foolish person would undertake any 
kind of job on a steam or hot water system 
that had been operated for 10 or more years 
and never look into the condition of the 
piping. 

Q. Depending on how old the original in- 
stallation is, would it be practical to retain 
the old radiators, or would it be more desir- 
able to install new? 


A. The original radiators can be used, or 
new convectors or baseboard can be sub- 
stituted. This involves a point of appearance 
that only the owner should decide. As for 
capacity, unless a particular radiator was 
undersized to begin with, hot water makes 
up for the difference in heat delivery by cir- 
culating more pounds of hot water than the 
original system circulated pounds of steam. 
Remember that a pound of steam at 212F 
occupies 26.8 cubic feet; a pound of water 
(when hot) about 28.8 cubic inches. Assume 
a 20-degree temperature drop in the radiator, 
and by circulating 1 cubic foot of water we’d 


(Please turn to page 152) 
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““SURE-GRIP” FLANGES COVER PLATES 


OVERFLOW PLATES 


STRAINERS & GRIDS 
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DECK COVERS SOAP TRAYS 


eeeeeeeeeeeeeseee Sees eeeeeeeeees 


mw 
a 


a 


1000 SCRUBBINGS A YEAR? 
Don’t Worry...it’s Metallon stainless steel trim! 


The most important part of your sale is what happens after the sale is made— 
and your customer scrubs her fixture trim an average of 1000 times a year! 
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That’s why more and more fixture manufacturers are changing to *D*R*S® Detergent 
Resistant Stainless steel Trim. *D*eReS steel Trim and today’s powerful detergents 
will live beautifully together in their new home through years and years of con- 
stant scrubbing. 


*DeReS steel Trim offers your customers the same beauty, strength and durability 
they have learned to expect of stainless steel. It offers you the pre-sold perform- 
ance acceptance of stainless as a sales advantage. 


Manufacturers: Metallon manufactures to your specifications. Send us your print, 
or write for our catalog of *D*ReS steel deck covers, soap trays, overflow plates, 
strainers and grids, cover plates and “Sure-Grip” flanges. 


STAINLESS ano STRIP DIVISION 
Jones & Laughlin Steel Corporation 


*Detergent Resistant Stainless Steel CANFIELD 1, OHIO 
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LARGE OR SMALL 


JO-BLAST 
POWER GAS BURNERS 





SAVE MONEY — 


THE 
ECONOMITE 
FOR RESIDENTIAL 
INSTALLATIONS 
Capacities from 
75,000 to 700,000 
BTU/hr. input. 


THE 
STANDARD 
Lo-BLAST 
Capacities from 100,000 


to 20,000,000 BTU/hr. 
input. 


DUAL FUEL 
Lo-BLAST 


The finest gas burner...the | 
finest oil burner now com- 
bined in one great unit. 

Capacities from 600,000 to 
2,500,000 BTU/hr. input. 


AVERAGE 10% LESS IN OPERATING COST 

Lo-BLAST Power Gas Burners save money because 
they eliminate the fuel waste caused by uncontrolled draft. 

When a power type burner shuts off, there is no rush of 
draft air to carry heat up the chimney, a condition which 
would cause a serious fuel waste. The Lo-BLAST Burner 
does not depend upon natural draft, but upon air sup- 
plied by a small guzet blower. It provides combustion air 
only when the burner is on! When the burner shuts off, the 
flow of air shuts off. The heating plant thus retains much 
of its heat between operations. 

That’s why Lo-BLAST Burners cost substantially less to 
operate. 


SEND TODAY FOR COMPLETE INFORMATION 


MID-CONTINENT 


1\) 8 oe i. Fae 32-1) D) OF Ob OOF 
1960 N. Clybourn Ave., Chicago 14, IIl. 





(Continued from page 151) 
deliver over 1,200 Btu, compared to 1,000 
Btu from a pound of steam which spreads it- 
self through more than 26 cubic feet instead 
of just one. This is the reason water piping 


is smaller than low pressure steam piping. 

Q. When a contractor is faced with an in- 
stallation problem such as this type of con- 
version, he is often motivated by cost and the 
relationship between cost and results. The 
article will receive greater contractor ac- 
ceptance if you show a conversion job that 
will do the work and be less expensive to 
accomplish than a complete remodeling. Will 
the conversion technique do this? 

A. Whether a contractor prefers to tear 
out an old steam system and install a new 
hot water system depends almost entirely 
on each individual job. Re-running piping 
through walls and between floor joists can be 
a nasty job and pulling out the old adds to 
the cost. The point of a conversion is to avoid 
this extra and often difficult work on jobs 
that may not be undertaken otherwise. 


s We're not trying to urge a contractor to 
make these conversions; we’re just trying to 
show him how to do it and what’s involved. 
He should know all about these pros and 
cons before he recommends a conversion tc 
an owner or before he begins the work. A 
conscientious contractor should offer an esti- 
mate to a possible customer from both views, 
namely an all-new installation or a conver- 
sion. The latter will probably be cheaper 
but the owner might not want it. 


Q. Should the contractor promote conver- 
sion installations such as you describe—or 
should he encourage complete replacement 
of the job with a new hot water system? 

A. The answer to this question is partly 
covered above—but it also rests on why a 
given steam system may be unsatisfactory in 
the first place. Here is some history: 

Back in the 1920’s and 30’s, district steam 
companies were being formed to provide heat 
for new housing development. Forced hot 
water at that time was a baby in the business, 
and steam was the top word in heating. 

I was close to two of the central companies 
that eventually went broke. In fact, I made 
an exhaustive study of one system for a Fed- 
eral Court in eastern Pennsylvania. 

Each bust-up left from 200 to 300 home- 
owners with steam heating systems but no 
steam. These homes, incidentally, were all 
large two and three-story structures. Some 
of them took the easiest way out and in- 


Domestic ENGINEERING, JULY 1960 





stalled steam boilers; others who had found 

some noise in their steam heating went to 

forced circulation hot water, enabling the 

“baby” to begin crawling. Ye Ss Seen 
Personally, I don’t object to steam heating 

in the least if it’s put in properly. The Na- - 2 

tional District Steam Assn. told me recently in certain 

that steam heating systems are still popular 

along the lines of district steam companies, - 

although some prefer hot water and put in fields 

a converter and circulator. 
It’s quite possible that in many areas where 

district steam is available that some of the 

old users may wish, sooner or later, to switch 

to hot water with a converter. The technique 

is just the same as covered in the article, 

with the converter taking the place of a boil- 

er. It’s also conceivable that a homeowner 

interested in going to a converter would 

scream at the idea of jerking out all his pip- 

ing, radiators, etc. Boy, I would! 


Q. Do you have any final comments to 
make on your article? 


A. To my mind, the article completes a 
kind of triumvirate in the heating improve- 
ment business. First, Domestic ENGINEERING 
ran the article on converting gravity hot 
water to forced circulation; next, how to get 
better service out of an existing steam sys- 
tem; and finally, this answer to the declara- 
tion: “I don’t want to better my steam sys- 
tem; I want to convert it to hot water.” 

In my opinion, any contractor worth his 
salt should be knowledgeable on all three, 
so he can judge soundly and be able to tell 
his prospective customer what can be done 
and what can’t be done. END 





‘| won't bother introducing you to Harry— AMAICA MANUFACTURING 


f 


he’s the man you're going to replace!”’ 1209:1223 DEKALB AVENUE + BR 
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(Continued fram page 142) 
insulation. He said that while thi 
is a camman practice, “teats 1 
vealed that excessive aiv leakage 
resulted in higher east af heatin 
and vedueed poam eamtart 

Mhraveh earpeetive measur 
Harvie said, “the fuel Bill waa 
cdiieved on the ave vade BY aa mueh 
as }) pement and at the same tin 
more comfortable conditions eould 
be maintained,’ 

Officers elected to serve for the 
coming year are D. J. Quinn, vive 
president of the Plumbing & Heat 
ing Division of American-Stand 
ard, chairman; J. BE. Reed, president 
of Sterling Radiator Co., vice chair 
man; and R. E. Ferry, general man 


ager and treasure 


Prominent Engineer 
Dies in Dubuque, la. 


DusvuavuE, Ia.—Martin (Bud) 
MacNeille, nationally known hy- 
draulic engineer and executive of 


at wark. He was 72 


the \ Y 


ing Co, died here unexpectedly 


MeDonald Manutactur 


vears ald 
Myr. MaeNeitle wa 


thy \merioan 


a member al 
Moaciety af Meehan 


National Asan 


ial Engineers, the 


af Demeatio and Par Purp Man 


‘ifaetivers and many elvl we 


oolal oveanigations: 


York Gets New Prexy 
Celebrates 75th Year 


Yorn, PA Ai) 
conditioning is the 
one major appli 
ance industry left 
without a high 
degree of market 
saturation. It is 
therefore in for 
an explosive rate 
of growth.” With 
this prediction Joseph Elliot, new- 


J. B. Elliot 


ly appointed president and general 


manager of the York Division of 
the Borg-Warner Corp., greeted 


members of the trade press at a 
gala celebration here, honoring the 
flrm's fOth anniversary 
Simultaneously with the cele 
bration meeting in Yark, the firm 
held nation-wide distvibutar meet 
inga ta intvaduee ita 1d0 line al 
praduet Ineluded in the new ling 
eleclyoeatalh “ll filtes 


ie abal 


Pon veretal Bal kaged a ‘ nell 


thanes heal punips and an eleeteh 
duet heatine avatem, The latter i 
designed for ae with eentral al 


conditioniie syvatenia dh her 


Copper Tube Box Hailed 

by Contractors: Lewin 
Sr. Lovuis—The 

container for copper tubing, intro 


duced by Lewin-Mathes 
has received “unusual and fast re 


quick-opening 
recently, 


ception,” Rodrick Lewin, vice pre: 
ident of sales, reported. 

The container is an octagonal- 
shaped box with perforations run- 
ning from the center up to each of 
the eight corners. 

Lewin-Mathes is a division of the 
Cerro de Pasco Corp. 


There’s more to selecting water coolers than meets the eye... 


LOOK BEYOND THE OBVIOUS 


It will pay you to consider the total 
value found only in General Electric 
water coolers—that is, the best com- 
bination of performance, appearance, 
price, delivery, warranty protection, 
and service. 


You'll find General Electric water 
coolers are years-ahead in offering 
this TOTAL VALUE. General Elec- 
tric coolers feature clean, modern 
lines, a stainless steel top, and a har- 
monious gray finish to fit into any 
décor. They’re economical too! Thir- 
teen models (hot-and-cold, pressure 
and bottle types) are moderately 
priced. Operating costs are negligible. 


CHECK THE YELLOW PAGES for your 
General Electric distributor. He can 
deliver the units you need immedi- 
ately. A written one-year warranty on 
all parts and five-year replacement 
agreement on the refrigeration sys- 
tem help you avoid major repair 


costs. Also, nationwide General Elec- 
tric service centers are always close 
at hand. 


Add to this General Electric’s long 
years of leadership with water coolers 
and you can see that only General 
Electric gives you TOTAL VALUE 
for the water coolers you buy. 761-4 


ELECTRIC 


DomEstic ENGINEERING, JULY 1960 





OHI Managing Director 
Job Goes to Burkhardt 


New York Crry Charles 
Hurkhardt has been appointed 
managing cirectar af the Oi 
Heat Institute af America, it 
Was announced by Fred Hea 
Hey president 

Hurkharadt was acting MD al 
the institute follawing the 
tivement ih April af Ralph 
Hevke 
Hie has been with OHT for nearly ik Veal 


€. M. Burkhardt 


five of Whieh he served as national seeretary 
of the Distribution Division. Burkhardt will 
eontinue to hold this post along with that of 


ecretarv-treasurer of the institute 


Werner, PR Manager for 
Chicago Group, Resigns 


Cuicaco—Paul Werner, public relations man- 
ager for the Plumbing Contractors Assn. of Chi 
cago, announced his resignation last month to 
take over the management of the M-B Plumb- 
ing Co. Werner said an illness in the family 
necessitated his move to take over the business 

Werner is well-known in industry circles na- 
tionally through his association as editorial re- 
search manager for Domestic ENGINEERING. 

William Readey, executive secretary of the 
Chicago group, said Werner “will continue to 
be an active member of our association. His 
long experience will be invaluable when time 
permits him to serve on various association 
committees.” 

(NEWS continued on page 156) 
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PLUMBING SHO 

















‘I’m taking some of the gamble out of the 
plumbing business, Stinson—you’re fired!” 
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QUEEN CITY 
VALVES 


No, 125 
BRASS GATE VALVES 


lron Pipe Size 
Non: Rising Stem—Wedge Gate 
Size—34” to 2” inelusive 


No. 125 C 
BRASS GATE VALVES 


Copper x Copper 
Non-Rising Stem—Wedge Gate 
Sizes—'2” to 2” 


No. 250 
SWING CHECK VALVE 


lron Pipe Size. For steam and water line at pressure up 
to 125 Ibs. Sizes 2” to 2” inclusive. 
Copper x Copper 12” to 2”. 


QUEEN CITY VALVES, INC. 


32nd & FRAZIER STS. 
COVINGTON, KENTUCKY 


GIBRALTAR OFFERS A 
LOW PRICED-PACKAGED MULTI-ZONE 
CONTROLLED BOILER 


OlL OR GAS FIRED 


Recognizing 
the growing design 
problem of even distribution 
F of heat, Gibraltar can now give 
you the new modern rone- 
control for hot water 


heating. 


Depending upon the size of 
your home; be it split-level, 
ranch or multiple dwellings, 
Gibraltar can now give perfect 
comfort. Your recreation room, 
bedroom, or any individuval 
room can be heated to your 
desired temperature. 


ibraltar 


FOR THE HEAT 
OF YOUR LIFE 


BSS CORPORATION OF AMERICA, INC. 


ee: 





j] 223 NORTH 9th STREET BROOKLYN 11, N. Y. 
a Stagg 2-7878 





For 2',", 


New RRIGEIC No.141 | 
Geared Threader 


“, 3/2, Pipe and Conduit | 


No. 141 


Pat. Appl'd. For. 


Save Time...Cut Costs 


on all large threading jobs! 


1. Only 1 Set of High Speed Dies threads 
2%”, 3”, 346” and 4” pipe and conduit. No 
extra die sets to change or lose! Die size 
selector plate sets quickly and locks at desired 
size. Easy adjustment for tapered, straight, 
over or under size threads. 


2. Jam-Proof for safe threading by power 
or hand. Drive pinion kicks out automatically. 
Die head Can’t Jam. . 
and delay. 


. avoids costly repairs 


3. New Fast-Action, Cam-Type Workholder 
sets to size by quick turn of collar. Set screw 
holds work centered for perfect threads every 
time .. . adjustable for drip threads. 


Your Supply House has them! 
Order your new RIGaID No. 141 Threader today! 


News 





(Continued from page 155) 
Copper & Brass Group 
Elects Bakken Prexy 


Hor Sprines, Va.—G. P. Bakken, president of 
the Chase Brass & Copper Co., was elected 
president of the Copper & Brass Research 
Assn. at its 38th annual meeting. He succeeds 
James Kennedy, chairman of the board of Re- 
vere Copper & Brass Inc. 

E. P. Dunlaevy, executive vice president of 
Phelps Dodge Copper Products Corp., moved 
into Bakken’s former post as senior vice presi- 
dent. F. L. Riggin Sr., Mueller Brass Co., was 
re-elected treasurer, and other renamed officers 
are T. E. Veltfort, managing director, and 
Carl Pihl, secretary. 


Shareholders Approve 
Sale of F. E. Myers 


ASHLAND, O.—Shareholders of The F. E. Myers 
& Bro. Co. have approved the sale of the firm’s 
assets and properties to the McNeil Machine 
Engineering Co. of Akron, O. The action was 
taken recently at a meeting of the shareholders. 

Agreement on the sale had been reached this 
spring between management of both firms, but 
shareholder approval was needed for consum- 
mation of the $11,869,000 deal 


s McNeil management indicated that no change 
in Myers’ operations are contemplated. 

E. M. Myers, vice president in charge of sales 
for the water systems manufacturer, said that 
the firm “has every intention of increasing its 
share of the market. To do this greater expendi- 
tures will be required in the future for research 





CROSSCUT 











"Very nice... Is it returnable?’ 
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and development in connection with model 
changes and new products. McNeil can offer 
greater financial resources for this growth.” 

Myers has its main plant in Ashland, consist- 
ing of 22 buildings with some 520,000 square feet 
of manufacturing and office space. 


Republic Steel Begins 
New Sales Training Plan 


CLEVELAND—A $1 million sales training pro- 
gram, designed to help its stainless steel dis- 
tributors and their salesmen to become “order 
makers rather than order takers,’ has been an- 
nounced by Republic Steel Corp. 

The program, unwrapped early in June be- 
fore an audience of 150 key representatives of 
Republic stainless steel distributors, is known 
as the Order Makers Institute. According to 
T. F. Patton, president of Republic Steel, “The 
OMI program for stainless steel represents Re- 
public’s vote of confidence in the growth of the 
stainless market picture in 1960-61: a growth 
both in the major markets of today and in the 
opening of entirely new market possibilities. 

“So far as is known,” says Patton, “the pro- 
gram represents the most extensive sales effort 
ever put behind a single steel product line. On 
the one hand, OMI will help the salesmen to sell 
better; on the other, it will create an ever- 
growing demand for what he has to sell.” 


George Kelch Elected 
President of PEMA 


WasHInctTon, D. C. More 
uniform fixture standards and 
greater promotional activity to 
improve sales are urged by 
George Kelch, newly elected 
president of the Plumbing Fix- 
ture Manufacturers Assn. 

Kelch, who is president of 
the Ingersoll-Humphryes Divi- 
sion of Borg-Warner Corp., 
fills the vacancy caused by the death of Albert 
Zibell of Kohler Co. 

He called on the plumbing industry to take 
advantage “of the tremendous opportunity to 
boost sales by attacking the two conspicuous 
problems” which now confront the industry. 


G. W. Kelch 


w “First, we must intensify our efforts to adopt 
and use more uniform fixture standards,” he de- 
clared. “The PFMA has already made consid- 
erable progress along this line. A new standard 
for porcelain enameled steel fixtures has been 
developed, and work on revised standards for 
enameled cast iron and vitreous china fixtures 
should be completed soon. 

“Second,” he said, “there has been a lack of 
an aggressive promotional program to boost 
sales. We must plan and develop a long-range, 
forward-looking drive to stimulate greater in- 

(Please turn to page 158) 
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The NEWEST 
Welding Fitting 
on the market... 
Cartonized for 





your convenience 


i 


give you A 
e Easier HANDLING Sy 
e Easier STACKING 
e Easier COUNTING 


WELDBEND Fittings meet all ASTM A-234 





and all ASA B16.9 specifications. 


WELDBEND Flanges meet all ASTM A-181 
Grade 1 and all ASA B16.5 specifications. 


— 


mm jobber: | WELDBENDS 


write us for 


Catalogs and Sold Only 
price Sheet: | Thru 
Jobber 








Distributors 








WELDBEND TUBULAR PRODUCTS CO. 


~ 3601 W. 53rd St. Chicago 32, Illinois 
Phone LUdlow 2-3500 








News 





(Continued from page 157) 
terest in our products and in the bathroom it- 
self among the members of the buying public.” 

One of Kelch’s first acts was ‘to appoint an in- 
formal committee to study the establishment of 
a new bathroom promotion council. This ex- 
ploratory group met recently in Chicago. Its 
members are optimistic about the possibility of 
establishing a bathroom planning-promotion 
council this summer. 

At the association meeting Daniel Quinn, vice 
president of sales and marketing for the Plumb- 
ing & Heating Division of American-Standard, 
was elected vice president. Oscar Gerber, presi- 
dent of Gerber Plumbing Fixtures Corp., con- 
tinues as treasurer, and William Kramer was 
re-named association secretary. 


Gibraltar Completes 
Plant; Expands Line 


BrooKLyNn—Completion of new facilities here 
has enabled the Gibraltar Corp. of America 
to expand its line of boilers to cover the entire 
field from residential to commercial. Alvin Po- 
lakoff, president, made the announcement. 

The firm’s new line of commercial boilers for 
steam applications are available in sizes rang- 
ing from 5,640 square feet to 56,240 square feet. 
Polakoff added that the new facilities will allow 
the firm to distribute its products nationally. 


Survey Shows Trend 
GAS FIRED CONSOLE HEATERS to Stecl Cobteets 


Radiant and Closed Models 14,000-65,000 B.T.U. CLEVELAND—“The nation’s housewives prefer 
With Counter Flow (Optional) steel kitchen cabinets,” the Better Kitchens In- 
stitute declared recently. The institute revealed 

Enjoy more profitable heater sales with Peerless | that a survey conducted among dealers showed 


Console Heaters. Here's how Peerless outperforms that 55 percent of all kitchen cabinets now be- 
other gas sitieiis ing installed are made of steel. 


“The steel kitchen industry has experienced 
DIRECTIONAL TOP LOUVERS are individual vanes a steady rise in sales in the past few months,” 
—not stamped slots. said M. L. Ondo, vice president of Youngstown 
SINGLE CAST IRON BURNER eliminates adjusting Kitchen Division of American-Standard and 
problems, annoying noises. president of the Steel Kitchen Cabinet Manu- 


‘ ei facturers Assn. He predicted that steel cabinet 
e sitivel eae ; 
SEAM WELDED HEAT EXCHANGER 1s positively | sales will rise 20 to 25 percent this year. 
gas-tight leak-proof. 


OPTIONAL VENTING—horizontal or vertical—is 
available without additional expense. New Plant Under Way 
Isn’t it time you moved up to Peer- | for Acme as Sales Rise 
less? Write today for detailed litera- Jackson, Micu.—Acme Industries Inc. will 
ture and specifications. begin construction this month of a_ 100,000 
square foot manufacturing plant in Greenville, 
Ala. The announcement was made by K. A. 
Weatherwax, president of the air conditioning 
MANUFACTURING DIV. and refrigeration equipment company. 
OF DOVER CORPORATION He reported that sales amounted to $6,979,000 


in the nine-month period compared with $6,- 
LOUISVILLE 1, KENTUCKY 486,000 in the same period a year ago. This is a 


9.3 percent increase. END 
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Get More Hot Water, FASTER 


WITH A EWING AUTOMATIC HEAVY DUTY 
VERTICAL HOT WATER HEATER 


and for LESS COST, because:— 


—requires no expensive storage tanks! 

e —is so simple and easy to install and operate! 
—is fool-proof and trouble-free; almost no maintenance! 
—saves valuable floor space; is so compact! 


UP TO 850 GALLONS PER HOUR AT 100° TEMPERATURE RISE 














NOW offered in FOUR Convenient Models: 

to 226 gal Recovery Storage Height Inches in BTU 
te ne es is superie Per Hour Capacity Inches Diameter Input 
engineered and registered with the Na- 850 gals. 226 gals. 82-in. 40-inches 900,000 
tional Board of Boiler and Pressure 500 gals. 145 gals. 82-In. 31-Inches 520,000 
Inspectors. All safety controls listed 300 gals. 85 gals. 77-In. 25-Inches 315,000 
by AGA. 180 gals. 50 gals. 63-In. 20- Inches 190,000 


Recovery figures based on 100 degrees F. temperature rise 








Ewing heaters are ideal for a multitude 
of purposes where constant supplies of 
clean hot water are needed. Laundries, OW Sti a -Wehall a1 ica olen 
cafes, clinics, apartment houses, mo 

tels, etc. use Ewing heaters coast to 2545 NW 10 ». ©. eon Os 
USES ANY TYPE GAS coast 


OKLAHOMA CITY, OKLA. 





























Newly Revised... DOMESTIC 
| Bement ENGINEERING’s 


Vost Popular Reprint 


« COMMERCIAL 


- RESIDENTIAL AND GREATER 
- INDUSTRIAL CUSTOMER 


SATISFACTION 


. acomplete handbook, your guide to ideas, — and When You Install. 
di at a in this principle source of automatic heating . . easy A TRIPLEX 
to use on the job, quick reference in the shop. 


‘ . , HOT WATER 
Fully illustrated and written by a top-flight independent 


advisor to the Industry and D.E., this book gives you an é 
expert analyses of the many devices and methods of repair- 
ing and improving combustion components. ° 


FREE With Your New or Extension Subscription to DOMESTIC ENGINEERING 


20 Chapters — 120 pages 





This smaller, compact circulator operates either 
, ws : si tically or horizontally and offers greater sales 
fill in and return the coupon below for your copy. boca Y g : 
Simply clip, fill in ¢ ” fory I appeal, because of its rugged construction, 
smooth operating efficiency and low operating 


— md me the New Eaition ¢ print book, “A 4 costs. 
“ oe in Pestenson seer to DO rats Over 25 years of experience in the hot water 
a ENGI RING atthes ae : ate Years for$8: 3 circulating field makes Triplex Circulators your 


outstanding value! 
Smaller, more compact, and less expensive. 


O Stock the Best . . . Stock TRIPLEX! 


Name. 





Address. 








Write for free illustrated catalog. 





City. Zone State 
(© Remittance Enclosed Bill () Me ( My Company TRIPLEX HEATING 


SPECIALTY CO., INC. 
DOMESTIC ENGINEERING + 1801 Prairie Ave. + Chicago 16, Ill PERU, INDIANA 
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Pipes Up for Plumbers 
on Groucho Show—Wins $2,700! 


(Continued from page 107) 
matter of fact, ’m here to thank you for 
giving us the opportunity to present our 
views here on your program in defense of 
the master and journeyman plumbers. 

Groucho: Defend yourselves against 
what? Suspicious husbands? 

Archie: Against slanderous remarks that 
are often passed by . . . well by comedians 
and people like yourself. 

Groucho: Thanks for the way you differ- 
entiate between us. You say your name is 
Archie Virtue? 

Archie: That’s right. 

Groucho: A fine name for a plumber! 
Virtue! Now you say you’re a big wheel 
with the plumbers union .. . 

Archie: No, I didn’t say I was a big 
wheel. I’m one of the spokes of a big wheel. 

Groucho: Oh, are you the spokesman? 


# Archie: I’m the general organizer for the 
United Assn. of Journeymen and Appren- 
tices of the Plumbing and Pipefitting In- 
dustry of the United States and Canada. 

Groucho: What does that mean? You 
steal hubcaps? 

Archie: What does it mean? Have you 
ever been a plumber? 

Groucho: Oh yes, I was a plumber. Now 
Archie, be honest with me—for a change. 
Don’t you think plumbers charge too much? 

Archie: Oh no, Groucho, I don’t think 
so at all. Of course if the plumber got what 
he thought he was entitled to, he would get 
four or five times more than he gets right 
now, and if he got what the customer 
thought he was entitled to, he would starve 
to death. 

Groucho: How is it your plumbing... 
my plumbing, that is, never breaks down 
during the week. It’s always on Saturdays 
and Sundays when it’s twice as expensive. 
Is this done deliberately? 


© With Performance Rating you match your cus- s Archie: No, I don’t think so. I don’t think 
tomer’s hot water needs to the right size water heater. 
® Glass-lined and galvanized tank; gas and electric; 
Standard, De Luxe and new low Arcolow models by 
American-Standard, the people who know plumbing ae 
and water heating best. Full size and price range. week, and when you got it in such a mess 
that you couldn’t handle it, you called on us. 


the facts would bear that out, Groucho. 
You’ve probably been fooling around trying 
to fix the sink yourself for the whole of the 


Amenican-Standard and Standard” are trademarks of 
American Radiator & Standard Sanitary Corporation (Applause) 


Groucho: Actually, I don’t mind plumbers 

= getting all that money . .. it’s just that I 
AMERICAN Standard hate to see so much of my money going 
PLUMBING AND HEATING DIVISION down the drain. Now Archie, in your job 
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what are the most important qualifications, 
besides having a phony name, like Virtue? 

Archie: Oh I would say, Groucho, tact 
and diplomacy. 

Groucho: Do you have a lot of that? 

Archie: I think so. 

Groucho: Could you give us an example 
of your diplomacy? Do you recall an inci- 
dent where tact and diplomacy paid off for 
you? 

Archie: Well I remember one time in 
Detroit when I was a plumber there—I 
went into an upstairs bathroom and the 
lady of the house stepped out of the shower. 

Groucho: Yeah? 

Archie: Well the early training I had on 
tact and diplomacy paid off—I said “Oh, 
excuse me, sir,” and backed right out of the 
room 


» Groucho: A woman was taking a shower 
and you said “excuse me, sir!” Well if that 
didn’t make her mad, I don’t know what 
would! I’m surprised she didn’t have you 
arrested for slander! She’s probably one of 
the people who go around making remarks 
about plumbers. Now are you both ready 


to win some money? , Sol L o a 
Archie: Yes. / 


Groucho: Or are you ready to quit al- 
ready? 
Archie: We're ready to try, Groucho, 


Meets Cast Iron Soil 
but I. 


Pipe Specifications and 
Commercial Standards 

answer the questions, you’re not going to CS-188-59. 
charge me for overtime are you? Unit : aia 

; niform gr 
Archie: I think we could waive the over- . To — = — 
» thickness give maxi- 

(Please turn to page 162) 
mum strength. 


Groucho: Now if it takes you longer to 


Approved by all build- 
ing codes. 


Write for descriptive folder. 


ALABAMA PIPE CO. 


General offices—Anniston, Ala 


Western Plant & Sales Office 
5335 SOUTHERN AVE., SOUTH GATE 


LOS ANGELES) CAL 
Sales offices in principal cities eo og 
_ _ ve aust 


‘| want my son to come up from the ranks, so 
I‘m starting him at the very bottom. He'll 


be over you, Fenley, for the time being.” MEMBER OF CAST IRON SOIL PIPE INSTITUTE. 
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Right You Are! 
wt FLOATS 


yrsy NO-SOL* 
TOILET FLOAT 


Riveted Spud Attachment Casket 
Securely Seamed Between Halves 


Assures Dependable Service! 


QUALITY 
WITH 
ECONOMY 
a3" 
TYPE “A” 


Nae}. 
BUSINESS | 


Yes, for 50 years, Plumbing Contrac- 
tors have recognized the value of 
Ayling G Reichert’s quality and ex- 
perience in the manufacture of toilet 
floats. Since we have met all com- 
mercial demands in float require- 
ments, time has proven our products 
are long-lasting, efficient and de- 
pendable. 


*@ 


SPECIAL FLOATS 


Ayling and Reichert manufactures a 
wide variety of types and sizes of 
brass and copper floats for liquid 
level control—covering such applica- 
tions as carburetors, humidifiers, sump 
pumps, water closets, etc. These are 
made to customer’s specifications. We 
invite your inquiries. 
Trade Mark Registered 


a 
&Q 
¥ 


THE AYLING & REICHERT CO. 
3047 NORTH ERIE...TOLEDO 11, OHIO 





PROFITABLE SEWER AND DRAIN CLEANING... 
WITH POWERFUL, ELECTRIC SEWEROOTER! 





y 


Ay THE SNAKE 
~ THAT MAKES 





SENIOR MODEL: 

through 8” 
lines; AC Heavy Duty Ca- 
pacitor Motor; foot switch; 


Cleans 3” 


easy one-man operation; 
portable powerhouse! 


JUNIOR MODEL: 


Economical magic for 114” 


to 4” lines; AC Heavy Duty Capac- 
itor Motor; foot switch; depend- 


THE able versatility built by the leader! 


DIFFERENCE ! 


é . . ” 
“Flexicore Wiropecenter” Snakes 
General’s patented Snake construction 
reduces breakage. Rugged strength means 
profitable operation. 


444440808088 


CELEEELEEEDSE 


Get details on our full line of Electric Cleaners, Hand-Operated 
Tools, and Wiropecenter Snakes 


GENERAL WIRE SPRING CO. 
906 S. SARAH STREET, PITTSBURGH 3, PENNSYLVANIA 
Distributors throughout Canada and U.S. 


(Continued from page 161) 
time provisions tonight, providing you make 
it worthwhile. 

Groucho: George, bring in the questions. 
You understand the game? 

Archie: I certainly do. 

Groucho: Well, explain it to him, George. 
You selected “complete the name” for your 
category. Right? All right, for $200, the first 
names are Samuel Langhorn. What’s the 
last name? 

Archie: Clemens. 

Groucho: That’s it, Clemens. You now 
have $200, and three more chances to make 
$500. 

Archie: We'll shoot for the top. 


#Groucho: $300 this time. This is what 
they call a lead-pipe cinch. What does that 
mean, a lead-pipe cinch? I never under- 
stood that expression. 

Archie: I 
Groucho. 


Groucho: 


never understood it either, 
You’ve been representing the 
plumbers for how many years? 

Archie: But we never had any lead-pipe 
cinches in my business. 

Groucho: Well what does it mean, a lead- 
pipe cinch? 

Archie: I have no idea. 

Groucho: Is that a cinch that goes around 
a lead pipe? 

Archie: I’ve never heard of it. It’s not 
connected with any of the pipes connected 
with our industry. 

Groucho: You don’t know what a lead- 
pipe cinch is? 

Archie: No 
= (Editor’s note: Neither do semanticists. 
“Lead-pipe cinch” has been in the language 
for roughly 60 years, but its origin is lost 
to history. The term “cinch,” drawn from 
the Spanish “cincha” for saddle girth, was 
used by early Western settlers. Because 
the tightly drawn cinch prevented a slipping 
saddle from throwing the rider, the term 
came to mean “sure thing.” One writer 
guesses, somewhat tongue in cheek, that a 
cowpoke who was dumped when the cinch 
broke got the idea of making one out of 
lead pipe. Anyone who cares to make other 
wild guesses as to the origin of the term is 
welcome to do so.) 

Groucho: I think I am wearing one! A 
fine plumber you are—you don’t even 
know what a lead-pipe cinch is. Does any- 
body in the audience know what it means? 
Is there a plumber in the audience? There’s 
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certainly none up here. For $300, the first 
names are Wolfgang Amadeus. What is his 
last name? Fine names to saddle on some- 
body. 

We’re torn between two. Which 
Mozart? 

Mozart is right. And you al- 
ready have your $500, so these next two 
questions are a lead-pipe cinch. Now Ar- 
chie has discovered what a lead-pipe cinch 


Archie: 
one shall we give? 
Groucho: 


is. For $200, the first names are Percy 
Bysshe. What’s the last name? 

Archie: Grainger? 

Groucho: No, it’s Shelley. 

Archie: Oh, yes. My knowledge of poetry 
is a little weak 

Groucho: So is your knowledge of plumb- 
ing! You still have your $500, and one more 
to Shall 
we try another one? 

Archie: Another $200, huh? Go for broke 
Groucho: For $200, the first names are 
Richard Harding. What is the last 
Archie: Richard Harding Davis. 
Groucho: Right. And you wind up with 
$700, which means you'll be back in a little 

while to try for 2, 5 or $10,000. 
Congratulations, we'll see you later. 


chance earn some more money. 


name? 


Only REPCO 
MODEL RO 100! 
has Silent Guides 
Shipped Knocked 
Down: assembles 
quickly without 
screws or bolts 


Newest concept in BASEBOARD equipment now 
at NO ADDITIONAL COST!!! Rustproofed 
enclosures with new ready-for-use PERMA- 
WHITE finish; exclusive "Silent Guide" element 
suspension for silent heating! Last year was 
the greatest in REPCO's long history... 

this year promises to be even greater! Our new 
campaign of national consumer advertising has 
been a factor .. . but it is REPCO's proven 
QUALITY and PERFORMANCE that brings repeat 
orders! Take a good long look at America's 
hottest heating line and see how handsomely 
these products will “pay off" to you! 


» 











‘It's always a problem what to do with the 
left-overs!”’ 


Virtue and Mrs. Hayes later ran their 
winnings to $2,700 by naming Anton Dvorak 
as the composer of “The New World Sym- 
phony” in the jackpot question. END 
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MEMBER 


GENERAL: REPUBLIC 


G 
J) 


HYDRONIC HEATING 


GAS BOILERS ° OIL BOILERS 
CONVECTOR and BASEBOARD RADIATION 


NATIONALLY ADVERTISED IN 
BETTER HOMES & GARDENS... LIVING 
HOUSE BEAUTIFUL .. . HOUSE & GARDEN 


GENERAL:RE BLIC 


HEATING PRODUCTS COMPANY @® PRODUCTS COMPANY 
7420 STATE ROAD, PHILADELPHIA 36, PENNSYLVANIA 





Modernization Showcase . . . 


| (Continued from page 101) 
SUMP PUMPS for nite ) 


three heating zones, with controls and cir- 

culating pumps for each zone. For the 

PROFIT and DEPENDABILITY domestic te ne supply, a built-in instan- 
taneous heater was installed. 

Though Peter Bachmann has expended 

ZOELLER MODEL 05 considerable money on the remodeling of 

BRASS | his old home, he’s not sorry. His remarks 

| sum up why remodeling of old homes is 

@ BALL BEARING MOTOR | potentially so lucrative for the plumbing and 

| heating contractor. 

@ RED BRASS COLUMN 
eSays Bachmann: “We've spent about 
@ CAST BRASS STRAINER $20,000 on the remodeling alone—$6,000 on 
| the plumbing and heating—but we have no 
regrets, either about tackling the job or 


@ CAST BRASS HOUSING 





about spending the money. What we have 
now is a beautiful and comfortable home 

and we have more room and more 
facilities by far than twice the money would 
have bought us in a new house.” 





He might have added that basically sound 
but old-fashioned homes that need major 
updating of their plumbing and _ heating 


You Can Stake Your Reputation | facilities are to be found in scores, of com- 


munities. Even homes in newer areas often 
on d Sump Pump could use an extra bathroom or lavatory as 
the family gets bigger. 


Since in the foreseeable future, new 
housing will continue to lag behind the 


; as 
—_ demand, thousands of families will be forced 
to live in older homes—and many, if not 


ZOELLER MODEL 03 most, of them are candidates for plumbing 


and heating modernization. END 


CAST IRON 


3 H.P. NEMA FRAME MOTOR 
@ RED BRASS COLUMN 
@ CAST IRON STRAINER 
@ CAST IRON HOUSING 





MANUFACTURERS OF SUMP PUMPS FOR 20 YEARS 





- a9 “| think I’ve discovered our whole 
3280 Millers Lane °* Louisville 16, Kentucky trouble—it’s you!” 
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Let's Quit Selling the 
Medicine Cabinet Short 


(Continued from page 105) the child’s reach. 
These are sales points that are easy to 
make and with which few prospects are like- 
ly to disagree. The plumbing contractor who 
makes it a definite part of his planned sales 
program to promote medicine cabinets will 
find he can add a sizable amount to his in- 
come with surprisingly little extra effort. 

Here are some sales tips to follow. 

1. Display medicine cabinets in your show- 
room. Display several sizes and styles, in- 
cluding those with sliding doors and those 
that combine two or three cabinets for a 
single bathroom—the kind we call double or 
triple ensembles. 

The latter might have mirrors that swing 
out to form a vanity for “back” viewing—a 
real hit with the ladies. 


« Remember, the customer likes to feel he 
has a choice of styles no matter what he 
buys. This is as true of medicine cabinets as 
anything else. So the more you display, the 
better your chances of making sales. 

Remember, too, that while the medicine 
cabinet doesn’t involve the use of running 
water and has nothing to do with heating or 
cooling of a house, it’s naturally related to 
the other products sold for the bathroom. 
So the plumbing contractors’ chances for 
selling cabinets if he promotes them are ex- 
cellent. 

2. Feature medicine cabinet specials peri- 
odically. Advertise them in your display 
window, in newspaper ads, in direct-mail— 
and in whatever other advertising media you 
use. 

In the case of direct mail, the best results 
will come from a letter explaining the sale, 
with manufacturers’ literature enclosed. The 
customer who sees what a product looks like 
is always more interested than the one who 
just hears or reads about it. 


» If you feature medicine cabinet specials 
regularly—the way you might toilet seats 
or plumbing brass—you’ll gain another ad- 
vantage. The specials will pull customers 
into your store, where they'll be exposed 
to your other products. 

3. In new work, when you see what the 
bathroom plans call for, make sure they in- 
clude a generous-sized medicine cabinet. If 
they don’t, make a recommendation to the 

(Please turn to page 169) 


Write for 

complete 
catalog and 
new lower 
wholesaler 
discounts, 


|.P.F. offers the most complete line of insert fittings in 
styrene copolymers or nylon and SWP fittings in ABS 
material. Only top quality virgin materials are used in 
|.P.F. fittings, yet the wholesaler pays less for these 
superior fittings from |.P.F. than from any other source. 


As the largest independent manufacturer of plastic 
fittings, 1.P.F. can ship direct to you from warehouse 
stock at prices that enable the wholesaler to make a full 
profit and still benefit his customers. 


For large or small orders, |.P.F. is your best fittings source. 


g i” 


INDUSTRIAL 
PLASTIC 
FITTINGS 
DIVISION 


THE R & K PLASTIC INDUSTRIES CO. 
FACTORY: 3891 W. 150th St., Cleveland 11, 
Ohio 

SALES OFFICE: 11 W. Pennsylvania Ave., 
Towson 4, Maryland 








1. Apply Fluxolder by brush 2. Assemble tubes and 
to tube and fitting. fittings. 


DOES 3 JOBS IN 1 OPERATION 


FLUXOLDER SOLDER PAINT is a uniform mixture con- 
taining cleaner, activated flux and powdered solder—all 
in one can. 


Order from 
Your Wholesaler 


aie wer - 


FLUXOLDER ~ 


PRODUCTS CO. 


438 E. Woodbridge, 
Detroit 26, Mich. 


The Original SOLDER PAINT 


for Sweat Soldering 
and Tinning! 


Heat, touch ends of 
joints with wire sol- 
der to check correct 
heating. 








AND THE BALL IS THE ONLY 
MOVING PART... 





A | a GREENSBURG INDIANA 
FAUCET CORPORATION y St 


YD I. i} SINGLE HANDLE BALL FAUCETS ARNO ADHESIVE TAPES, INC. 


Fastest — 
Easiest Way 
to Seal Ducts 
and Apply 
Insulation 


V Self-adhesive ... sticks to any 
duct material or insulation. Manufacturers Agents 


lothi be ailment Wanted for Some 
Vv Nothing to mix... Saves labor. Gilet Dniian 
V Vaporproof ... waterproof. 
V Stops air leaks at all joints. 
Vv Makes insulation jobs easier. Write for 
V Ideal for slab ducts, too. FREE Test 
V Flame-resistant type available. Sample 
Ask your jobber for DUCTAPE. 


Dr. Scholl's Adhesive Tape Division 
4160 Ohio Street, Michigan City, Indiana 
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(Continued from page 165) 
prospective homeowner that one be added. 

Remind him of the advantages of a large 
cabinet over a small one and of a cabinet 
over a simple mirror. He—and especially his 
wife—will appreciate it. 

Chances are they won’t mind the extra 
cost when they see the benefits involved— 
and you will have upgraded your sale. 

4. In remodeling work, always make sure 
the job includes the installation of a hand- 
some new cabinet. Here, too, it shouldn't 
be hard to convince the homeowner that the 
advantages of a big and beautiful cabinet are 
worth the small extra cost. 


s 5. In repair work, train and encourage 
your journeymen to sell or at least promote 
medicine cabinets while out on calls, es- 
pecially when the repair work is to be done 
in the bathroom and the question of the 
cabinet there can come up naturally. 

Journeymen don’t have to be particularly 
fluent speakers to get the customer at least 
interested, especially if the journeyman 
brings illustrated literature along, with a 
covering sales letter or card indicating prices 

The journeyman who's too shy to talk or 
otherwise doesn’t want to sell can at least 
turn over the literature to the homeowner 
—and you take over from there. 


« 6. Finally, carry a quality product—and 
promote it. Most good cabinets are bond- 
erized and have mirrors guaranteed for a 
specified number of years (say 5) against 
silver spoil. 

Both these facts make good sales points 


(Please turn to page 170) 





“You didn’t get here a minute too soon!” 
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an 
| SELF-FORMING PACKING 


Especially for odd-shaped, odd sized washer problems 
Eliminates stocking different sized packings 


Plumbers’ Special is self-forming—Shapes itself into any size, 
any shape leak-sealing, self-lubricating washer on valves, 
centrifugal pumps, radiators, faucets, pipe unions, swivels and 
swing joints, flush valves, spigots, shower heads—any place 
where a water-tight seal is required. Plumbers’ Special can be 
quickly applied on a variety of fittings handling hot or cold 
water, and brine at temperatures ranging from 14°F. (minus 
10°C.) to 160°F. (plus 71°C.). Only 3/32” in diameter, 
application is simple—just wind around fitting and compress. 
Seal is completed quickly, saving time and assuring 
customer satisfaction. 


SEND FOR FREE SAMPLE TODAY ! 


FLEXROCK COMPANY 


3624 CUTHBERT ST., PHILADELPHIA 4, PENNA. 


gyuflO” MACHINE-KUT* 


CUTTING OIL 


FOR POWER DRIVE TOOLS OR MACHINES 


FOR ALL TYPES OF POWER DRIVE THREADING MACHINES 
AND TOOLS WHERE OIL IS PUMPED ON THE JOB. 

FOR MACHINING OF HIGH ALLOY STEELS. 

TRANSPARENT ON WORK. 


CUTS UNIFORMLY SMOOTH THREADS FOR TIGHTER JOINTS. 
RESULTS IN LOWER THREADING COSTS AND LONGER TOOL 
LIFE. 

Sulflo Products Are Sold By Selective Distributors 


(If you don’t know who your local SULFLO Distributor is, write us— 
we'll be glad to send yo. literature and put you in touch with him.) 


SULFLO, INC. ELizaBeETH 4,N. J. 
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(Continued from page 169) 
© | 4 k and should be played up strongly in your 
its easy way advertising. 

to make pipe connections for: “Bonderizing” may not mean much to the 
Bi aithas average consumer; so you'll probably want 
DRIERS to explain that this is a special corrosion- 
REFRIGERATORS resistant process applied before painting— 
AND OTHERS and that it not only protects against rust 
but makes the surface paint adhere in a su- 
perior manner. All good cabinet lines have 

features that can be promoted in this way. 
Including such bits of information in your 
advertising enhances the value of the prod- 
uct in the prospect’s eyes. It will be one 
more contributory factor toward turning 
him into a customer. Let’s quit selling medi- 

cine cabinets short in this industry! Enp 


SKINNER-SEAL SADDLE . ba 
TEE—for making pipe con- Says Reichle plan may lead to price 
nections. No pipe cutti ° ° ° : 

oo tating AA any. cutting; jeopardize code protection 
Only one bolt to tighten! 

Cuts cost. For washers, (Continued from page 93) 


2 driers, heaters, gas refrig- no inspection permits are taken—and no in- 
Model ST— erators, etc. Write for cir- ections are made 

spec s are made. 
for pipe connections cular today. P 


Model CT—with flared This places the legitimate contractor at a 

joint for copper tubing : : 7 : 
disadvantage and in many cases induces him 
to “get by” with cheating the job in order 
to compete. If not checked this could con- 


ceivably destroy the health protection pro- 


vided by our plumbing codes and normally 


PROTECTU Pe inners high installation standards. 


Oklahoma City does not have a “Reichle 


PREVENTS DAMAGE TO TUBS X plan” as such. However, one Oklahoma City 
lata INSTALLATION Be firm has opened its Tulsa branch on the 


Reichle plan and though I know little of what 
gsenbs@iel-3 deluxe cover— thick P 6 , P 
corrugated with water repellent the Tulsa contractors think of it, I do know 
top liner. Custom made to fit 


GUM-A-TUB-low cost Kraft liner 
(3) piece preshaped.Wet to apply, 


COATATUB-Liquid vinyl plastic coat 
applied with brush, dries to strong 
flexible film, peels off 

Ask about our porcelain enamel . 

Repaw Kit or Touchup (wf? oe Note: one gal. can covers 4-5 tubs 

for permanent repair above and it not availabie at your wholesaier, 

below water line write Dept. DE 3 


the local p-h contractors consider it a threat 
to any contractor who has a legitimate re- 


PROTECTUB INC., 93 Seigel St., Brooklyn 6, N. Y. © 








Exclusive 
World and National Supplier for. 


AMERICAN KITCHEN 


Genuine Replacement Parts 


for the Faucets, Dishwashers, Disposers and Cabinets. Price 
List Catalogue available upon request. For name of your 
nearest wholesaler jobber, write to: 


TRACY AMERICAN KITCHEN PARTS COMPANY | sin : btemea eines 
P. O. Box 7346 Pittsburzh 13, Penna my me: ad two pages OF INSIruCTIONS 


stuck together when | installed that!’’ 
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tailing-contracting business and is sure to 
increase small back-yard operations. 

I doubt seriously if any firm operating un- 
der the Reichle plan can continue for long 
in both the wholesale and retail business. In 
the first place Trade Practice Laws forbid a 
firm using their wholesale status as an in- 
fluence for sales to retail customers. 

If the wholesalers using the Reichle plan 
do not think the public is unduly influenced 
by their established name as a wholesaler, 
as they claim, why don’t they just go into 
the retail business and let it go at that? 

H. P. Doucuass 

Executive Secretary 
Associated Plumbing, Heating & Mechanical 
Contractors of Oklahoma City 


What If the “Wrong Type’ of 
Wholesaler Adopts It? 


(Continued from page 92) 
these same contractors and gives it to other 
contractors who make no significant con- 
tribution to industry merchandising? We 
think it is not,” Dart said. 

“We can also point out and prove that 
the public is not properly served if the re- 
tailing function is not carried out by the 
contractor-retailer, who is the only man in 
a position to properly service and guaran- 
tee the quality of an installation. When this 
happens,” Dart emphasized, “the public is 
denied the health protection now afforded 
by our codes.” 

While all of these things are true, and 
all are important, Dart said, “We must not 
lose sight of the most important fact of all— 
and that is that the severity of these con- 
sequences depends upon the individual 
wholesaler who adopts such a plan and his 
local situation. That’s the crux of the matter 
as we see it. Too much depends on the in- 
dividual wholesaler . and it will be too 
easy for him to prostitute the plan as it’s 
now set up.” 


#The Michigan group listed these possible 
“future prostitutions” of the Reichle plan in 
the hands of the “wrong type” of industry 
wholesaler: 

1. Because the wholesaler determines the 
percentage of the retail markup that goes 
to the contractor who “participates” in the 
sale, he can easily reduce it when and if 
competitive pressures demand—first from 
the 18 to 25 percent now allowed by the 
Reichle plan to the breakeven point of 15 


(Please turn to page 172) 
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PLUMBERS 


cut clean, round entrance 
holes FAST with this 


MILFORD 


High Speed Steel 
EXTRA DEPTH TYPE HOLE SAW 


Used in portable electric or air drills, 
MILFORD Hole Saws cut clean, round 
entrance holes fast for 44” thru 2” 
standard pipe and conduit. Shatter- 
proof welded edge construction takes 
toughest use in stride. Complete selec- 
tions of arbors with 
pilot drills and adap- 
tors for Morse taper 
sockets are available. 
Cuts to 22" Depth 


Write today for 
— Complete Information. 


THE HENRY G. THOMPSON & SON COMPANY 


Saw Specialists for Over 80 Years 
New Haven 5, Connecticut 








GROTE 
CABINETS 
HAVE 


BUILT LIKE A GROTE CABINET 


This phrase has come to mean graceful S|_-— 
lines and lasting beauty... that “extra touch 
of glamour” so necessary for a quick 

sale! Why settle for less when it costs no 

more to have the very best. Let Grote’s 


S. A. go to work for you. 


MANUFACTURING ‘co, 
State Rt. #7, P. 0. Box 766 NMS, Madison, indina © CR: 3.1296 


“Cates (| PPEAL 





+500 BRONZE 
DUAL UNIT 


Built to the high 
standards of all Mod- 
ern Products, the 
+500 dual unit is a combination retiet and reducing 
valve which assures automatic pressure relief and 
automatic filling of hot water heating systems. It also 
provides an automatically controlled boiler working 


pressure and proper water supply. Available in 
inch size with or without ball check. 


+600 BRONZE REDUCING VALVE 
The reducing valve is equipped with a 
check valve, built-in strainer and extra 
large diaphragm. It is factory-set at 12 
Ibs. but can easily be adjusted to work 
at from 3 Ibs. to 28 Ibs. Available in '2 
inch size. 


MODERN FLO-TROL PRODUCTS CORP. 


367 FARMINGDALE ROAD Ld BABYLON, NEW YORK 


OL BURNER NOZZLES 


Everything 


You 
Expect 
of a 
Nozzle! 


. Complete and perfect atomization 

. Individually tested, BOSTON - APTHORP Nozzles deliver the correct 
gallonage, angle and type of spray, as marked. 

. Nozzle tip made of one-piece stainless steel, resulting in: 
(a) Uniform expansion and contraction, (b) Less heat conducted 
to the inside of nozzle than with brass, thus eliminating varnish 
build-up on inside vital parts. (c) Long life because stainless steel 
is tougher. 

. Fractional gallon sizes furnished standard with porous bronze filter. 

. Available in hollow or solid spray and standard angles of spray 30°, 
45°, 60°, 70°, 80° and 90°. 


HOLLOW 


The hollow spray nozzle is de- 
signed for burners delivering a 
hollow air pattern. All of the 
atomized spray is delivered to 
the outside of the cone of spray. 





BOSTON MACHINE 
WoORKS COMPANY 


The solid spray nozzle is de- 
signed for burners delivering a 
solid air pattern. The atomized 
oil is delivered equally through- 
out the entire cone of spray. 


For detoi's, w ite *o: 


Oil Heating Supplies Div. 
7-17 WILLOW STREET 
LYNN, MASSACHUSETTS 





(Continued from page 171) 
percent, and from there downward to 0 
percent, thereby reducing the contractor to 
a labor broker or worse. 

“Contractors cannot afford to place them- 
selves so completely at the mercy and whim 
of the wholesaler on anything so vital as 
their retail markup,” Dart asserted. 

2. The contractor who is competing in the 
consumer market with a wholesaler has the 
constant threat of price-cutting by the whole- 
saler hanging over him. Since the whole- 
saler definitely has a price advantage over 
the contractor, during periods of severe com- 
petition the wholesaler could lower his 
prices to the consumer and still make a 
profit, whereas the contractor could not 
bring his prices down to the same level and 
still get a decent return on a job. 


#3. With consistent wholesaler advertising 
to the public over a period of time in which 
the plumbing contractor is pictured as the 
man to call for the installation, the whole- 
saler could alter the public image of the 
plumbing contractor from that of an in- 
dependent, responsible businessman to that 
of an installer working for the wholesaler 
on a hired-out basis. 

4. The wholesaler who builds up this 
growing identity as a retailer where the pub- 
lic can buy direct can eventually, and at his 
own discretion, hire journeymen to make the 
installation of products sold direct, thereby 
eliminating the contractor altogether. 

This in turn, Dart emphasized, could lead 
contractors to band together to purchase 
their material direct from the manufacturer, 
and the entire distribution system as we 
presently know it would be in chaos. 

“Reichle has been semi-successful with 
his plan because of his reputation as a man 
of ability and integrity,’ Dart said. “But if 
you get a wholesaler who doesn’t give a 
damn about scruples and is concerned only 
about going after the almighty dollar, you 
could have a serious situation on your hands. 


a “We'd 
clearly if we stopped calling it the ‘Reichie 
Dart said. “If we identify it with 


recognize the real issues more 
plan,’’ 
Walter Reichle we automatically identify it 
with his personality and his reputation for 
honesty and business ability. 

“But if you take the plan out of the Sagi- 
naw Valley, you’re in completely unchar- 
tered territory, where there are no rules or 
regulations. Anything can happen—and 
probably will. 

“We as an industry have to take steps 
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i> she ee ee Oe ee eee Use Stic-Klip” for FAST ECONOMICAL 


grows so big and becomes so widespread 
that it will continue to grow under its own DUCT INSULATION APPLICATION 
momentum and get out of hand,” Dart went 
on, adding, “We have to keep in mind that 
Walter Reichle isn’t ‘just another wholesal- 
r. He’s a well-known and respected indus- 
try figure, who is likely to be emulated. 
“We have to convince Reichle and we have 
to convince the industry that his system of 
direct selling is not made more valid or 
respectable or desirable because it’s ‘above 
board.’ Reichle is to be admired for his 
courage in doing what he felt he had to do, 
but he must be opposed all the same.” enp 





LESLIE 











Inside or out of duct work, Stic-Klip® Insulation Anchors and 
Fasteners eliminates the necessity of drilling, punching, wiring 


Do Wholesalers Want a Change | or welding. Insulation is independently supported and will not 


sag. 


in Our Distribution System ? Fast, 5-Second, low cost application, strong positive bond, 


no fire hazard from welding or hot asphalt, makes Stic-Klips® 
(Continued from page 95) tops for insulation applications on heating or air ducts. 


cent of industry contractors who will never Sree oe ee ae 
make good merchandisers anyway. 

More than half, 57 percent, believe the MANUFACTURING CO., INC. 
90 Regent Street 


« ’ >. « a « r ) ~ 7 é , 
plan, if expanded nationally, would reduce Cambridge 40, Massachusetts 


the contractor to a “satellite plumber,” not a 
full-fledged retailer but a hired installer of 
pre-sold equipment. They believe that con- 





Ask about the time and labor saving 5-Second application method. 





tractors who “go along” with such a plan 
will eventually become little more than labor 


brokers, drastically altering the present dis- —_ TUBE BEN DER 





tribution picture because of the major 
changes effected in the retail function. Smoothly Bends Any - or Wiis 
Almost the same number, 52 percent, be- 5 36” to 14%” OLD. 
lieve such a change at the retail level would 
(Please turn to page 177) ~S : e Just a twist of 
E& the wrist assures 


- 3 m perfect even bends 
y v “ey —right angle, any 





angle, U and off- 
set. Save enough 
on ONE job to 
pay for your 
HANDY TUBE or w or 
BENDER. pee! folder 
HOLSCLAW BROS., “INC. 


436 N. WILLOW ROAD @ EVANSVILLE, INDIANA 


FLOAT CONTROL VALVES 


for water level control in small space 








For humidifying units, pan fillers, air conditioners, 
coolers, air washers. Write for catalog on whole line 
of small water line float control valves. 





No. 51 Water-Boy® 


534” long, including copper float 21%” 
x 14%” deep. Valve body has 1%” lock- 
nuts for mounting in 9/16” hole; or screw 
— into tapped opening. Pressures to 
85 Ibs.; capacity: 2 gal. per minute at 
No. 51 Water-Boy® 50 Ibs. 


3 
‘Order another bowl. This piping layout is. MAI D- O° -MIST, Inc. 


bigger than | anticipated!”’ ee ee 
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ADVERTISEMENTS 





SITUATIONS OPEN 





PLUMBING-HEATING MAN 


Experienced on wholesale level. Good 
pay, pension, benefits. Address Key 294- 
E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


SALESMAN CALLING ON PLUMBING 

and heating contractors Well rated 
New York firm has attractive position 
for experienced man with following 
Drawing against commission Many 
territories open. Send full details for 
interview. ALLIED PLUMBING SALES 
CoO., INC., 5-16 47 Avenue, Long Island 
City, New York 


PLANT MANAGER'S 
ASSISTANT 


For cast iron plumbing fixture plant, 
needs rounded out knowledge to back 
up manager. Address Key 295-E 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


WANTED MAN EXPERIENCED IN 

plumbing and heating supply busi 
ness, estimating, pricing ete. Lower 
Connecticut Good pay, rapid advance 
ment Address Key 286-E, “DOMES 
TIC ENGINEERING,” 1801 Prairie Ave 
Chicago 16, Illinois 





SITUATIONS WANTED 





Recently sold my interest in a success- 
ful plumbing and heating supply busi- 
ness which I helped to establish. Now 
seeking an incentive plan position as 
manager of a similar business. Heavy 
experience. Locate anywhere. Completc 
resumé on request. Address Key 298-E 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


SALES AND MANAGEMENT 
EXECUTIVE 

All phases of business management, 
including sales, advertising and pro- 
motions. Presently Vice President and 
General Manager wholesale plumbing 
supply company. Proven record of sales 
and profits—two organizations. Former- 
ly manufacturers’ representative. Inter- 
ested in sales or management position 
Chicago area. Address Key 303-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


PLUMBING AND HEATING 
ESTIMATOR 


Desires employment in Arizona or 
New Mexico. Excellent references. 
CHARLES SCHEIDT, 131 Pinehurst 
Drive, Mays Landing, New Jersey. 
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Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 
Light face advertisements, fifteen cents per word, including head- 
ings and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. 
tisements, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHERS 


Rates for bold face adver- 











SITUATIONS WANTED 





REPRESENTATIVES WANTED 





FLORIDA 


Aggressive reliable territory manager 
available. Successful 12 year record in 
sales and promotion with nationally 
known manufacturer on Northern Ter- 
ritory. Excellent references. Address 
Key 244-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 





REPRESENTATIVES WANTED 





MANUFACTURERS' 
REPRESENTATIVES 
WANTED 


To sell full line plastic pipe fittings to 
wholesalers for America’s leading pro- 
ducer of plastic pipe fittings. 
Representation open: Western Penn- 
sylvania, Ohio, Indiana, Michigan, Wis- 
consin, Illinois, West Virginia, Ken- 
tucky, North and South Dakota and 
Minnesota. Profitable arrangement. 
Your selling effort backed by heavy na- 
tional advertising and merchandising 
campaign. Address Key 302-E, “DO- 
MESTIC ENGINEERING,’’ 1801 
Prairie Ave., Chicago 16, Illinois. 


Complete Line of Steel 
TUBELESS HEATING BOILERS 


and 

COMMERCIAL WATER HEATERS 
Are available to aggressive, active man- 
ufacturers’ representative and/or dis- 
tributors —high commission — some 
choice territories open—write your 
qualifications—territory desired and 
lines now handled. Address Key 284-E; 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


Manufacturer and distributor of cast 
and tubular brass plumbing products 
desires experienced commission repre- 
sentatives to call upon rated plumbing 
and heating contractors, medium and 
large hardware stores, building and 
lumber stores, farm and home stores. 
Products include full line of bath and 
kitchen brass fixtures, globe and gate 
valves, copper tubing and copper fit- 
tings, china and steel fixtures. Most 
territories in United States presently 
open and in many of these areas we 
have active accounts. State experience 
relating to plumbing products, territory 
actually and actively covered and refer- 
ences. All replies confidential. Address 
Key 297-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


MANUFACTURER OF HOT 
heating specialti consisting 
te supply tee purging valves, bs 
incing fittings, dip tubes and pre 
tanks wants manufacturers 
ealling on wholesaler ir States « 
Illinois Michigar Upper New York 
Can consigr toch THRIFT PROD 
UCTS COMPANY, Box f Mexico, Tr 
diana 


WATER 
rf t 


t 


REPRESENTATIVES WANTED 


Manufacturer of pressure reducing 
valves, temperature regulators, liquid 
level controllers, electric motor oper- 
ated valves control 
valves desires representatives in the 
plumbing and heating field, on an ex- 
clusive basis, in the following cities: 
Chicago, Milwaukee and Tulsa. Also, 
the States of North and South Dakota. 
Address Key 282-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


and diapbragm 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 176 AND 178 
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WALTER E. SELCK & CO. 
225 WEST HUBBARD ST., CHICAGO 10, ILLINOIS 








MANUFACTURERS’ AGENTS 
REGISTER NOW! 


Manufacturers’ Agency Service maintained for years by 
DOMESTIC ENGINEERING Magazine is for your ben- 
efit and if you have not already registered, write today 
for necessary registration forms and complete details of 
assistance available to agents. 


As a clearinghouse of information for the manufac- 
turers’ agents of plumbing, heating and air conditioning 
equipment, DOMESTIC ENGINEERING Magazine has 
proven invaluable to many leading representatives in the 
past, and if you have not as yet taken advantage, get 
the details today. There is no charge. 

Attach this advertisement and mail it together with your 
letterhead for full information to Manufacturers’ Agency 
Service, 1801 Prairie Avenue, Chicago 16, Illinois. 





pa le beat 
HUDEE 
~~ Sink Frames 


WALTER E. SELCK & CO. Ex 


225 WEST HUBBARD ST., CHICAGO 10, ILLINOIS 





PORTABLE 


~~ there’s a 
KitchenAid 
DISHWASHER 
for 
every 
kitchen 


Dept. KDE 
KitchenAid Home Dishwasher Div., The Hobart Manufacturing Co., T 








Ge adit: 
Oil Burners 7 


YOU NEED THIS 


v 


VV | 
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Catalog chock-full of 
 wandy 20 page Popula 

1 TE PUACEMENT PARTS and SERVICE ye 
\" to make your servicing easier 


@ FUEL UNIT PARTS e¢ CONTROL PARTS 
@ CIRCULATOR PARTS © SHAFT SEALS 
© STRAINERS © GASKETS 

© IGNITION TERMINALS 


Your friendly Oil Burner Jobber stocks the 
HYDROVALVE Line. 
Ask him for a copy of Catalog #60, or write direct. 


i Hydro "-TA oe 


__ 
1319 Utica Avenue, Brooklyn 3, N. Y. / BUckminster 4-1330 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 





REPRESENTATIVES WANTED 


A leading manufacturer of top quality 
line of shower stalls and receptors with 
national distribution wants representa- 
tives preferably with warehouse facili- 
ties to cover North Carolina, South 
Carolina, Georgia, Alabama, Memphis, 
Tennessee, Mississippi, Ohio, Wiscon- 
sin, Missouri, Iowa, North Dakota, 
Nebraska, Colorado, Washington, Ore- 
gon. Send complete information includ- 
ing lines carried, number of men 
travelled, territories covered. Address 
Key 304-E, “DOMESTIC ENGINEER- 
1NG.” 1801 Prairie Ave., Chicago 16, 


fim “8s. 


AGGRESSIVE REPRESENTATIVE 
calling on the plumbing jobber 
wanted by specialty manufacturer. High 
commission, good volume, Texas, Lou- 
isiana, Mississippi, Alabama, Oklahoma 
Tennessee Kentucky West Virginia 
and Virginia open. Address Key 219-E 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


MANUFACTURER'S AGENT 


Contacting jobbers to sell for manu- 
facturer of complete line of plumbing 
fixtures, heating boilers and water heat- 
ers. A few territories open. Send com- 
plete information and lines now han- 
dled, territory covered. P.O. BOX 221, 
Columbus 16, Ohio. 


WANTED 


Manufacturers’ representative—all areas 
—by a fast growing and aggressive 
manufacturer of a very competitive line 
of domestic oil-gas steel heating boilers 
and baseboard radiation. High commis- 
sions. Address Key 305-E, “DOMES- 
TIC ENGINEERING,” 1891 Prairie 
Ave., Chicago 16, Illinois. 


MANUFACTURERS’ REPRESENTA 

tives wanted by rapidly expanding 
manufacturer of quality line of air 
valves. Exclusive territories open Ad 
dress Key 281-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 


REPRESENTATIVES 

Calling on plumbing supply wholesalers 
for a complete line of brass nipples. 
Exclusive territories open are Louisi- 
ana, Mississippi, Alabama and Florida. 
Address Key 300-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


REPRESENTATIVES WANTED 
MANUFACTURERS’ REPRESENTA- 
tives wanted by established manufac 
turer of bathroom medicine cabinets 
Quality cabinets at competitive prices 
Good commissions. State of Michigan 
and states of Washington and Oregon 
available. Representative should call on 
wholesale hardware, plumbing and elec- 
trical jobbers State territory covered 
present lines and age Address Key 
307-E “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVE WANTED 


To cover the states of lowa and Ne 
braska. Tubular manufacturer who en- 
joys fine reputation with complete line, 
competitively priced, desires aggres- 
sive representative who can do a job 
selling our quality line. Please give all 
in formation in first letter. Address Key 
290-E, ‘“‘DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


REPRESENTATIVE WANTED 


To cover Kansas and Missouri and part 
of Illinois. Tubular manufacturer who 
enjoys fine reputation with complete 
line, competitively priced, desires ag- 
gressive representative who can do a 
job se'ling our quality line. Please give 
all information in first letter. Address 
Key 291-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


EXCLUSIVE PROTECTED TERRITO 
ries open for national distributed 
unique washer replacement plumbing 
specialty item packaged for sale t 
plumbing supply houses, hardware 
tributors and retailers. Unique 
tration sells 8 out of 10 on first call 
Address Key 218-E. “DOMESTIC ENGI 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 


REPRESENTATIVE WANTED 


To cover the state of Louisiana. Tubu- 
lar manufacturer who enjoys fine repu- 
tation with complete line, competitively 
priced, desires aggressive representa- 
tive who can do a job selling our quality 
line. Please give all information in first 
letter. Address Key 289-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


INDIANA AND OHIO. ASSOCIATE 
representative wanted for either, or 
both states. Excellent line steel boilers 
and baseboard priced right. Some estab 
lished business. Wholesalers only. Fa 
vorable commission Write full 
particulars \ddress Key 296-E 
“DOMESTIC EGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 





LINES WANTED 





NEW YORK STATE 
HEATING EQUPMENT 
THOMAS G. JONES 


37 Hillside Ave., New Hartford, N. Y. 


SEEKING ADDITIONAL LINES 


Chicago manufacturer’s representative 
agency with complete warehousing fa- 
cilities seeking manufacturers who want 
large movement of their products. Con- 
centrating on plumbing supply houses 
in Illinois, Indiana, Wisconsin and East- 
ern Missouri. If you want the job done 
properly with young aggressive organ- 
ization, Address Key 214-E, “DOMES.- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


NORTHERN OHIO WELL ESTAB 
lished, limited number lines, selling 
leading wholesalers, attending CSA, ag- 
gressive, intelligent coverage. Addres 
211-E ‘DOMESTIC ENGINEER 

1801 Prairie Ave., Chicago 16 


NEW YORK AND NEW JERSEY 


Well organized manufacturers’ repre- 
sentative sales organization seeking ad- 
ditional lines for representation through 
plumbing supply wholesalers in New 
York and New Jersey. Warehouse 
available. Address Key 209-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key 208-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Ilinois. 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 13, Minn. 
Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 


MANUFACTURERS’ REPRESENTA- 

tive covering southern California 
Arizona, Las Vegas. Wholesale plumb- 
ing only DORSEY SALES COMPANY 
922 East Pico Blvd., Los Angeles, Cali- 
fornia 


NEW ENGLAND 


Manufacturers’ agent with Boston office 
and warehouse. 20 years experience sell- 
ing to plumbing and heating wholesale 
distributors has opening for one or two 
quality lines. Our organization is tops 
in its field. NORMAN LEWIS AND 
COMPANY, 88 Broad Street, Boston 
10, Massachusetts. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 174 AND 178 
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(Continued from page 173) 
be bad for the industry if it became wide- 
spread. 

Their reasons for objecting to the plan 
cover a wide range, but in general they fall 
into two major categories: 

(1) If the contractor were pushed out of 
the sales picture, the wholesaler would be 
required to do more for the consumer than 
he is equipped to do. He’d have to change his 
entire operation, or service to the public 
would deteriorate. 

(2) Like any direct selling, the plan en- 
courages do-it-yourself and jacklegg-type 
installations, thereby lowering the over-all 
health and safety standards established by 
the industry for the community. 


= As indicated, 34 percent of the wholesalers 
who replied to the survey said they favor 
the Reichle plan. Fifty-five percent expressed 
strong disapproval, and 11 percent either had 
no opinion or favored it “in certain areas 
under certain conditions.” 

Wholesalers who like the plan are consist- 
ent in their reasons: 


=» They’re dissatisfied with contractor mer- 
chandising in their areas and see the plan as 
a means of increasing retail sales through 
their own (the wholesalers’) efforts. 

They say non-industry competitors are 
getting a larger share of the plumbing and 
heating market because of their wide adver- 
tising and easy financing terms. The whole- 
saler who has a well-stocked showroom and 
financial means to advertise to the public is 
in a position to compete with the “big boys,” 
they feel. 

“Since the installation goes to the con- 
tractor, he shouldn’t complain,” was a com- 
monly expressed opinion among those favor- 
ing the plan. “He’s just getting some 
business he otherwise wouldn’t get. Besides 
when Sears and other chains do the selling, 
all the plumbing contractor gets is the in- 
stallation anyway, so what’s the difference? 
In the one case, he’s making the installation 
for Sears. In the other, he’s making it for 
his wholesaler. In either case he’s a ‘hired 
installer.’ ”’ 


«Many wholesalers agreed, in answer to a 

DE query on this point, that the Reichle 

plan, if widely adopted, would make a “hired 

installer” out of the plumbing contractor. 

However, some said it wouldn’t affect the 
“good merchandiser” in this way. 

They agree with the assertion of Noel 
(Please turn to page 179) 
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| oive YOUR CUSTOMERS 
EXTRA YEARS OF 
SERVICE WITH 


VOGEL é 
FROST-PROOF (fy 


HYDRANTS 








2,000,000 | 
INSTALLED 

NOT ONE HAS 
EVER FROZEN 


GUARANTEED 
YEAR ‘ROUND 
WATER SERVICE 


STANDARD 
HYDRANT 


NEW CATALOG B-60 


FREE 











WRITE 


JOSEPHA. VOGEL 
COMPANY 


WILMINGTON, DELAWARE 


EASILY INSTALLED 
HYDRONIC HEATING 
PACKAGE 


SERIES 200 
* 





GAS-FIRED BOILER 

For hot water systems. 
Compact, high in efficiency, 
with cast iron sections 
and burners. Completely an 
assembled and wired at the factory, including ; 
circulating pump. Room thermostat furnished. 3 and 4 section 
sizes, 110,000 and 150,000 BTU input. Beautiful deluxe jacket 
in gray hammertone baked enamel. Write for details and prices. 


“wer eoee,., BUILD YOUR 
SALES WITH BASMOR! 
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ADVERTISEMENTS 





LINES WANTED 


LINES WANTED 





LINES WANTED 





AGGRESSIVE SALESMAN 
Well known to purchasing agents of 
plumbing and hardware jobbers in West 
Tennessee, Arkansas, Louisiana and 
Mississippi wants volume line. Particu- 
larly interested in soil pipe, water heat- 
ers, brass goods or short line bath fix- 
tures. Address Key 306-E, “DOMES- 
TIC ENGINEERING,” 1801 
Ave., Chicago 16, Illinois. 


Prairie 


WESTERN PENNSYLVANIA, EAST- 

ern Ohio including Cleveland market 
area. Five years selling wholesal 
plumbing and wholesale hardware dis- 
tributors, these areas. Carrying major 
plumbing fixture line, seeking thre« 
additional quality lines, to concentrate 
V. DAVID DWELLE, 5700 Centre Ave 
nue, Pittsburgh 6, Pennsylvania, Mont- 
rose 1-1448 


PHILADELPHIA AREA 
Manufacturer’s representative covering 
Eastern Pennsylvania, South Jersey 
and Delaware. B.S. in M.E. now agent 
six years. Primarily interested in quality 
heating lines. Address Key 299-E, “DO- 
MESTIC ENGINEERING,” 1801 
wae a Coieage 16, Illinois. 


GEORGIA AND FLORIDA 


One or both. Representative over ten 
years on territory seeks one additional 
major account. Not interested in spe- 
cialties. Address Key 301-E, “DOMES- 
TIC ENGINEERING,” 1801 
Ave., Chicago 16, Illinois. 


WISCONSIN 


Newly organized manufacturers’ repre- 
sentative group with excellent following 
selling plumbing supply wholesalers 
seeks lines. Address Key 292-E, “DO- 
MESTIC ENGINEERING,’’ 1801 
Prairie Ave., Chicago 16, Illinois. 


Prairie 


EASTERN PENNSYLVANIA, 

ern New Jersey, Maryland and Dela 
ware territories available with three 
man organization Need a few 
specialty items Also have warehou 
available in Phil ade Iphi a for distribu 
tion. Address Key 288-E, “DOME y dole 
ENGINEERING,” 1801 Prairie Av 
Chicago 16, Illinois 


SOUTH 


good 


Do your sales in the Western Pennsy]l- 
vania and West Virginia area need a 
boost? If so, contact the most ag- 
gressive manufacturers’ agents in this 
territory. Warehousing available. Ad- 
dress Key 287-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


NEW JERSEY 


Sales representative—many years of ex- 
perience—limited warehouse facilities— 
seeking additional line. Have entree’ 
for your product. Address Key 285-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
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EIGHT YEARS AS A MANUFACTUR- 
ers’ agent with excellent following 
among New England plumbing and 
heating wholesalers seeks additional 
discriminating line. Address Key 280-E 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


BOSTON 


Manufacturers’ representative with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give personal aggressive 
representation to additional quality line. 
Address Key 273-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


WESTERN MISSOURI RANBAS, NE 

braska. We FE give one major line 
sales results a overage. Addre 
Key 256-E “DOME STIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 1 

Mlinois 


ra 


CLARKE SALES COMPANY 
12 Years Service 
VIRGINIA & WEST VA. 
OHIO RIVER CITIES 
407 Beech Ave., Charleston, W. Va. 


MISSOURI-KANSAS-SOUTHERN ILLI 

nois—agegressive agency with sale 
office in Kansas City and St. Louis de 
sires additional plumbing line. Address 
Key 232-E DOMESTIC ENGINEER 
ING,” 1801 Prairie Ave Chicago 16 
Illinois 


IOWA 


Now contacting plumbing wholesaler 
jobbers in Iowa only. Doing an effective 
job. Will give concentrated coverage. 
Address Key 213-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Ill. 


MAX ROTHENBERG CO., INC. 
11-05 38th Avenue 
Long Island City, N.Y. 


Manufacturers’ agency covering New 
York and New Jersey—Warehousing 
available. 


MISSOURI, E — KANSAS, ECO- 

nomical coverag A depressed area 
Price and quality must be right. Address 
Key 27! )-E DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave. Chicago 16, 
Illinois. 


ST. LOUIS AREA 


Plumbing wholesalers contacted twice 
monthly by aggressive representative 
agency. Can handle two additional qual- 
ity lines. Address Key 212-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


WESTERN PENNSYLVANIA AND AD- 
jacent areas. 5 years selling leading 
jobbers, carrying few lines, will devote 
time to good line Address Key 
“DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois 


INDIANAPOLIS, INDIANA 


Home base of manufacturers’ repre- 
sentative who can handle one additional 
line covering entire state excluding 
Lake Porter county. Concentrating on 
plumbing and heating wholesalers. Ad- 
dress Key 216-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


WISCONSIN 


Manufacturers’ representative selling 
plumbing supply jobbers desires addi- 
tional allied lines. Address Key 215-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





FOR SALE 


PLUMBING SUPPLY 
CENTRAL OHIO 


Wholesale and retail, doing sizeable 
volume, profitable business. Attractive 
building, good personnel, nice trade. 
Wish to retire. Terms arranged. Ad- 
dress Key 293-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





FOR SALE ESTABLISHED She 
ing and eating busines On 
Ford truc - & tools, busines property 
all $20,0 0 Contact owner 
R AYMOND R “NOE L, 1118 Harrison St., 
Lynchburg, Virgini: 





MISCELLANEOUS 





MR. PLUMBER 


Display your license—your identifica- 
tion with public health and safety— 
send for free literature. ELGAN EN- 
TERPRISES, Box 127, Herkimer, New 
York. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 174 AND 176 
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(Continued from page 177) 
Goddeyne, a Bay City, Mich. contractor 
(who was quoted in DE’s June issue) that 
the plumbing contractor’s role “will not be 
subordinated in the least by cooperating 
with the Reichle plan.” 

Goddeyne has a handsome store and ad- 
vertises regularly in his local newspaper. In 
DE’s June report, Goddeyne says: “It’s a lot 
of nonsense to say that the plumbing con- 
tractor’s role or image in the public eye will 
in any way be subordinated by the Reichle 
plan. It’s up to the individual contractor to 
maintain his own identity the way he wants 
the public to see him. 

“If he works, acts or looks like a ‘hired in- 
staller,’ that’s the way the public will picture 
him, Reichle plan or no. If, on the other hand, 
he presents himself as a competent business- 
man with essential products and services 
that consumers should have, that’s the way 
the public will see him.” 


s Wholesalers also complained that contrac- 
tors buy and sell too much on the basis of 


Cash €# on customer acceptance—there 


are millions of Square D 9013 FSG pressure 
switches now in use! 

® Use this free, eye-catching counter display. 
It goes to work like another “counter man” to 
build your replacement business. 


Write for Bulletin 550, Square D Company, 





4041 North Richards St., Milwaukee 12, Wis. 


SQUARE J) COMPANY 


wherever electricity is distributed and controlled 


price. Said Malcom Hughes of Alfred J. 
Hunter & Co., Muskegon, Mich.: “The aver- 
age small contractor is not a designer or a 
salesman. Low price is his only sales pitch.” 

Along the same line, Lyle Pearson of the 
N. O. Nelson Co., Pueblo, Colo., said: “Too 
many p-h contractors do not try to sell any- 
thing but price. They buy predominantly on 
price and throw most other considerations 
out as unimportant.” 


























A criticism that contractors are not “loyal” 
to their wholesalers was coupled to the price 
complaint. Said one wholesaler who did not 
sign his name: 

“They buy direct from manufacturers 


for the finest in 


LAVATORY 
LEGS and towel bars 


the name to remember is 


whenever they can or from any ‘peddler’ 


that comes through town with a cheaper 
price. Then these very same contractors ex- 


pect their local wholesalers to carry any item 
that they may happen to need at a particular 
moment.” 

eFailure to use showroom facilities and 
other helps offered to them by wholesalers 
was another complaint registered against 
contractors. 


manufacturers of quality 
plumbing specialities, including: 


* bathroom accessories! * vanities! 
* basket strainers! * replacement baskets! 
* pipe straps! * floor & ceiling plates! 
* brass nipples! * chrome-plated nipples! 
* chrome-plated brass * chrome-plated 

fittings! Sure-Grip flanges! 


“We make our showroom available to con- 
tractors just as Reichle does,” said a Ten- 
nessee supplier. “But they hardly ever use 
it. They don’t use our design and engineer- 
ing services enough either.” 

Huston Hunting of Rochester, N. Y. 
summed up one viewpoint that predominated 
among those favoring the plan, namely that 


Sold thru the wholesaler « Write for Catalog 


REED-CROMEX CORPORATION 
15757 Euclid Ave. * Cleveland 12, Ohio 

















Please turn to page 180) 
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FREE BULLETIN 
Shows how 
Pick Heaters 
are used in 

many 
industries. 


HOT WATER 
HEATERS 


8 sizes ... 500 to 
50,000 Gals. Per Hour 


Hot water in a flash — pro- 
duced only as it's needed! 

Pick patented mixing chamber 
is completely automatic . . . di- 
rect contact of steam and water 
provides desired hot water tem- 
perature instantaneously . . . tem- 
perature accurately maintained 
by thermostatic controls. 

Water volume adjustable from 
5% to full rated capacity of 
heater. 20-second reaction to 
desired up-and-down changes in 
water temperature. 

Write today to Dept. J 


IT’S YOUR QUICK, EASY ANSWER TO... 


GUIDE TO ESTIMATING 
BUYING, SELLING, BILLING 
and CHECKING INVOICES! 


(Continued from page 179) 


the important and only point at issue is 
whether merchandise is sold. He said: 
“We're not in business to maintain a par- 
ticular system of distribution as compared to 
another. The job of our industry—manufac- 
turer, wholesaler and contractor alike 
move goods and increase our industry’s 
share of the consumer dollar. The Reichle 
plan is a constructive step towards that end.” 
As an interesting sidelight, 65 percent of 
the respondents acknowledged that whole- 
salers have always done some direct selling 
sub rosa. But, most added, it’s been done 
only for “friends and others with some 
special connection with the wholesaler.” 
Few wholesalers admitted to direct selling 
of dtu proportions, i.e., where most installa- 
tions are made by do-it-yourselfers or jack- 
leggs. Most who favor the Reichle plan de- 
nied that it leads to this type of operation 
because “using the contractor to make the 
installation is ‘built into’ the plan.” 


is to 


s Wholesalers opposing the Reichle plan 
see more factors involved in the p-h sale 
than the sheer quantity of products sold. 
They point to the complex nature of retail- 
ing plumbing and heating products and to 
the effect shortcut methods that bypass the 
contractor would have upon the service 
rendered the public. Service to the con- 
sumer public would “seriously deteriorate” 
if wholesalers started to sell direct in large 
numbers, they feel. 

“The wholesaler doesn’t know anything 


Whether it's a question in plumbing, 
neating or sheet metal work, you'll find 
the BRADFORD PRICE BOOK answers 
orice data showing prevailing material 
costs . . . lists, net and suggested sell- 
ing price. 450 pages in 24 sections. 


about retailing,” said one midwestern sup- 
plier. “It’s a lot more complicated business 
than the Reichle plan takes into account. 
The supplier who gets into retailing takes on 
a lot of headaches. What does the wholesaler 
know about the needs of individual cus- 
tomers? How can he advise them?” 


WRITE FOR FULL INFORMATION TO- 
AY 


Subscribers use this book to check on latest market discounts and prices 


THE 


,9-Vb) 10);10 2:1 (6) im 1010) 4 


QUINCY 69, MASSACHUSETTS 


SHERWOOD- the name that always 


means TOP QUALITY BALL COCKS! 


Up through the years, since 1903, SHERWOOD BRASS has kept to a top 
standard objective producing the best possible Ball Co-k products 
which skilled craftsmen can fashion out of the best available materidis. 
Time tested through a perpetual market, SHERWOOD deserves the recog- 
nition it receives . @ quality name for quality products. 


=» The same sentiments were voiced by 
Margaret Mount, vice president of Aitchison- 
Richmond Supply Co., St. Joseph, Mo., who 
said: “In instances the consumer 
doesn’t even know what size he wants of 
anything. We’d either have to find out for 
him or we’d have to handle so much re- 
turned material if we sold direct that we 
would just have one continuous headache on 
our hands. 

“We think our contractors are the men to 
work with the public and serve it, not us. 
They know what the customer needs and 
wants and can advise him.” 

Most wholesalers opposing the plan said 


most 


SHERWOOD BRASS WORKS e 6331 E. Jefferson, Detroit 7 


(Please turn to page 183) 
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American Cancer Society 
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American Society of Heating & Air Conditioning 
Engineers 
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Armco Steel Corp., The National Supply Co. 
Subsidiary ; 


Arno Adhesive Tapes, Inc. 
*Ayling & Reichert Co., The 


Bastian-Morley Co., Inc. j 
*Beaton & Cadwell Mfg. Co., The 
*Bell & Gossett Co. . 

Bonnell Co., Inc., The William L. 


*Boston Machine Works Co., Oil Heating 
Supplies Division 


*Bradford Price Book, The 
Brand Names Foundation, Inc. 

*Brass-Craft Mfg. Co. .. 

* Bridgeport Brass Co. 


*Brown Products Corp., ¢ 


*Capitol Mig. Co 
Div. of Harsco Corp. . Inside Back Cover 
Chevrolet Div. of General Motors Corp. eer 
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Committee on Steel Pipe Research ... 58 
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(Continued from page 180) 
if they got into the retailing act they’d be in- 
volved in too many service and warranty 


wranglings since the installing contractor 
would no longer feel responsible. This would 
add greatly to their sales and accounting 
costs, they said. 

The consensus of many was that under the 
Reichle plan the wholesaler either would 
have to become a full-fledged retailer in 
every sense of the word or the quality of 
installation, guarantee and service now 
offered by the contractor-retailer would have 
to be severely downgraded. 

“This is so,” said one southwest whole- 
saler, “because the contractor who's a hired 
installer only isn’t going to have the incen- 
tive to look after the welfare of his customers 
that he has as a retailer,” 


e His words were echoed by Leonard Mc 
Cammen of Greensburg, Ind,, who said, "My 
experience has been that you cannot act as 
a middle man for the plumbing contractor 
Chere will be misunderstandings and lack of 
cooperation, If a product happens to be de 
fective, the wholesaler will find himself in 
the service business or have a dissatisfied 
customer on his hands,” 

“The plan would destroy contractor morale 
and consumer confidence,” said P. T 
Hommer of Tri State Supply Co., Freeport, 
Ill. “I doubt very much that the installing 
contractor will make the necessary callback 
if anything goes wrong with an installation 
It wouldn’t be his responsibility. It would 
be the responsibility of the wholesaler who 
hired him.” 


“For the plan to work,” said Donald Mor- 


ris of Niagara Falls, N.Y., “the wholesaler 


would have to have the combined strengths 
of a wholesaler and all his p-h dealers. This 
wouldn’t be an easy thing to accomplish.” 


s Another danger seen in the plan by cau- 
tious wholesalers is the type of contractor 
who is likely to get the job referrals. 

“The plumbing contractors who make in- 
stallations for chain stores, etc. are not the 
better ones,” one wholesaler said. “I think 
it would be the same type of contractor who 
would tend to get the jobs sold by whole- 
salers. This is something we should dis- 
courage rather than push. 

“Also, this not only tends to make for a 
poorer quality installation, but the whole- 
saler is putting the alley-type plumber in 
competition with his own good merchandis- 
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ing contractor-customers. It’s not fair.” 

Most wholesalers opposing the plan point 
to the usual dangers inherent in any direct 
selling—namely that you can seldom be sure 
the product will be installed by a qualified 
person. 

“The wholesaler who sells under the 
Reichle plan is really a dtu,” said Lawrence 
O’Donnell of Vincennes, Ind. “If he isn’t, 
‘hen he has to service his sales, in which 
case he’s a retailer, not a wholesaler.” 


» Other wholesalers said the plan breeds 
jackleggs and makes it easy for unqualified 
installers to operate in areas without au- 
thorized inspection. 

“There's simply no control over where the 
product goes and how it’s put in when the 
product is sold direct,” was the consensus 
“If this type of selling would become wide- 
spread in our industry, we'd have real po 
tential trouble on our hands,” 

Said J, A, MaePhee of San Rafael, Calif 
“We sell only through licensed contractors 
A piece of equipment is no better than its 
installation, and the licensed contractor con 
trols the proper functioning of the equip 
ment and sees to it that all safety and health 
factors are satisfactorily met.” 

One extremely practical reason for oppos- 
ing the plan expressed by many wholesalers 


(Please turn to page 184) 
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(Continued from page 183) 
is that their contractor customers “would 
never stand for it.” There simply are too 
many good contractors who would not sur- 
render their rights and responsibilities as re- 
tailers, they feel. 

Said Gordon Andrew of Detroit: “It will 
not work in major areas. It splits up cus- 
tomers and usually aggravates your best ac- 
counts, even if they’re not retailers. The 
plan puts the wholesaler into a business he 
doesn’t really understand.” 

Many wholesalers warmly defend their 
contractors against the charge that they 
don’t merchandise enough. 


# Said one Los Angeles supplier: “We have 
lots of good contractor showrooms in my 
area. And even the contractors who aren’t 
‘retailers’ in the sense that they don’t have 
stores move a lot of merchandise in the 
course of a year. I'll bet if you asked them 
what their annual gross was, you’d be sur- 
prised.” 

Said another wholesaler: “Just as a matter 
of sheer habit, wholesalers are never satis- 
fied with their contractors’ sales efforts. It’s 
in the nature of the beast not to be satisfied.” 

Some wholesalers added that those who 
aren’t satisfied should work with potentially 
good merchandisers on an individual basis 
and help them develop their latent abilities 
and not worry too much about the others. 

“Most wholesalers carry a lot of accounts 
on their books who are responsible for only 
a small part of their total business,”’ said 
a New York City supplier. “They rely on a 
few good contractors to do the bulk of the 
selling. This is true of every business, not 
just plumbing and heating.” 

This point of view was borne out by whole- 
salers’ answers to one of the points raised in 
the questionnaire 





namely “what percent- 
age of your contractor customers account for 
the bulk of your business?” 


=» Customers on the wholesalers’ bocks gen- 
erally range between 200 and 400. But, the 
suppliers said, about 20 percent of their ac- 
counts are responsible for 75 percent or more 
of their sales. 

While some wholesalers indicated they fee] 
this state of affairs is “normal,” others appar- 
ently chafe under it. They feel “hamstrung” 
by the “limitations of most of their cus- 
tomers” and would like to do something 
about it. 

Many see the Reichle plan as the answer 


because “it keeps the contractor in the pic- 
ture yet does not limit retail sales to only 
those made by the contractor.” 

What does this wholesaler pro and con 
opinion tell us? Does it reveal a desire to 
maintain the status quo of our distribution 
system, since only 34 percent of respondents 
said they favor the Reichle plan? Or does 
this strong one-third count reveal a distinct 
“trend” toward a desire for a major change 
in distribution? 


s Paradoxical though this may sound, we 
believe the “both.” We think 
wholesaler opinion is definitely sympathetic 
toward the Reichle plan—because the whole- 
saler will naturally turn a friendly ear to 
any plan that seems to increase the sale of 
his goods and put him less at the “mercy” 
of his contractor-customers. 

We must also keep in mind that whole- 
salers who DE’s questionnaire 
knew they were possibly speaking for pub- 
lication and hence addressing themselves to 
their contractor customers as well as DE. 
This naturally must have had some influence 
on their answers since many would not want 
to antagonize their contractors. 


answer is 


answered 


s On the other hand, the reasons wholesalers 
gave for opposing the plan were analytical 
and cogent. They show an awareness of the 
complex nature of quality distribution in 
the plumbing and heating industry. 

What the survey unquestionably reveals 
is that the wholesaler branch of our indus- 
try, like the contractor, has a strong sense 
of its responsibilities toward the industry 
and the public. At the same time, it has the 
normal self-interest for profit of any busi- 
ness enterprise or business group. 

For this reason it is going to look favor- 
ably upon any plan that seems to point 
toward greater profit while at the same time 
appears to contain safeguards that maintain 
their basic responsibilities toward their 
customers. 

DE’s survey indicates that at least one- 
third of the wholesaler respondents believe 
the Reichle plan satisfies both counts—i.e., 
it increases profit at no sacrifice to basic 


business responsibility. END 


Here's help in converting steam 
heating to hot water... (p. 108) 
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only the Capitol 


taPAoaPter 





IS DOUBLE 
GALVANIZED 


Every surface, including the in- 
side, is fully protected against 
rust. Only Capadapters can give 
you this guarantee of complete 
protection. Only Capadapters are 
double galvanized . . . hot dipped 
galvanized after forging and elec- 
tro-zinc plated after machining. 
Inspect the inside, see for yourself. 
You and your customers receive 
this extra protection at no extra 
cost. 


METAL-TO-METAL 
THREADED CONNECTIONS 
ADD STABILITY 


More permanence when joining plastic to 
metal is assured by metal-to-metal threaded 
connections. This eliminates the possibilty of 
torque causing metal housing to cut plastic 
at the connection. Metal-to-metal threaded 
fittings have been proved successful through 
years of use... only metal-to-metal gives you 
this assurance of trouble-free installations. 


EASIER TO INSTALL 


Carefully threaded and machined to close 
tolerances ensure a perfect fit, make installa- 
tion easy. There’s no possibility of cracking 
or crushing while tightening. The deep ser- 
rations hold plastic pipe to metal, assure a 
leakproof joint. They can be wrenched and 
reused if necessary. 


SOLD ONLY THROUGH 
RECOGNIZED DISTRIBUTORS 





plastic pipe 








Tanne \ 
ae 

, ees 

2 ae 
tt $ 

~~ i. a 

———— _ 

_— 


AKAQL AAS yes) 
, 





~— 0000000 en 








seeqeeee 





mo “9 














Tel 


MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 



























































BOILER Wan 
LEVEL CONTROL 


More in the package 


This is the No. 67 package. Open it and you see just what is 
meant by “Doing One Thing Well.”” Not just a better product, 
but a product packed to reach the job in perfect condition .. . 
everything right in place and in shape . . . ready to go to work. 

Because the No. 67 is designed and packed to work with the 
installer, contractors tell us that its installed cost —its real cost — 
is lower than that of any other low water fuel cut-off. 

This lower-installed-cost story starts with this better package 
and follows straight through the installation . . . clear, easy-to- 
follow instructions . . . easier piping and wiring . . . more easily 
manipulated Quick-Hook-Up. .. McDonnell-built blow-off valve 
with large port area; mounted right on the control, not rattling 
around in the package . . . handy, adjustable electrical terminal 
box . . . float securely blocked . . . every part protected. 

Yes, more in the package! More in this package. More in any 
McDonnell package. More conscientious attention to every 
detail of design, materials, manufacturing, testing, packing. 
More for you and more for your customer! 





MCDONNELL & MILLER, Inc., 3500 N. Spaulding Ave., Chicago 18, Ill. 
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M°EDONNELL 


BOILER WATER FEEDERS e LOW WATER FUEL CUT-OFFS e PUMP CONTROLLERS @ RELIEF VALVES e FLOW 
SWITCHES e RELATED LIQUID LEVEL CONTROLS FOR TANKS, STILLS, AIR CONDITIONING SYSTEMS 




















